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If you have a direct or’ 
affiliated connection with 
MORTGAGE BANKING OR 
BUILDING AND LOAN 
ASSOCIATIONS (with 
sufficient volume), an 





is available through an 
experienced stock fire company 
rated A+ {Excellent) by the 
Alfred M. Best Company, Inc. 
LIBERAL COMMISSIONS. 
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UNITED STATES 
CASUALTY COMPANY 


33 34 35 36 37 36 30 4O Mi M2 NS MR NS M6 47 4B U9 50 51 52 53 


——1953 —_, ——— 1954, 


ata 30 Fire 90 30 Fire 90 
Casualty ‘ & Cas. Stocks & Cas. Stocks 


January 31 ...... 198.6 209.5 214.0 207.1 
February 28 194.7 203.1 220.7 207.7 
March 31 ....... 192.8 200.8 220.7 214.0 
April 30 ; 187.6 195.5 226.8 224.4 
May 3! . 187.8 194.9 237.2 231.8 
a 182.! 191.7 
Nw assis is 188.2 196.6 
| August 3i 185.9 185.2 

| September 30 ... 188.9 185.4 
Home Office October 31 195.5 194.9 
November 30 .... 207.6 196.6 


60 John Street New York City NET =: — 7 








The index of 90 stocks is based on Standard & Poor's daily stock price 
indexes of 50 industrial, 20 railroad and 20 public utility stocks combined. 
The 90 stocks and the 30 fire and casualty stocks were at 100 in June, 1944. 
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BALTIMORE NEW YORK 


{o) 33 34 35 36 37 38 39 4O Ui U2 43 WY US M6 7 WB 49 «50 (SI 


Avg. Apr. Avg. Apr. 

1939 1954 1939 

> ‘PECCIUE Boston 210 585 Minneapolis 202 
\ PROGRESSIVE New York 219 623 Kansas City 209 549 
Buffalo 205 612 St. Louis 208 577 
Baltimore 198 594 Atlanta 186 639 
Philadelphia 196 580 Dallas 171 528 

Pittsburgh 219 580 New Orleans 194 

ly Cincinnati 209 563 Denver 195 
SURE rY and CASUALTY Cleveland 206 584 San Francisco 183 530 
| Chicago 205 541 Seattle 196 580 

Indianapolis 206 605 Los Angeles 167 


COMPANY | Detroit 308 ble 551 


Milwaukee 209 611 National Average 200 585 


This index (1913 100) applies to construction only and does not include 
building fixture items such as plumbing, heating, lighting, sprinkler 
system, etc. It is based on average costs under normal conditions with no 
allowance for overtime, premiums on materials, or special conditions. It is 
the composite of four types of buildings, frame, brick, concrete and steel 

and therefore should be used only as a trend as it is not applicable to 
specific buildings. Furnished through courtesy the American Appraisal Co 
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INSURANCE STOCKS 
Bid Prices 


Furnished through the courtesy of The First Boston Corporation. 


1954 Range May 
High Low 28, 1954 
Aetna Casualty & Surety Company .... 148 129 
Aetna Insurance Company .... in U4 56 
Agricultural Insurance Company ... . oe 
American Automobile Insurance Company 
American Equitable Assurance Company 
American Insurance Company eae 
American Re-Insurance Company 
American Surety Company . 
Automobile Insurance Company 
Bankers & Shippers Insurance Company 
Boston Insurance Company r? 
Camden Fire Insurance Association 
Continental Casualty Company 
Employers Group Associates (a) 
Employers Reinsurance Company 
federal Insurance Company ..... 
“idelity & Deposit Co. of Md. (d) one 
Fidelity-Phenix Fire Insurance Company. 
“ire Association of Philadelphia (new) (a) 
“ire Association of Philadelphia (old) .... 
fireman's Fund Insurance Company (b).. 
‘iremen’s Insurance Co. of Newark 
General Reinsurance Corporation 
Glens Falls Insurance Company 
Globe & Republie Insurance Company 
Globe & Rutgers Insurance Company 
Great American Insurance Company 
Hanover Fire Insurance Company .. 
Hartford Fire Insurance Company (e) 
Hartford Steam Boiler Insp. & Ins. Co 
Home Insurance Company ....... 
Insurance Company of North America 
Jersey Insurance Co. of New York 
Kansas City Fire & Marine Ins. Co. 
Maryland Casualty Company 
Massachusetts Bonding & Ins 
Merchants Fire Assurance Company 
Merchants & Mfrs. Fire Insurance Co 
National Casualty Company ........ 
National Fire Insurance Company . P 
National Union Fire Ins. Co. (new) (a) 
National Union Fire Ins. Co. (old) 
New Amsterdam Casualty Company 
New Hampshire Fire Insurance Co 
New York Fire Insurance Company 
Northern Insurance Company (e) 
North River Insurance Company : 
Northeastern Insurance Co. of Hart 
Northwestern National Insurance Co 
Ohio Casualty Company 
Pacific Fire Insurance Company 
Pacific Indemnity Co. (b) 
Peerless Casualty Company 
Phoenix Insurance Company 
Providence Washington Ins. Co. .. 
Providence Washington Ins. Co.. Pfd 
Reinsurance Corporation of N. Y 
Republie Insurance Company 
St. Paul Fire & Marine Insurance Co 
Seaboard Surety Company be 
Securitv Insurance Co. of N. H 
Springfield Fire & Marine Ins. Co. .. 
Standard Accident Insurance Company 
U. S. Fidelity & Guaranty Co. (e) 
U. S. Fire Insurance Company .. 
Westchester Fire Insurance Company 


LIFE COMPANIES 


Aetna Life Insurance Company 
Colonial Life Insurance Company 
Columbian National Life Insurance Co 
Connecticut General Life Insurance Co 
Continental Assurance Company 
Franklin Life Insurance Company 
Gulf Life Insurance Company .......... 
Jefferson Standard Life Insurance Co 
Kansas City Life Insurance Co. 

Life and Casualty Insurance Company 
Life Insurance Company of Virginia 
Lincoln National Life Insurance Co 
Monumental Life Insurance Company 
National Life & Accident Ins. Co. (e) 
Philadelphia Life Insurance Company 
Travelers Insurance Company 

U. S. Life Insurance Company 

West Coast Life Insurance Co 


(a) After sale of new shares 
(b) Range adjusted for 20% 
(c) Range adjusted for 10% 
(d) Range adjusted for 351 


(e) Range adjusted for 25% 


stock dividend 

stock dividend 
stock dividend 

stock dividend 


For June, 1954 





Are there DIFFERENCES 
in Used Car Guides? 


Yes, there are decided differences in 
ear cuides 


used 
in their methods of reporting the 
market to their subscribers, in frequeney of 
publication, in comprehensiveness of their con- 
tents. Just as in other businesses, one stands 
out: the NADA Official Used Car Guide, “recog- 
nized authority in the field.” 

Why do the experts in the automotive trade 
place more confidence in the NADA Official 
Used Car Guide than in any other publication 
of its kind? The basic reason is that they can 
depend on it, because: 

It is factual, based upon actual sales reports 

from dealers 

It is current, published every 30 days 

It is localized, with separate editions for each 

of six regions 

It is complete, an encyclopedia of used ear 

information 

It is accurate, founded upon fact and com- 

piled by experts 

These big differences are what make the 
National Automobile Dealers Used Car Guide 
Company the largest and most successful  pub- 
lishers of used ear cuides today serving you 
dependably, intelligently and at reasonable cost. 


only *7 per year 


(quantity prices on request) 


—-—-—-— Published by 


Nationa Automosite DEALers 
Useo Car Guive Co. 


1026 17th STREET, N.W. * WASHINGTON 6, D.C. 








INSURANCE 


...a highly important factor in the credit and industrial expansion of Southern California 


By underwriting hazards of the future, the Fire, 
Casualty, Marine and Surety Industry is an integral 
part in the development of Southern California. 


Available to this, as well as to other important California Bevel < 
a 


industries, are the facilities of California Bank... 
MEMBER FEDERAL DEPOSIT 


the industrial, business-minded bank INSURANCE CORPORATION OS Angeles 


serving the Industrial Center of the West. 
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Founded to provide independent insurance 


facilities for the nation...continuing today 


to meet the challenge of change 








Taken from a letter written by Jefferson in 1816 to Samuel Kercheval 
and ¢ ngraved in stone at the Jefferson Me morial, Washington, Det, 


Dignity for the individual depends to 

a large degree on personal independence. 
He must be able to retain for himself 

the responsibility for the financial 
safety of his family. 


As a free enterprise, the North America 
helps to preserve human dignity by 
providing the means by which the 
individual can protect himself and his 
family against financial loss. 


The North America has met the insurance 
needs of the public down through the 

years by following the philosophy so 
aptly stated by Jefferson in 1816. 

We will continue to move ahead with 
better, more economical insurance. 

In this way, we best serve the interests 

of both the public and our Agents. 


This is another North America advertisement which helps 

to keep the public informed about our principles and 
philosophy and to point out the advantages of dealing with 
Agents of the North America Companies. —~ 


NORTH AMERICA COMPANIES 


Insurance Company of North America 
Indemnity Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 


Philadelphia 1, Pa. 




















EFFERSON MEMORIAL, WASHINGTON, BD 


To preserve human dignity 


The founding of the Insurance Company of North 


America in 17‘ ve the new United States its own 


independent insurance facilities. It provided the 
means with which the individual could protect him- 
self and his family against loss, thus helping him 
to maintain his own dignity and self-respect. 
Today, in this modern era of change, there is a 
much bigger job that insurance can do for more 
people. The very things that add so much to our 
way of life multiply the threats to our financial 
security. That is why the North America Companies 


intend to continue simplifying insurance and 
broadening protection to make it available to more 
people at less cost. 

To give you a clearer understanding of what you 
face today—and what you can do about it—we have 
published a new | let called “The Change 
Around Us.” This simplified, illustrated booklet 
contains valuable tips on how to protect yourself 
and your family Your North America 
Agent will be glad to give 


may use the handy coupon. 


This advertisement appears in The Saturday Evening Post, Collier's, Life, Look 
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CHARLES BRUNING COMPANY INC. 


protects its property Chitomitically. i 
gets better FI RE and BU R LARY 


PROTECTION and~ 





We are thoroughly satisfied that the complete ADT Automatic Protection Service in 
our two Chicago plants gives us better protection for our property, our business, and 
the jobs of our employees, than we could get by other means. At the same time, this 
type of protection enables us to make a cash saving of $12,000 a year. 


KDbnver 


Charles Bruning Company Inc., manufacturers and Assistant Secretary 
: ‘ . ; = : . Charles Bruning Company Inc., 
distributors of architectural supplies and equipment, 
chose a combination of ADT Central Station Sprinkler 
Supervisory and Waterflow Alarm, Burglar Alarm, and 
Industrial Process Supervisory Services to watch over 
its Chicago plants...automatically...around the clock. 


Mr. Bruning’s statement typifies the comments of 
many executives, from coast to coast, who know that 
ADT Automatic Services give more security than can 
be obtained by any other method...at less expense. 


ADT Electric Protection Services guard every type of 
property, new or old, sprinklered or unsprinklered. 
The appropriate ADT Fire Alarm Service will detect 
fire and notify the fire department automatically. 
ADT Burglar Alarm Service will automatically sum- 
mon police when burglars attack. ADT Heating and 
Industrial Process Supervision will automatically 
detect and report other abnormal conditions. 


ADT safeguards, electrically, many billions of dollars’ 
worth of tangible and intangible assets owned by Controlled Companies of 
55,000 subseribers in 1,600 communities. An ADT AMERICAN DISTRICT TELEGRAPH COMPANY 
specialist will show you hew combinations of engi- 4 NATIONWIDE ORGANIZATION 
neered services can protect your property. a 

sf 155 SIXTH AVENUE » NEW YORK 13°N. Y. 
Call our Commercial Department if we are listed in 
your phone book; or write to our Executive Offices. 
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*** The group plan of fire and casualty operation has 
been one of the hallmarks of the insurance business for 
over fifty years, It now embraces 355 stock fire and 
casualty carriers and six life companies in 120 groups 
which write between 85% and 90% of all business in 
the stock fire and casualty field. The twenty leading 
stock company groups are ranked in order of premium 
volume in the article, /nsurance Groups on page 15. 


*** Noise is one of the earliest manifestations of nature 
and one of the most common accompaniments of the 
growth of civilization. Moreover it is omnipresent as 
there is no place on earth where noise is not generated. 
However it has only recently become an important prob 
lem to the compensation underwriter. The Treatment 
of Industrial Noise as a compensable disability along 
with the past thinking on the subject and the recent 
law decisions which have brought it into prominence are 
described in the article on page 20. 


New Nationwide Marine Definition grants 
broadened authority to write coverages under inland 


xxx The 


marine policies which can have monetary meaning to 
the alert agent. Even the experienced agent may be 
pleasantly surprised with the opportunities open to him 
if he contacts both his present accounts and prospective 
clients. On page 25 are noted some of the sources of 
premiums available in this field. 


*** Most agency owners realistically realize that they 
will eventually reach a point at which they will want 
to take a less active part in the agency operations 
Their ability to do this while at the same time ensuring 
the healthy continuation of the business will depend on 
the wisdom they have shown in choosing and developing 
younger men to succeed them. Besides personality factors 
this matter of providing for Tomorrow's Management 
depends on training and supervision combined with an 


adequate financial arrangement. See 29. 


page 
*** Tf a man has ever walked into a drug store, paid 
for his cigarettes with a twenty dollar bill and started 
out without waiting for his change, he will remember 
how foolish he felt when it was brought to his attention. 
An agent to whom has been brought home the income 
he is overlooking by not writing accident and health 
insurance might well have similar feelings, 
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Prospects 
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abound for the coverage and can usually be convinced 
once their need and their ability to pay for it have been 
explained. On page 33 are some Jdeas That Sell accident 
and health insurance. 


*** The public good will which an insurance company 


possesses depends to a large extent on the day-to-day 
contacts of its producers with the general public. The 
impression made will in turn depend on the care with 
which the company selects its agents and the qualifica 
tions of these agents. This conception of public relations 
By Appointment is developed in the article on page 39. 
**k* Very often that, “I don’t know what’s wrong but 
[ feel awful and when is the day going to end,” feeling 
may be due to poor posture. Wrong sitting habits cut 
output and can lower morale. They can be a dangerous 
invitation to costly errors. These habits can be corrected 
by a combination of posture education and perfect pos 
ture seating. On page 53 we are told How To Sit by 
a man who has studied the subject for many years. 

**k* Objectivity is the ability to cut through details 
and get at the basic problem. It is an essential ingredi 
ent of change, improvement, work simplification, elimi 
nation and analysis. Unless facts are treated objectively 
they are at the mercy of expediency, prejudice or inertia 
Our expert Around The Office tells this month Hoz 
To Be Objective about 
routines. It is on page 


1 


office systems, methods and 


55 
**x* Among claim attorneys who have an equal ability 
to search out facts and a comparable understanding of 
the law, the most successful will be those who have an 
understanding of human beings and their emotional 
Too 
many men are prone to overemphasize the gathering ot 
facts and never develop a sufficient knowledge of people 


reactions to economic and sociological situations. 


The article on page 75 gives some of the guiding prin 
ciples which scientists and teachers use in applying 
psychology and relates some examples of how 4 Ps 
chological Approach has been valuable in the handling 
of contract bond losses. 


condi 


*** Industrial management by providing safe 
tions under which to work and creating safe working 
attitudes has proved that accidents do not have to 
happen. A man today is safer at his work than he 1s 
Now these men who have the 
experience must recognize that safety outside the plant 
is as important to them as safety 


while away from it. 


inside the plant. 
Accidents and Progress are correlated and if the people 
are aroused to the truth about the preventi mn of accidents 
this country will begin to realize and enjoy the fullest 
benefits of its rich That is the 
presented in the article on page 83 


economy. challenge 


**x* Even with the best training in the world, com 
pletely adequate motivation and incentive, a pleasing 
approach and extensive knowledge of his product, no 
man is going to establish a good sales record unless hi 
knows how and when to ask for the order. The article 
on page 109 stresses how important it is to 4s/ 
to Buy 
consider, 


Them 
Now and gives four tested techniques to 


11 

















cean Marine Insurance 
is a Nationwide Business 





e Chances are that there are manufacturers who ship to foreign 
lands right in your territory—possibly some are clients of yours. 
These manufacturers are also prospects for marine insurance. 
Have you told them you can handle all their marine insurance 
requirements—that you can provide complete insurance 
protection from factory siding to the overseas destination? 


You have the full facilities of The Home Marine 





Department to help you service this good business. 
i 
i 


f 





In full-color national advertisements 
like the one on the right, The Home 

is reminding manufacturers, merchants » 
and individuals that you, as a Home 
agent, can offer them “tan umbrella of 
insurance protection.” 


* THE HOME * 


CKasurence Comfrey 
Home Office: 59 Maiden Lane, New York 8, N.Y. 
FIRE ° AUTOMOBILE e MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 














THIS SHIP SAILS UNDER AN UMBRELLA! 


It’s an umbrella of insurance protection . . . and it benefits you 


as well as ship and shipper. Under Ocean Marine coverage—one of 
the many classes of insurance written by The Home through its agents 


and brokers—both the hull and cargo can be insured against damage 





or loss. Thus, America’s merchants and manufacturers—as well as 


1 » . 4 ai a 

her merchant fleet—are sheltered by this umbrella of protection. P.S. to Sunday sailors 
You don’t have to own a li! 
Every Home agent can offer the full facilities of Home’s Marine by Home's sea-going insu 
Department—whether he is located in a seaport or a thousand miles outboard motorboat to a y 


an “insurance umbrella” 
from the ocean. As always, your local agent is the man to see! 


vv Your HOMEtown Agent can serve you well—see him now! 
* THE HOME* 
os sil 


CCasurence C2 OM foci 
Cc 
Home Office: 59 Maiden Lane, New York 8.N.Y 


FIRE « AUTOMOBILE «+ MARINE 


The Home indemnity Company, an affiliate, writes a 
Casualty Insurance, Fidelity and Surety Bonds 


The Home, through its agents and brokers, is America’s leading insurance protector of American homes 


This ad will appear in full color, full 





page size in the following publications: 








4 » BUSINESS 

. SATURDAY EVENING POST July 2 

ae . U.S. NEWS & WORLD REPORT August 20 
WATION’S BUSINESS “August 
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; Prepare ‘ance a) 
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foreign insuran s ©XPerienceg 
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© Up-to. 


How many firms are there in your area with overseas operations? 
Every one of them represents potential premiums — for you! 


Additional profits can be yours by following up AFIA’s national 
advertising with personal calls in your own area. 





AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street e New York 38, New York 


CHICAGO OFFICI 


Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 
DALLAS OFFICI 


ray Mercantile Bank Building, 106 So. Ervay Street, Dallas 1, Texas 


LOS ANGELES OFFICE . Pacific Mutual Building, 523 W. 6th Street, Los Angeles 14, California 
SAN FRANCISCO OFFICI 98 Post Street, San Francisco 4, California 


WASHINGTON OFFICE . . Woodward Building, 733 15th Street, N.W., Washington 5, D.C, 








INSURANCE GROUPS 


N JUNE, 


1898 the and 
Na- 

tional Fire of Hartford and early in 1899 Citizens of 
Missouri was purchased by Hartford Fire. These two 


control of Mechanics 
Traders of New Orleans was purchased by 


purchases marked the beginning of the group, or fleet 
operation plan in this country. The original impetus and 
early development of fleet operations was to secure ad- 
ditional agency representation and make possible more 
intensive cultivation of territories than was permitted 
under agency limitation rules adopted by the industry 
covering single company operation. 

Added to this quest for wider agency representation 
was another important factor responsible for the later 
development of group operations—the growth and in 
creasing importance of casualty business. Not only did 
many fire companies establish casualty subsidiaries but 
casualty companies organized fire subsidiaries. 


Peak Reached in 1929 and 1945 


The group plan of operation which was just starting 
at the turn of the Century reached a peak in 1929 when 
357 individual fire and casualty companies were operat 
ing as members of some ninety separate groups. The 
ravages of the depression period brought retirements 
and consolidations which reduced the number of groups 
to 74 in 1935 with fire company members reduced from 
287 to 232 and casualty company members knocked 
down from 70 to 53. The total companies in group opera- 
tions hovered very close to the 1935 figure of 285 during 
the depression years. It was not until 1945 that the total 
companies in group operations reached the 1929 record 
of 357. Consolidations reduced the number to 
1950 but in 1951, 1952 and 1953 there was a net increase. 
In 1953 there were six life insurance companies in the 


320 in 


fire and casualty groups reporting accident department 
figures separately. 

The growth in group operation from 1935, when 74 
1945 
was due almost entirely to the organization of subsidiary 
casualty carriers by fire companies or the founding of 


independent units were in operation, to 103 by 


subsidiary fire companies by casualty carriers. During 
this period, while total groups advanced by 29, individual 
fire carriers advanced by 30 and casualty members of 
fleets advanced by 42. 


Number —Number of Companies— 
Year of Groups Fire Casualty Total 
1929 90 287 70 357 
1935 74 232 53 285 
1940 93 24! 73 314 
1941 89 244 74 318 
1942 90 242 78 320 
1943 90 245 79 324 
1944 93 245 83 328 
1945 103 262 95 357 
1946 103 256 95 351 
1947 102 255 96 351 
1948 106 243 97 340 
1949 105 241 97 338 
1950 104 229 91 320 
1951 113 — — 345 
1952 115 — — 350 
1953 120 —_— _ 355 
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Che Supreme Court decision holding insurance to be 
commerce, and thus subject to the anti-trust laws when 
it crossed state lines to become inter-state commerce, 
sounded the death knell to industry agreements on 
appointments. 
have separate corporate entities to maintain agencies. 

Legislation to permit multiple line underwriting in a 
single carrier has been adopted in all but two states so 


agency It is no longer necessary to 


that it is now feasible to underwrite all classes of fire 
and casualty lines in a single company. This has not 
only slowed down the organization of additional sub 
sidiary carriers but has permitted the consolidation of 
fire and casualty companies. 


Groups Will Not Vanish 


\lthough the two most important reasons for group 
operation no longer exist, a plan of operation that has 
been built up over a period of fifty years will not vanish 
overnight. While there is less incentive to start new 
fleet operations there are many reasons to continue some 
of those which are well established. Not all groups are 
set up on a basis that would lend themselves to physical 
merger. Some are organized on a management basis, 
others have strong specific reasons for separate existence 
and often it is very difficult to merge companies domi 
ciled in different states. Numerous special reasons could 
he cited for specific situations but, fundamentally, many 
managements hesitate to go to the trouble and expense 
of consolidation unless it can be more fully demonstrated 
that a single large unit can be operated more efficiently 
than several smaller units. 

As we have included in this study any two or more 
stock companies under the same management, it includes 


a wide range in size from two new companies which 
wrote only $800,000 last year to fleets of as many as 


(Continued on the next paae) 


LEADING STOCK COMPANY GROUPS 


(Net premiums written in thousands) 


1952 1943 1953 
Travelers ...... $509,951 $433,159 $125,414 l 
Aetna Lite .... 38: 5 329,285 104,463 
Hartford ..... 313,540 105,892 
\merica Fore . 258,360 
Insur. of } \ 226,861 66.995 
Home Si 214,047 94,698 
Royal - Liverpool 210.519 QR 2% 
CSc Se Ge aa 169.708 5 
General Motors. 147,443 
Kireman’s Fund. 146,156 

Allstate oe 117,347 

Loyalty Group . 143,539 
Continental Cas. 115,839 

\etna Fire 123,519 

Great American 111,388 

St. Paul F. & M 104,730 
Employer’s Grp. 85,864 

Crum & Forster 
General otf Am 
New Amsterdam 


93.749 


7 
186,349 
174,873 
173,613 
161,410 
142,369 
127,761 
120,163 
106.933 
94,259 
R& 854 
84.039 
80,183 





INSURANCE GROUPS—Continued 


eleven companies and one group which wrote over $500 
million in 1953 
lhe 355 fire and casualty companies and six life insur- 
ance companies operating on a group basis wrote total 
premiums of $6,213,954 in 1953 and accounted for 
and 90% of all business underwritten by 
casualty companies. The over-all loss 
ratio to premiums earned 58.0% and the expense 
ratio to 35.4%. The statutory 
was $285 million. 


between 85% 
stock fire and 
was 
written 


premiums Was 


underwriting profit 

There is no reason to discuss the general operating 

results of the companies in these groups, as operating 

results of all fire and casualty companies were the 

study in the April issue at Best’s 

News, and these companies follow closely 
averages. 


object of 
Insurance 
the gene ral 


special 


rankings 
roups by premium volume between 1952 
notable was the rise of Allstate from 
thirteenth to eleventh place. General Motors ranked 
ninth. Neither of these carriers ranked among the lead- 
20 ten Going back ten years brings out 


(here were few important changes in the 
»f insurance 4 


and 1953: most 


ing years ago. 
several other important shifts and emphasizes the tre- 
mendous growth in volume. Ten years ago only three 
$100 sixteen 


than million, 


figure 


groups wW rote more 
write above that 

The 361 individual stock 
companies now operating on a group basis will appear 
in the 1954 and Casualty 


now 


detailed tabulation of the 


edition of Best’s Fire Aggre- 


gates and Averages. 


— ANY DEV ELOPMENES 


ARIZON 
Great S hae t Fire Ins. Co 
Admitte 
International Service Ins. Cc 
Mid-Century Ins. Co. 
ARKANSAS 
Electric Mutual Liability Ins. Co. .. Lynn, 
Members Mutual Ins ; Dallas, 


Southern Ins. Co Dallas, 


Phoenix, Ariz. 
.Fort Worth, Texas 
.Los Angeles, Cal. 
Mass. 
Texas 
Texas 
Reinsut Corporatio1 
| nite 1 \Ntoateec Li 


ite 


ddedee New York, N. Y. 
ibility Ins . Philadelphia, Pa. 
( \LIFORNIA Adm 

Norfolk and Dedham Mutual re Ins. Co. . 
CONNECTICUT ay 

Vermont Mutual Fire Ins 
DELAWARI 

Mercl 


ILLINOIS 


.Dedham, Mass. 


....Montpelier, Vt 


Fire Ins. Co 


lants 


Ce lo. 


. Denver, 
Rockford, Ill. 
Ala. 


. Birmingham, 

INDIANA 
Wab 
IOWA 


Erie Ins. ¢ 


. Indianapolis, Ind 


.Des Moines, 


Iowa 
Healt} 
Medical 

KANSAS 
Midland 

MAIN} 
karmers Ins 


Chicago, Ill 
.Columbus, Ohio 
Hutchison, Kan 


Angeles, Cal 


. Los 


Nat ma 
MARY] 
\meri 


Christiat 


AND 
rin New York, N. Y. 


Tarrytown, 


16 


Union Indemnit .....Pittsburgh, Pa. 


Ni... 


MASSACHUSETTS Admitted 
Florists’ Hail Assn. of America ............ Edwardsville, Il. 
k Examined 

Abington Mutual Fire Ins. Co. 
Barnstable County Mutual Fire Ins. Co. . Yarmouthport, Mass. 
Eastern Mutual Ins. Co. Boston, Mass 
Lowell Mutual Fire 1s. Go, oi. <scsaaesvccaves Lowell, Mass. 

Merchants and Farmers Mutual Fire Ins. Co. 

Worcester, 


Abington, Mass 


Mass. 
MICHIGAN Admitted 

American Marine and General Ins. Co. ... 

Massachusetts Casualty Ins. Co. .............. Boston, Mass. 
MINNESOTA _ Admitted 

Hartiord Mutual Ins: Go... .cseciccach vavecves Bel Air, 
MISSOURI Admitted 

Superior Ins. Co. 
MONTANA 

Standard Casualty Co. 
NEBRASKA 

\merican Fidelity Co. 
NEVADA Admitted 

Blackstone Mutual Ins. Co. .............. Providence, R. I. 

Boston Manufacturers Mutual Fire Ins. Co. . Boston, Mass. 

Firemen’s Mutual Ins. Co. ................ Providence, R. I. 

Government Employees Ins. Co. Washington, D. C. 

Manufacturers Mutual Fire Ins. Co. Providence, R. I. 

Safeco Ins. Co. of America ..................9eattle, Wash. 

Standard Ins. Co. Tulsa, Okla. 
NEW HAMPSHIRE 

Carolina Casualty Ins. ¢ 

Massachusetts Casualty Ins. Co. .............. Boston, Mass. 

National Union Indemnity Co. .............. Pittsburgh, Pa 

Withdrew 

Massachusetts Fire and Marine Ins. Co. ........ Boston, Mass. 

Ceenn BMiarwie Isis. Co. E00. 6idois ic cdds vwcacs London, Eng 
NEW JERSEY Admitted 

Hawkeye-Security Ins. Co. 
Withdrew 

se ticle cnc nena eee Charleston, S. C. 


.New York, N. Y. 


Md 


Dallas, Texas 
Admitted 

POO ee re ee Sioux Falls, S. D. 
Withdrew 

Neon tare etetsaNs eet _...-Montpelier, Vt. 


Admitted 
3urlington, N. C. 


Des Moines, Iowa 


Carolina Mutual Ins. Co. 
NEW YORK Licensed 
ConsiGliation (as, 6. 6issssecasatabetceee New York, N. Y. 
The Nordick Reinsurance Co., Ltd. ....Copenhagen, Denmark 
Admitted 
National Union Indemnity Co. .............. Pittsburgh, Pa. 
OHIO Admitted 
Pace SOME Os, <Soccc. eawsiedca's es Los Angeles, Cal. 
PENNSYLVANIA Examined 
Citizens Mutual Fire Ins. Co. .........cceeee- Nazareth, Pa. 
Farmers Fire Ins. Co. York, P: 
Farmers & Mechanics Mutual Ins. Assn. ....Wyecombe, 
Independent Mutual Fire OM. CO. ons vieves Philadelphia, 
Keystone Automobile Club Casualty Co. .... Philadelphia, 
Kishacoquillas Mutual Fi ire Ins. Co. ......000. Reedsville, 
Pennsylvania: Fite 21s. C0; .6i<eis os ce nvsec Philadelphia, 
Southern Mutual Automobile Ins. Co. ......... Avondale, 
Sugar Valley Mutual Ins. Co. .............. Loganton, 
White Hall Mutual Fire Ins. Co. .. Doylestown, Pa 
SOUTH CAROLINA Admitted 
: AEIRUE GIA EISSN ie cs iss 41s = to sieisiers aiaieisiaie Cimarron, Kan. 
o-operative Fire Ins. Co. Catskill, N. Y. 
rederal Lite:and Casualty Co........5 6600 Battle Creek, Mich. 
Georgia Casualty and Surety Co. Atlanta, Ga. 
Marquette Casualty Co. ..................New Orleans, La 
Mount Joy Mutual Ins. Co. .............. Elizabethtown, Pa. 
Tompkins Co-operative Fire Ins. Co. ............ Ithaca, N.Y. 
Examined 
Sieh Paner aera es cesan Spartanburg, S. C. 
Admitted 
Ree ane ey eer Miama, Fla. 
Tulsa, Okla. 
i , lowa 


South State Ins. Co. 

UTAH 
Public National Ins. (¢ 
Standard Ins. Co. 
State Automobile Ins. - 

VIRGINIA Ac Imitted 
Standard Marine Ins. Co., Ltd. 

\LASKA \dmitted 
American Universal Ins. Co. 
Houston-American Ins. Co : 

PUERTO RICO \dmitted 
Employers Mutual Liability Ins. Co. ...... 
Unity Fire and General Ins. Co. 

MANITOBA Admitted 
British Commonwealth Ins. Co., Ltd. 

NEWFOUNDLAND Incorporated 


Regent Casualty Co, itd 


. Liverpool, Eng. 


RoE, 


Texas 


Providence, 
Houston, 


. Wausau, 
.New York 


Wis 
N. Y. 
ait imax London, Eng. 


John’s, Newfoundland 
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Harry Hazard says . . . Increased profits from additional business 
are right in your own files . . . they are easy to get 


with The American Family Protection Plan .. . because it 


presents the story in terms your clients understand 


oh Wal ods 
ekheyar Ae ‘hy, SEES 
tats eS A 


fers 
SANE ras 


If You Injure Others or Their Pr perty 


you witt NEEO 


sf YOUR FAMELY 


=A 
SZ, YOUR BUILDINGS 

















A clear, concise picture of the complete insurance needs 
of all of your present clients (and prospects, of course) ... 
this is what The American Family Protection Plan gives. 


It is a powerful sales tool in searching out the 

undeveloped premium income which is in your own files. It 
presents a sound program of protection to your customers 
in terms they will easily understand. 


You can have all the facts on The American 
Family Protection Plan by sending in the coupon below. . . 
no obligation, of course. 


— 


ai el F ae ——— 


THE AMERICAN INSURANCE GROUP —Pubiic Relations Dept. B-6 


15 Washington Street, Newark, N. J. 


| would like to know more about making in- 
creased profits from existing personal accounts. 


Name 
THE AMERICAN INSURANCE CO. - BANKERS INDEMNITY INSURANCE CO. 


Company 
a 





, 








BUSINESS 


eee! 


BUILDERS 


M. H. Blackburn, C.P.C.U. "Protection" (The Travelers Insurance Companies) 


hobby 


eastern 


[Oo HIS EMPLOYER, a 


shop 
proprietor in a large city, 
Jack 
well 


Was an-cut Mal, 


$42 


young 

worth his clerical salary ot 
When the 
shortages, he 


a week. boss began to 
suspect  sto¢ k 
to ‘keep an eye 


pointed Jac k 


and to report any instances 
ployee infidelity. 


whon 


lack was a 


Was 


To his friends, one of 
a European nobleman, 
welcome weekend companion, skilled 
p and 


in skiing, fencing, horsemansh1 


Was 


lo the police, Jack 


caught 


dramatics 
just another crook. The \ 
several of his 


railroad 


him carrving hom«e 


employer's model trains. 


More of the same were found behind 


a false ceiling in Jack’s garage. Just 


another example of a man living 
at his employer's 


pay. A 


beyond his means, 
expense Crime does not 


blanket position bond does 


“Do IT Yot 


percent” is sweet music to Mr. 


RSELF; save up to fifty 
a, who enjoys nothing more 

than the merry song of a scroll saw 

through mahogany Che 

of this 

artisan-movement occurs in the 
lustry, which 

shed out” k 


jigging 
latest nan-his 


aspect every 


own 
furniture in irket 
ing “rou 


iS m 
its containing 
components of tables, chairs, dress 
ers and beds 

The first discordant note will be 


vhen Mr Giihiay 
off a tngertip The se 


sounded slices 
ond will be 
medical 


from T\ 


Toot repairing 


9 


heard when he reviews his 
\lready 


installing, 


bills. battered 


pruning, law 
maint 


and sidewalk, drivey 


painting, 
electrical 


tree 
ning, 
building, today’s 
the house 1S 

truth, 
in the 


is the 


world, 


WHo’s susy ? 
the 
place” 


Firms capitalizing on 
seasonal urge to “fix up the 
are those making, 
or selling paint, 
cement, screening, 
supplies, 
sprays and lawn 
Their sales brochures are 


pr‘ cessing 
lumber, 
awnings, 


brick, 
garden 
seeds, fertilizers, bug 
power mower;rs. 
things of 
beauty and a joy for those who have 
visions of horticultural achievement 
Why do who deal with 
Nature’s products seem to excel in 
picturing their After all, 
an insurance commodity 
money—is a mighty attractive thing. 
\nd, when you guarantee a person 
that he'll have money when he needs 
it most, insurance becomes highly 
desirable. Furthermore, there is 
one broad field of insurance where 
one doesn’t have to wait for a stipu- 
lated event to happen before he reaps 
the harvest. Beginning immediately, 
it becomes more valuable every ad- 
ditional day it is owned. It is the 
only tangible thing that never wears 
out, rusts or warps. It is called ‘Life 
insurance.’ Never again will it be 
less expensive for any 


those 


benefits ? 
man’s 


man than it 
is today. 

The greenest thumbs in the insur- 
ance production 


garden belong to 


who ideas where 
do the 


minds 


agents SOW they 
good, i.e., in the 


of their clients, Fre 


will most 


jue ntl 


this is done 
leaflets. 


by the effectual use of 
For help on nurturing your 
acorns, write to your company’s 
public information and advertising 
department. 


AUTOMOBILE ADDENDA: Gene Galla- 


gher of Jacksonville suggests: “The 


best way to become reacquainted 
with your people is to deliver your 
auto renewals in person. Most new 
purchased on time 


From a 


cars are 
ments. 
point, 


pay- 
view- 
anything less than your best 
is often too little, too late.” 
Frank 


good W ay to 


customer’s 


service 
Spencer of Denver says a 
stay out of a client’s 
dog house is to tell him immediate ly 
of your new automobile extended 
medical payments coverage. <A 
recommended plan for quickly pass- 
ing the word is to use a double postal 
card. One card, directed to your 
policyholder, contains a brief de 
scription of the coverage with ap- 
for remainder of 
The other card, return 
you, carries 
(do) (do not) desire 
medical payments 
age included in my bodily injury 
liability and property damage policy. 
Signed , 
Hammatt Norton of New York 
City is including extended medical 
with all new automobile orders and 
renewals. 


proximate cost 
policy term. 
addressed to 
struction: “] 


extended 


this in 


cover- 


To explain the coverage, 
he uses a handy leaflet. 

Myron Wali, CLU, of San Fran 
cisco has his own unique method of 
informing his insuring public. His 
“Wallgram” No. 139, for example, 
synthesizes on the back of a postal 
what extended medical is and why 
Like his previous 138 
139 is selling 
It 7s possible to sell insurance 
by mail if clients are 


one needs it. 
Wallgrams,” insur 

ance 

“conditioned.” 
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Recent surveys show that the electric wires in many homes are dangerously 
overloaded. And overloaded wires can set your house on fire. How can you 
guard against this hidden hazard? First, use only safe (15 ampere) fuses. Putting 
in heavier fuses to keep safe fuses from blowing creates a perilous condition. 
Second, don’t plug an air conditioner or other heavy-duty appliance in any 
ordinary household outlet. Check with your electrician first. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY *¢ THE WORLD FIRE AND MARINE INSURANCE CO 
THE CENTURY INDEMNITY COMPANY ° STANDARD INSURANCE CO. OF N.Y 
HARTFORD, CONNECTICUT 





This advertisement also appears —in color—in TIME, NEWSWEEK, PATHFINDER, 
U. S. NEWS ond WORLD REPORT. Clinton L. Allen, President 








Man who knows 
the answers 


So many things have a bearing on 
your insurance needs. For example 
buying a house or remodeling it 

adding to your household posses 


sions—your children growing 


b 
if 

taking a trip—buying a boat—play 
ing goli—or even acquiring a dog 
It isn't easy for the average man to 
know which policies give him the 
necessary coverage, or what to do in 
event of loss. But there 75a man who 


knows the swers. Yourlocalagent 


Follow these time-tested rules:- 
CONSULT YOUR AGENT OR BROKER 
THINK FIRST OF THE AETNA 











OILSE has become a very real 
~problem under the 


CC ipen- 


sation one otf 


system. It 1s 
the earliest manifestations of nature 
and one of the most common accom- 
paniments of the growth of civiliza- 
tion. 
the 


create noise, 


\lan, as he began to master 


arts of civilization, started to 
caves have 
been tound crude tools and imple 


ments, 


In ancient 


as well as articles of use and 
adornment, made by the 


bronze 


hand of 

flint Not 

these simple 

operations conducted stone 
] 


man from and 


without noise were 
upon 
, the hand 


of man began to tashion arms and 


stone, metal against meta 


weapons of and offence, 


things of 


defence 
things of utility, 


beauty, 
and 


things of entertainment and 


recreation, And so it continues until 


today, but in an ever ascending 


crescendo ! 


Ever Present 


But not alone is it ancient: noise 
Is ever present and widespread, and 
there is no place on earth where 
noise 1s not generated. As far as the 


the West, so 
Noise is perhaps 


| ast 1s trom 


the tie ld of 


wide 1s 
nose 
the most common 
civilized life. Not 
(although 


characteristic of 
alone in industry 


we have plenty of it 


there noise 1s everywhere, at 


fecting all sorts and conditions of 
men and women, people of all ages, 


and in all countries and climes. In 


fact, we may that 


assume every 
person in the land is practically at 


all times subjected to noise in some 


considerable degree: ves, in all 
and varving periods of 


time. If we 


degrees tor 


were to ittempt to 
develop statistics of noise exposure, 


20 


THE 
TREATMENT OF 


INDUSTRIAL 
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find that the numbers 
would run into fantastic figures. Jt 
would be, shall | say, like calling the 
roll of the population census. but, 
all noise is not harmful; all noise 


we would 


does not cause permanent impair- 
ment of hearing. ‘True, but what do 
we really know of the cause of deat 
- where do we draw the line? 
Workmen's 
been 


ness 
compensation — has 
with us, in this 


forty years—in some states a couple 


country, for 
of years longer than that, and in 


HENRY D. SAYER 
General Manager 
The New York Compensation 
Insurance Rating Board 


{ problem under compensation 


a LOC nly number of states somewhat 
less. It was an importation from 
the 


most directly ; 


across from 
the Germany 
of Bismarck originally. Most states 
provided compensation for periods 
of “disability” 


water ; England, 


from 


due to an accident 


arising out of and in the course of 
employment. That was the original 
concept, brought to us from foreign 
lands. 

As used in the original laws, and 
| am the minds of the 
framers of our compensation stat- 
utes, the term meant 
the quality of disablement from 
earning full wages at the job in 
which the injury occurs out of which 
the disability arose. Were it thought 
otherwise, it surely would have been 
mentioned in the early reports and 
writings on the subject, and we 
would not had to wait for 
well-nigh forty years for claims to 
be asserted, such as are today being 


sure in 


“disability” 


have 


asserted, for loss of hearing alleged 
to have resulted from noise, regard 
less of the fact that the one making 
the claim suffered no 
wages or wage potential. 


has 


loss” of 


Occupational Diseases 


that the first 
compensation principle was related 
to injuries by accident, in the course 
of time, by 


Notwithstanding 


successive legislative 
enactments, we began in many states 
to extend the compensation laws to 
bring occupational diseases within 
their scope. In New York, the first 
definite occupational law in any of 
our states was enacted in 1920, only 
six years after the compensation law 
was first put on our statute books. 
The first 
and did 
that was 


law 
include deafness, and 


law schedule 


not 


Was a 


fifteen years before our 


occupational clisease provisions were 
broadened to include “any and all 
occupational diseases.” The concept 


of a gradual loss of hearing by 


reason of noise was certainly not 
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5 wah? SOF. she Ah Ofer er ee 


Many an agent has been discouraged from selling 
Inland Marine Insurance on his clients’ personal 
articles because the commissions on the individual 
policies are often small. Few agents can sell Per- 
sonal Property Floaters to every client. Now there’s 
an answer: the Personal Articles Floater. 

It covers, in one policy for one premium, cameras 
and photographic equipment, fine arts and an- 
tiques, golfers’ equipment, personal furs and jewel- 
ry, musical instruments, silverware, and stamp and 
coin collections. Most personal clients have two or 
more of these types of property. They should be 
covered by a practically all-risk policy — the Per- 
sonal Articles Floater. 

With this new form there’s only one minimum 
premium — particularly important where one or 


Sr 
Lee 








HOW TO GET 


INCREASED PROFITS 


FROM YOUR 


PERSONAL ACCOUNTS 








two of the classes involve only a few hundred 
dollars of value. From the policy-writing, book- 
keeping and billing standpoint, you’re far better 
off with three or four of these covers in one policy. 
It can be written on a three-year basis for 2% 
annual premiums if paid at one time, or with a very 
small carrying charge if written with three annual 
installment premiums. You needn’t hunt so hard 
for prospects as with individual forms because a 
large proportion of all personal insureds are pros- 
pects. The Personal Articles Floater combines per- 
fectly with either the new Home Owners Policy or 
Fire, Extended Coverage and Residence Theft on 
contents and gives far broader protection on 
these articles than is possible in the home owners’ 
or ordinary fire and residence theft forms. 


NEW, COMPLETE SELLING AND PROMOTION PLAN 


We have just released a new issue of our Agency 
Sales Bulletin that tells what you need to know to 
promote and sell this attractive package-policy. 
There’s a new, fully-illustrated three-color folder, 
a letter for prospects, some important suggestions 
on what to say in selling, and a new Inland Marine 


FOUNDED 


Rate Guide that gives you in handy, pocket size the 
rates on practically all Inland Marine lines, includ- 
ing the eight types of insurance written under the 
Personal Articles Floater. 

Get your copies of this new, profit-building material 
now. Simply fill in the coupon — no cost, obligation. 


Ss EC U R l i. 5 COMPANY OF NEW HAVEN 


“4 THE CONNECTICUT i ncemniry COMPANY 


FIRE e 


MARINE @ 


CASUALTY e BONDS 


= HOME OFFICES: New Haven, Conn. PACIFIC DEPTS: 248 Battery St., San Francisco, Calif. 


Department 35, New Haven, Connecticut 


NAME 


(Please Print) 
AGENCY 
STREET 
TOWN 


Agency Development Department, Security-Connecticut Companies, 


Please mail me, without cost or obligation, your new Agency Sales Bulletin on the 
Personal Articles Floater and your pocket-size Inland Marine Rate Guide. 


or CITY STATE 
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PROTECTION? 


We certainly don’t recommend leaving your 


windows and doors wide open at all times 


But the fact is — any burglar who really 
wants to enter your home can do it ina 

matter of minutes! 

To make sure your valuables are adequately 
insured both at home or away — see your 


American Surety agent now! 


If you don’t happen to know his name, 


{gency & Production Department, 


AMERICAN SURET 


COMPANY 100 Broadway ¢ New York 5, N. Y. 


FIDELITY * SURETY * CASUALTY « INLAND MARINE © ACCOUNTANTS LIABILITY 
AVIATION INSURANCE THROUGH U. S. AIRCRAFT INSURANCE GROUP 
OF WHICH WE ARE MEMBERS 


Industrial Noise—from page 20 


admissible prior to the extension of 
the law to include all occupational 
diseases. Gradually, other states 
enacted occupational disease provi- 
sions. Today most states have occu- 
pational disease coverage in some 
form and degree. From the begin- 
ning, Massachusetts and Wisconsin 
included occupational disease, but 
not by specific language. In_ the 
laws of a number of states are 
provisions that occupational disease 
shall be compensable only if it ac- 
tually causes disability, meaning 
wage loss. To cite the New York 
law again, it is specifically provided, 
respecting occupational disease, that 
it shall be compensable the same as 
an injury by accident 

“provided that if it shall be deter- 
mined that such employee is able to 
earn wages at another occupation 
which shall be neither unhealthful 
nor injurious, and such wages do 
not equal his full wages prior to the 
date of his disablement, the com- 
pensation pavable shall be a_per- 
centage of full compensation pro- 
portionate to the reduction in his 
earning capacity.” ($39, N. Y. W. 
C. Law) 

Under the working of the statute 
there could be no award of com- 
pensation unless there were “disabil- 
itv” and loss of earnings. The section 
granting the right to compensation 
by reason of an occupational disease 
starts with the words, “If an em- 
ployee is disabled,” etc., he shall be 
entitled “for the duration of his 
disablement,” etc. “Disability” is 
the key-word to the right to com- 
pensation for occupational disease. 
In all of the cases of deafness of 
which I have heard, where noise is 
involved, there has been no disabil- 
ity, as that word is defined in the 
statute. 

Deafness due to industrial noise 
was not envisaged as coming within 
the provisions of any workmen’s 
compensation or occupational disease 
law. I never heard of any claim 
for such until many years after the 
enactment of occupational disease 
laws. For instance, in New York 
there was no award for deafness as 
an occupational disease for perhaps 
thirty vears after the compensation 
law was enacted. There were some 
few awards for deafness resulting 
from trauma or accident after the 
law was broadened to include such. 








In 1922, when I was Industrial 
Commissioner, | presented the situa- 
tion to our Legislature. It was 
pointed out that a few cases of 
traumatic loss of hearing had arisen. 
One such case involved a fall from 
a height, where the worker sustained 
a fractured skull, but upon recovery 
was found to be stone-deaf in both 
ears. He was continued in a job by 
his employer at the wages he was 
earning before the accident. But 
there was no provision in law for 
compensation beyond the termina- 
tion of his disability. On the report 
of the Industrial Commissioner for 
the year 1921 ( Legislative Document 
(1922), No. 28), there appears the 
following statement and recommen- 
dation : 

“Although the compensation law 
makes definite provision for loss of 
members and loss of vision, it has 
never taken account of loss of hear- 
ing. Fortunately cases of loss of 
hearing are extremely rare, yet when 





nature, require a high degree of hear- | 
ing efficiency. In all my many years 
of experience, | have never heard 
of such a condition of partial deaf- 
ness being regarded as disabling; 
total both yes, 
although a very great number of 
deaf persons are in regular employ- | 


ments. } 


deafness in ears, 


The problem became acute, with | 
wide national implications and great | 
potentialities of difficulty, when a 
claim was made in New York and| 
the Court of Appeals sustained an 
award for partial deafness alleged 
to be caused by noise, notwithstand- 
ing that the claimant never lost a 
day of time on account of his deaf- 
ness, ‘but continued at his regular 
work and earned high wages. (S/aw- 
inski v. J. H. Williams & Co., 298 
N. Y. 546.) This was something 
decidedly new in the field of work- 
men’s compensation. 





Here was an 
assumption that deafness, as an oc- 
cupational disease, came within the 








. and to help you sell the Resi- 
dence and Outside Theft Policy, 
American Surety 


provision of the New York law for 
a schedule award for traumatic deaf- 
ness. The report and recommenda- | 
tion which were before the Legisla- 
ture when it wrote into 


a workman by reason of an accident 
does lose the hearing in both ears 
he has sustained a serious 
vocational loss and will be greatly 
handicapped in most employments. 


is running a 
timely advertisement in business 
Magazines ... 


most 


reprinted on the 
opposite page. 


deafness 


Accordingly, I recommend that loss 
of hearing of both ears be com- 
pensated in some suitable amount. 


the law, and which is quoted above, 
make it perfectly evident that the 
Legislature had only in mind trau- 


Because of the vast difficulties in 
administering the law with regard 
to loss of hearing of only one ear, 
and as there is no suitable method 
of measuring the vocational loss for 
such an injury, I do not recommend 
a definite provision for loss of hear- 
ing of one ear. So many people are 
wholly or partially deaf in one ear 
that without careful physical exami- 
nations before employment it would 
be almost impossible to determine 
whether the 
accident or antedated it.” 

This recommendation _ related 
solely to deafness caused by accident, 
and the right was very carefully 
conditioned not to open wide the 
floodgates to possibly many thou- 
sands of claims of persons who might 
allege partial deafness from any 
cause. It was never for a moment 
intended that persons who were, so 
to speak, “hard of hearing” would 
become pensioners under the com- 
pensation laws at the expense of down a decision reversing the Cir- 
industry. cuit Court and reinstating the award 

Partial deafness is not regarded of the Industrial Accident Com- 
today as “disabling” to the extent mission. (Wojcik v. Green Bay 
of depriving a worker of a job he Drop Forge Company, Wisconsin 
was otherwise fitted for, except in Supreme Court, ¢ Ictoher, 1953). 
some few types of job that, by their 


matic injury as a cause of compen- | 


sable deafness. Had they had non- 

traumatic deafness in mind, it would 

have been easy enough for them to 

have so expressed it in plain lan 

guage. The fact that the Court made 

no such distinction only adds to our 

problem and in large measure con- 

tributes to the confusion that exists. ; a 

“Mailroad to Prorits’—this letter- 
size sales bulletin is mailed to 

our agents monthly. Each issue 
highlights a particular line; offers 
practical ideas to help them sell 
The current issue features this line. 


The New York case was followed 
by a very similar claim in Wisconsin. 
In that case, without being disabled 
loss was due to an from pursuing his regular vocation, 
a worker in a drop forge plant was 2 
“Mailroad” is typical of the valu- 
able help American Surety agents 
receive from their Company. If 
you d like to get further informa- 
tion and a copy of “Mailroad to 


granted an award of compensation 
for partial deafness in both ears. 
The Circuit Court reversed the 
award and held that there was no 
date of injury (a prerequisite to an 
award under the wording of the 
Wisconsin law), since the man was 


PROFITS” just use the coupon be low. 
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AMERICAN SURETY company 
Agency & Production Department 


still working in the same employ- 
: 100 Broadway, New York 5, N. Y. 


ment and earning the same wage. 
However, Su- 


very recently, the win 


preme Court of Wisconsin handed 


f 


fto PROFITS.” 
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Left to right: Mr. J. H. Schmeer, partner in the Schmeer Insurance Agency, Portland, 
Oregon, and A. Gordon “Scotty"’ Fraser, Fire Association-Reliance Fieldman for Oregon. 


hire Association 


INSURANCE COMPANIES OF PHILADELPHIA 
. 


Property and Casualty Insurance 


HEAD OFFICES: 401 Walnut St., Philadelphia 6, Penna. Branches in Atlanta, 
Chicago, Dallas, New York, San Francisco, Toronto. Claims and Settling 


Agents throughout the world. 


Fire Association-Reliance Fieldmen are 
trained by companies which will never 
grow too large for family feeling, nor 
lose their high regard for personal 
relationships. In short, it’s a pleasure to 
do business with your Fire Association- 
Reliance Fieldman, a thought which is 
typified in this statement by Mr. W. C. 
Dyer, Jr., partner in the W. C. Dyer and 
Sons Agency, Salem, Oregon: “We 
wish all of our business relationships 
were as pleasant as that which we have 
with Scotty Fraser. His sincere friendli- 
ness, coupled with his ability, is a 
definite asset to Our agency.” 











“What he doesn’t know 
isn’t worth knowing” 


Mr. J. H. Schmeer, partner in the 
Schmeer Insurance Agency, Cascade 
Bldg., Portland, Oregon, one of the 
West Coast’s foremost agencies, has 
this to say about A. Gordon “Scotty” 
Fraser, Fire Association-Reliance Field- 
man for Oregon: ‘‘Probably one of the 
most important services Scotty renders 
is his understanding of our local market 
and problems. In fact, | might even go 
so far as to say that, as regards our 
territory, what Scotty doesn’t know 
isn’t worth knowing.” 


Knowing your market and problems 
thoroughly is a must for the Fire 
Association-Reliance Fieldman in your 
area. It is just as much a fundamental 
as his willingness to help you in any 
way he can, whenever the opportunity 
arises. Mr. Verne Robinson, partner in 
the Robinson, Potter and Shepherd 
Agency, Medford, Oregon, states: 
“Scotty’s help in appraisal and rating 
survey work is very important to us. He 
has an excellent understanding of all 
phases of insurance, and his willing- 
ness to work with us and our clients has 
contributed much to our business.” 


WHY NOT SEE YOUR FIRE ASSOCIATION-RELIANCE FIELDMAN SOON? 


























Hk only purpose of a Na 
tion-wide Definition 
is to set forth uniformly what 


is meant by 


Marine 


the terms marine and 
inland marine insurance within the 
applicable laws of various. states. 
The definition merely provides an 
orderly method of determining 
whether a particular form of cover- 
age is marine or inland marine. It 
doesn’t include all of the kinds of 
risks and that 
written or identified as marine and 
inland nor shall it be construed that 


coverages may be 


the kinds of risks and coverages shall 
be solely marine, inland or transpor 


tation insurance in all instances. 


Transportation or Movement 


Most qualifying 
element of transportation or move 
ment. 


risks bear an 
Contrarywise, it will be un- 
common to find qualifying risks 
covering storage of assured’s mer- 
chandise, or merchandise in the 
course of manufacture, the property 
of and on the premises of the assured 
or the risks of fire and windstorm 
on buildings, structures and other 
fixed real property. Of course, there 
have to be a few exceptions to these 
basic principles like anything else, 
but they came in via custom—an 
example is the jewelers block. This 
type of contract covers a jeweler’s 
stock on his own premises for sale 

and with respect to a manufacturing 
jeweler, his stock while in the course 
of manufacturing. block 
treatment has spread to cameras, 
musical 


Jewelers 


instruments and = furriers’ 
dealers. More about them later. For 
the most part I will try to stress the 
cash register value of the broadened 
authority granted in the new Defini- 
the 


tion and in sequence. Some of 
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changes have limited premium pro- 
duction value and will be skipped. 
The first three items in the Deti- 
nition deal with shipments—import, 
with location 
\lthough 
there is no change in the import and 
export more 1 


export and domestic 


cover tossed in en route. 
section, freedom is 


given to imports on consignment 
than to those not on consignment. 
And similar treatment was provided 
on domestic shipments where there 
are very important changes. 
Property on consignment for sale 
or distribution may covered 
up to one hundred and twenty days 


after arrival at consignee’s premises 


now be 


or other place of storage or deposit. 


I imagine there is very little con 
signment property not turning over 
within one hundred and twenty days 
and therefore this opens up for 
marine treatment a lot of storage 


By consignment for sale 
property and 


coverage. 
we mean consigned 
entrusted to an agent to be held in 
his care or under his control for sale 
another, and if 
returned. 


count of 
disposed of. to he 


for ac not 
The 
framers of the new Definition recog- 
nized that thirty days, heretofore, 
specified, was too limited 


and unrealistic, 


a period 
satisfying only the 
odd consignment account. 

Here we have property no longer 
under control of the owner who may 
not actually know where his property 


is located at all giving him 


times, 
and his insurance agent a roval head 


ache in protecting it at all times. 


Under an inland contract all this 


type of property may easily be in 


sured at specified and unspecified 


locations against most any combina 
tion of perils. Normally one average 
rate would be applied against total 
outstanding values reported periodi 
cally. A typical consignment account 
would be that of an automobile tire 
manufacturer or jobber with tires 
and accessories at retail outlets such 


as stores and gas stations 


Not on Consignment 


second dom stic 


The 
shipments section deals with prof 


part oft the 


erty not on consignment and the 


} 


location has been in 


thirty to 


not be 


time limit at 


creased from ninety davs 


Coverage may provided at 


not at 


premises owned, leased or operated 


manufacturing premises 


by the assured. Property in publi 
warehouses 


within — the 


lor temporary 


ninety 


STO! age 


qualify. Some 
growers have 


many customers 


metropolitan areas such as Atlanta, 


Chicago, ete and rather than 


orders 11) less 
than carload lots, ship in large 


~ 


individual customers’ 
quan 
tities to central distribution ware 
houses from which customers’ orders 
are despatched. In some cases the 
policy Mla | merchandise 
into the place distribution 
The tin 


granted by the new Definition calls 


extension at locations 


for a re-examination of a customer s 


insurance program if he has goods 
and 
from premises owned, leased o1 


trolled by Merchandise 


under fire should be re 


merchandise to protect away 


con 


him now 


reportet! ~ 
they quality 


checked to see whethet 


for marine treatment. | would re¢ 


ommend that an agent check his fire 


reporters the mie r han 





Marine Definition 


pose of being at location-——kind of 


location—how long there. What can 
the marine people do about covet 
age? They can tailor it to the clients’ 
needs, one or many perils, simplicity 
of rating and operational procedure, 
a contract that protects the property 
continuously 


from shipping 


the 


pot 


until, in most cases, assured’s 
interest ceases. 
In Section D, Definition 
some of the 
the title of 


Instrumentalities of Transportation 


the new 
describes spe ifically 
properties 111¢ luded in 


and Communication. There are no 


changes on bridges, piers and 
wharves. Although pipelines have 


heen insured in the past, permission 


is now granted to include on line 
propulsion, regulating and other 
equipment pertinent thereto. Trans- 
mission and telephone lines are men- 
tioned although likewise they have 
been written in the past. Not too 
many are written because they are 
not subject to catastrophe losses 
except in wind and ice areas. 
“Radio and television communi- 
cation equipment in commercial use” 
is getting a great play these days. 
Towers and equipment forming part 
of the tower itself have been written 
The 
properties that may now be covered 
in addition are important, particu- 
larly with the spurt in number of 
television towers going up all over 
the country. The 


by marine people for years. 


Definition states 





Vacation T\ME/ 


Are you planning today—for your 
customer’s needs of tomorrow? 
Success is largely dependent on 
ability to foresee a client’s needs at 
the right time and place. Vacation 
time is here. Floater protection 
provides you the opportunity to 
make your client feel secure while 


enjoying his vacation. 


The alert agent proves his value to 
his clients that do not remember or 
visualize all their insurance needs, 
Personal Floater protection is a 
striking example. 


/ 


Carel 


Floater Policies 


help to make vacations carefree 
through economical insurance 
of equipment used in golfing, 
boating and other sports—also 
personal effects. 


It’s Wise to Centralize 


CENTRAL SURETY AND INSURANCE CORPORATION 





HOME OFFICE KANSAS CITY, MISSOURI 





“radio and television communication 
equipment in commercial use as such 
including towers and antennae with 
auxiliary equipment and appurtenant 
electrical operating.and control ap- 
paratus’—studio equipment, trans- 
mitting station equipment. I’m not 
so sure our fire brethren were on 
guard when they let that pass. There 
are substantial values at locations. 
Mobile units are included. Business 
interruption may be written sepa- 
rately. The marine contracts cover 
broad named perils or all risks, 
usually with a location limit and 
subject to coinsurance. 

The last of the instrumentalities of 
transportation and communication 
permit the writing of all outdoor 
cranes, loading bridges such as coal 
and ore bridges, or gantries; also 
marine towers or marine legs oper- 
ated in conjunction with grain ter- 
minals ; and similar equipment used 
to load, unload and transport. Simi- 
lar equipment would include belt 
conveyors which are located not only 
on docks but elsewhere. Recently, 
a conveyor belt was submitted to us 
running several miles from a coal 
mine to a steam generated power 
plant. Under the old Definition some 
of these cranes were prohibited and 
others were restricted as to perils. 
Although these properties are limited 


in number, they are sizable premium 


producers because of 
values. 


the sizable 


Floaters 


We now come to the floaters 
floaters of personal property. This 
classification contains the largest 
variety of coverages and the largest 
premium producers. Medical and 
dental equipment (even the dentist 
chair), instruments, materials, sup- 
plies and scientific books wherever 
they may be, are eligible. Formerly, 
we could only include professional 
property customarily carried which 
for the most part limited the prop- 
erty to the doctor’s bag and contents. 
Most agents will want to give this 
floater attention. A $5,000 
policy produces a $45 premium. Be- 
ing new it has entree value to a 
doctor’s complete account. It is 
desirable business and a good idea 


some 


for an agent to tell his present medi- 
cal and dental clients about it, as 
well as prospective clients. 


Best’s Fire and Casualty News 














Those agents who write the odd 
salesmen’s samples floater may now 
include those samples that are on 
the assured’s premises or where 
salesmen have permanent offices. 
The result of this change won't heat 
up the cash register, however. 


Installment Risks 


By contrast we come to the im- 
portant installation risks. There are 
two divisions. (1) 
equipment and (2) 
terials. 


machinery and 

building ma- 
Let us consider machinery 
and equipment first. We may now 
cover the interest of the seller, the 
installer and the owner. Coverage 
includes, of course, transit to place 
of installation and while there. The 
coverage must terminate, when 
insuring for the account of the seller 
or installer, when their interest 
ceases or no later than when the 
property has been accepted as satis- 
factory, whichever first occurs. 
Machinery and equipment installa- 
tion floaters are substantial premium 
producers and the sales possibilities 
are too frequently overlooked. There 
is a vast variety of such properties 
such as plumbing and refrigeration 
equipment running in value from a 
few thousand dollars to oil refinery, 
chemical plant equipment and power 
house generators, turbines and boil- 
ers, reaching into the millions on one 
job. Machines being moved within 
a plant and by the plant owner may 
be insured, perils—specified to all 
risks. It is good business and it is 
Also 
there is business interruption or 
anticipated earnings on 
these installations. 


needed and salable insurance. 


some of 
For example a 
manufacturer may order a new press 
which could double his output. A 
delay in getting it into operation as 
a result of loss or damage in transit 
or during installation results in loss 
of anticipated earnings. This is a 
serious factor especially on custom 
made equipment not readily avail- 
able. 

The second part of installation 
treats with building materials such 
as structural steel, lumber, bricks 
and mortar. Coverage includes tran 
sit to the job site and after arrival 
but must terminate when materials 
are installed or when the seller's 
interest ceases, whichever first oc- 
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He’s Protected — Naturally 


Mr. Duck’s umbrella is built in — no chance of it poking 
his neighbor in the eye. But your clients and their families 
need L & L’s comprehensive liability coverage, not just 
when they carry umbrellas, but every day of their 


modern, busy lives. 
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curs. There used to be a thirty day 
limit after arrival in the old Defini- 
tion which is now omitted. Building 
materials do not have the sales and 
premium possibilities as machinery 
and equipment. However, the word 
installation is a cash register word 

Although has been little 
alteration in the processing-bailee 


there 


section, it is worth a few comments 
because it encompasses a substantial 
variety of prospects and_ sizable 
premiums per contract. We 
cover the owner’s interest 


may 
in prop- 
erty in the custody or control of 
others for the purpose of performing 


work thereon. Manufacturing, how 


ever, is out. By manufacturing we 
mean changing the form of 


erty. 


a prop 
limited to 
the textile trade. Here are 


Processing is not 
just a 
done with 
buffing, 


few things that can be 


metal, for example, 


baking, 


burnishing, chroming, drilling, ele 


troplating, eng 
heat 


raving, 


galvanizing, 


treating, japanning, machin 


ing, plating, polishing and sand 


blasting How silly can we get? 


Husking edible nuts, 


pitting cher 
ries and fi cod liver oil 


avoring 





Marine Definition 


\\ he Nn 


1 
agent I 


MS imagination soat 
The new Definition permits, whereas 
did 


formerly it not, assembly risks 


such as putting together parts of 


pumps, machines, furniture, but 


manufacturing, of course 


Not only may we 


in the custody 


insure the 


owney 
ot property while 
processors OT 

also cover the processor 5 


hability 


ivent 


~ 


mniterest either 
damage. If an ; 
contract for the owner, he 


on 
s 


after the bailee. Frequently the line 


between qualifying inland-wise 01 
times 
This 


especially “ue of processing risl 


Pwo of 


not becomes obscure at 


we get ourselves snafued 


our underwriters asked 


for my opinion after arguing be 


tween themselves over a submission 
the 
varn being 


shipped to a knitting mill where the 


Involving cover 


a policy to 
interest of the owner of 
varn was to be made into a sweatet 
and returned to the owner. Otfhand, 
| thought it 


cause it 


wouldn't qualify be 


seemed to me a complete 


article was being made—manuta 


turing. | phoned two underwriters 


lhe 


taboo and 


other first 
the the 
other said he thought it was eligible 


from companies 


said risk was 
under the garment contractors clas 


sification, which it was. Garment 


contractor's risks come close 
to the 

However, the point I reall 
this—that 


upon, 


pretty 
manutacturing categor 
wish to 
make 1s property being 
out of the custody 

the 


inland-wise. So 


worked 


control of owner usuall 


qualify much 
processing and bailee risks 

There is one reversal of policy in 
the installment sales and leased 
Phe 


property 


prop 


erty section installment floatet 


may cover sold on partial 


contracts also on 


Machinery not of 


} 1°71 
ana Ike 


pavinent 


leased propert 


leased or 
permitted, 


mobile character, on a 


rovalty basis, is now 
Some manufacturers may have sub- 
contractors performing a specialized 
operation and may lease to the sub- 
contractor the necessary machinery. 
In our company, for instance we use 
tabulating machines that the manu- 
facturer makes available to us only 
on a lease basis. 

New to the Definition are accounts 
receivable and valuable papers polt 
\Ithough these contracts have 
written for the most 


cles, 
been part by 
casualty people, they are not foreign 
to marine underwriters, being direct 
damage to personal property con 
tracts. They are salable insurances 
and every prospect has not been 
our marine 
sold 
five accounts receivable policies in 
recently with three year 

running $4,000. 


One sales angle he used successfully 


canvassed vet. One of 


men accompanying an agent 
one day 
premiums about 
was working the premium out to a 
cost in cents per customer account 
per annum. 20¢ per customer per 
vear apparently is more fetching to 
a prospect than a $1200 premium for 
three vears. In any event, I believe 
we will notice more activity in these 
lines the 
companies in the field. 

The last classification that | 
roing to mention concerns the block 


two with entree of fire 


am 
or dealers policies—musical instru 
ments, cameras, furriers and equip- 
ment. Generally speaking they are 
new—new insofar as comprehensive 
coverage and all-in-one policy treat 
ment is concerned. They represent 
the present day trend in the industry. 
Heretofore, we inland people had 
been prohibited from writing them. 
| suppose the inland folks are the 
logical ones to have supervision in 
that 
for each of these pre yperties for indi 


we do have all risks contracts 


viduals when used for the purpose 
for which created. 


These poli ies cover the property 


in transit to the dealers’ premises 
whilst there and outgoing transit. 
They are all risks. Mostly the prop- 
erty will be in its completed state 
but on the furriers there may be raw 
materials coming in and a finished 
product going out. 

With the exception of equipment 
the Definition refers to 
“Property consisting principally of” 


dealers, 


musical instruments, or cameras or 
furs. If, for example, a musical 
instrument or camera dealer had a 
sideline stock of greeting cards, the 
could be covered under the 
policy provided the musical instru- 
ments or cameras represented over 
50° of the values and involved the 
principal business. Under furriers 
by the same token, cloth garments 
would be included. In equipment 
dealers we [ 


cards 


spell out the types of 
property but even there we also use 
the words “and similar property.” 
In addition insurance not exceeding 
15% of the policy amount may be 
hought to apply to other stock such 
as fertilizer, coca-cola and refriger 
ators. These are good contracts and 
are being sold every day. Although 
there limited number of 
prospects, the premiums usually are 
substantial. 

| would like to make a few recom- 
mendations to agents regarding these 
policies. Make marine the first ap- 
proach to problems involving float- 
properties that are 
away from the owner’s premises and 
are beyond his custody and control. 
Make the marine Definition ring 
the cash register. Exhaust the wide 
variety of coverages and freedom of 
treatment provided therein. Solicit 
the aid of the companies’ field force, 
especially when there is a_ sticky 
problem that appears to have a bit 
of marine no matter 
faint. Even the experienced agent 
still be pleasantly surprised 
with the opportunities open in the 
marine and inland field. 


are a 


ing properties 


color, how 


may 
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HERE is rarely a week that 

the insurance 

agency does not drop in to 
our order to the 
possibility of bringing a younger 
man into his agency to help him. 
The owner’s plan is to eventually 
the 
agency. We have heard widows say, 
“John planned on 
younger man in to help him, but he 


owner of an 


office in discuss 


sell him a share or even all of 
bringing a 


was so busy he never got around to 
it.” Regularly we get applications 
from former special agents who have 
heen in local agencies from one to 
two years and who want to return 


to company ranks, 


Must be Planned 


Why do owners of successful in- 
surance agencies invariably fail to 
provide understudies until it is too 
late? Why do special agents who 
have been in local agencies want to 
return to company ranks? Here 1s 
a case the 
past fifteen years. A very successful 
agency with an excellent reputation 
fifty 
partners 


we have watched over 


over Was 
four 


from fifty to seventy years of age. 


extending years 


owned by ranging 
The agency had been managed by 
the senior partner who was a very 
strict disciplinarian. The partners 
had “a buy and sell agreement” 
between them. 
or the other of the partners would 


At various times one 
lise ] > SS | ilit f ] nome 
discuss the possibility oO ringing 
a vounger assistant into the business. 


Qn three different occasions they 
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hired a promising young man with 
the idea of teaching him the tech 
niques of agency management, but 
each bright young man in turn left 
their employment after a short 
period of employment. 

the 


partner, we 


sudden death of 
had lunch 


logical succeeding head of 


Soon after 


the 
with the 


senor 


the agency and he mentioned that 


friction was already developing 
Kach of the remaining partners felt 
that he should be head of the agency. 
The partner had 


never authority or 


original senior 


delegated any 


named anyone to carry on in his 
hght” 
so much 
that the 


Was exercised 


] 


Ov 
VS 


Within two vears, 


absence. so the ‘‘¢ Was on. 
friction 
and 


had developed “buy 


sell agreement” with 


the result that each remaining part 


GUY FERGASON ., 


had 


has 


ner plus an emplovee opened 


his own Pine 
that thes 
separately as 


today, 


agency prove 
not doing % 

they did 
after that 
these men have done nothing to pet 
their 
their management 


men are 
toe ther 
even experience, 


etuate resent agencies and 
g 
This example indicates three of 


the that 


agencies . 


fallacies exist) in many 


where “new management 


blood” Is not brought In to keep the 
agencies growing These fallacies 
are: (1) Lack of a definite training 


program; (2) lack of proper supet 
vision; and (3) selfishness, or fea 


ot loss Ot position o1 


prestige 


Need for Training 


If agencies have a definite man 


agement policy where each partnet 
(if there is more than one owner ) 


is responsible for certain specilied 


functions of the agency, and if each 


is allowed sufficient authority within 


the policy framework to manage his 


area of responsibility, there would 
be more internal cooperation, and 
the that an 
would 
death of 


chances are agency 


not be dissolved upon the 
one ot the owners (or the 
owner, if it 1s a sole proprietorship ) 
who kept all the operations under 
his thumb. If there is a definite train 
ing program and each partner co 
operates in the program, persons 
will come 
the agencies in order to learn the 


operations and take ad the 


can be found who into 


vantage o! 


otte red 


opportunities thus 





Tomorrow's Management 


\n employee doesn't have to be 
a full partner and shouldn't be when 
he first 


starts in. However, in a 


year or in the 
agency, and an opportunity to pat 
ticipate in the 
No 


agency is, it still needs good manage 


two, a small interest 


profits, is a big in 


centive. matter how small an 
ment. Evena “one man agency” has 
to be properly managed if it is going 


[his 
the 


to grow and be successful. 


becomes more important as 


agency increases in size. One per- 
son cannot perform all functions. 
They have to be delegated to others. 

How do the larger agencies with 
multiple locations operate? This 
question brings up the important 
point that if an agency is to be 
successful in expanding and 
operations are to be perpetuated, it 
will need proper management. The 
average agency is started and pro- 
moted as a one man operation by a 


its 


salesman who may not be a good 


administrator. We have seen more 
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good salesmen ruined by making 
them sales managers because of their 
good records in sales. Many times a 
salesman can enthuse a prospect to 
buy, but he cannot enthuse other 
men to go out and sell. For example, 
how many would make 
good accountants 7 Very few be- 
requires special 
as well as atten- 
tion to detail. This same question 
could be applied to training. 


salesmen 
cause accounting 
technical training 


Training requires close attention 
to details and an infinite amount of 
patience, and ability to make instruc- 
tions clear to others. Many times 
management puts off training with 
the excuse that it is too busy to lay 
out a plan and to spend the time in 
educating a man to help run the 
business the way it should be run. 
It does take time to train; however, 
training is an important factor in 
delegation. One must be trained to 
assume the responsibilities arising 
out of delegation. Setting up a 
training program is not difficult 
the hardest part is to activate man- 
agement to the task. 


Each Agency is Different 


It is not possible to set up a stand- 
ard training program for all agencies 
because each agency differs in some 
operating detail. However, here are 
a few suggestions for developing 
that “future partner.” One of the 
first things to remember is that you 
are dealing with human nature and 
its complexities. What one man 
likes, another dislikes. It will be 
unlikely that a man will be found 
who will intuitively do the job ex- 
actly the way you want it done un- 
less you tell him just what you want. 
Also bear in mind that certain details 
which you feel are not important or 
which you neglect to explain might 
make the difference between doing 
a satisfactory and an unsatisfactory 
job. 

Another point that should be con- 
sidered concerns the age of the man 
being brought in. There should not 
than a fifteen year age 
differential. If there is, there may 
be too much of a paternalistic at- 
titude. Quite often maturity cannot 
stand the enthusiasm of youth. With 
a twenty-five to thirty year age dif- 
ferential, it is too easy for one who 
is set in his ways to pass off ideas 


be more 
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or suggestions with a shrug and 
statement that “it won't work.” It 
may be too much trouble to explain 
that this or a similar idea has been 
tried, and to cite the experience that 
resulted from its trial. The human 
factor of jealousy enters in the suc- 
failure of the man _ being 
trained. This, of course, is not rec- 
ognized in most cases, but never- 
the-less, it is an important factor. 


cess or 


Jealousy Raises Its Head 


Just recently an agency put on 
a salesman. Even though it was dis- 
cussed with the office force, which 
felt it could handle an increase in 
business without additional cost, it 
did not work out that way. The 
salesman was employed and was 
given an adequate salary (in line 
with his ability, past performance, 
and other salaries in the office) plus 
a “bonus” for business over a speci- 
fied amount. He was so enthusiastic 
that he put a good volume of busi- 
ness on the books during the first six 
to eight months. The increase was 
more than the owner had been able 
to do. The resulting increase in 
clerical work irked some older office 
help to the point that they neglected 
this man’s work and went out of 
their way to make life unpleasant 
for him to the extent that the sales- 
man soon quit the agency. 

While we are discussing human 
frailties, selfishness is another fac- 
tor that plays an important part in 
the success or failure of a new man 
coming into an agency. This, like 
jealousy, is seldom recognized for 
what it is. Many agencies have been 
built up by one man who was a 
driver. He that anyone 
should be able to do the same, so 
tells the new man that he will get 
credit for any business he brings 
in except from his 
customers. All he has to do is go 
out and knock on doors and he will 
get the business. This is very true, 
but many agency owners who have 
passed through a depression, do not 


feels else 


(the owner’s) 


recognize that most new men coming 
into agency business have never even 
held summer jobs, much less part 
time jobs, so that they do not realize 
all of the responsibilities otf holding 
a job. 

Many of these 
high school and college directly into 


men went from 
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the armed services where the fa- 
vorite indoor sport was reputed to 
be goldbricking—doing as little as 
possible, and then only on the orders 
of others. This attitude may play 
an important part in the thinking 
and working of the average man 
entering business today and should 
be taken into consideration by the 
man who him. It does not 
mean that we should pamper these 
men, nor be grateful that they con 
descended to come to work; but it 
that must 


exercise closer supervision of their 


hires 


does mean management 


work and be more patient in their 
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training. It will take a lot of en 
enthu 
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a good 10b. 

It is 
average 


sured. 


that the 
under-in 


a recognized fact 
policyholder is 
In addition to getting new 
accounts, properly insure your pres 
ent policyholder. It might be an 
idea to analyze your present policy 
holders and as a starté r, to have the 


new man call on them with the 


thought of increasing their present 
It will give the 
a place to | 


coverage. new man 


- 71 
egin; it will help give 
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Ideas That Sell! 


E ALL like to do the 

things that we best know 

how to do, in business as 
well as in sports. Few agents solicit 
a line of insurance about which they 
are not reasonably well informed 


Plenty of Material 


It follows, then, that knowledge of 
accident and health insurance is a 
prerequisite to the successful selling 
of this profitable line. 
\&H 
quired during only a few hours of 
study, and plenty of material for 


This neces- 


sary know-how can be ac- 


study is readily available in the form 
of policy contracts, the accident and 
health manual and promotional liter 
ature filled with ideas that sell. 
Sales experts are all agreed that 
a preplanned sales talk 
sales talk—has many advantages. In 
the first place, it removes fear 


not a canned 


it is 
the fear of not being completely sure 
of what he is going to say that defeats 
many an agent before he gets started, 
It is also the quickest way to get the 
Much de 
pends upon what you say and how 


idea across to a prospect. 
you say it. Every time you make 
you make it, 
or the prospect makes it! 

Elmer Wheeler put it this way, 
“Sell the sizzle instead of the steak.”’ 
\pplied to accident and health, this 
means sell the need; 


a call a sale is made 


make the pros 
pect want the protection more than 
he wants the money it will cost him 

remember, there is no legal pres 
sure on the public to make people 
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buy A&H insurance 
have 


In asense, you 
to make two sales: first you 
must sell the need ; then you have to 
sell the policy. 

Here is what we mean by planting 
this need in the mind of the prospect. 
LLet’s suppose you own a building 
worth $100,000; assume also that 
your living is dependent upon the 
[ this You 


income from 
vo for one day without 


wouldn't 


building. 


adequate fire insurance, would you? 
Now, if this $100,000 building 


were netting you $5000 a year—five 


per cent on your investment 


you 
would be well pleased, wouldn't you ? 
And any man who is earning $5000 


P. W. STADE 


Assistant Secretary, Lumbermens 
Mutual Casualty Company 


The profitable A. & H., line. 


a year from his business or profes 
sion has just such an asset to protect 

his business time. 

Chances are that 
lost 
than 
lost 
just 
as important for you to secure ade 
quate 


much greater 


your business 
through 
that your building 


through fire. 


time will be 


sickness or accident 
will be 
Therefore, it 1S 
business 


insurance on your 


time as it is for you to insure rental 
property against fire 


How much ‘fire insurance’ have 
isn't that an 
approach any business-minded man 
can understand ? 

Mr. Average Man has only two 
sources of income 


you got on yourself ?”’ 


earnings and re 
turn on investments, with most men 
depending exclusively on earnings 
\lmost 


worth insuring 


evervone owns something 
house, automobile, 


he wouldn't dream 
Yet 


asset, earning 


personal effects 
of neglecting to insure them 
his most important 
power, he often fails to insure, simply 
because his agent failed to tell him 


how necessary this form of protec 


tion Is. 
Could Lose His Home 
If vour prospect is a homeowner 


he’s probably paving off 
and depends upon his 


i mortgage, 
earnings to 


meet each monthly pavment. [oss 


of earnings conceivably could mean 


loss ot his home called on to 


guarantee the ment of 


1 
; 
install 


ments on mortgage loans, without 


ic 


nued the naxt r 
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Ideas That Sell—Continued 


accident and health protection, peo- 
ple who are not generously endowed 
with worldly goods would find them- 
selves in a precarious position indeed, 

An income protection disability 
policy lends itself very well to this 
approach. But the prospect cannot 
wait for income to be interrupted 
before insuring against it. A man 
can’t buy insurance protection in an 
ambulance. Therefore, a man must 
be made to feel some personal rela- 
tionship to the product the agent has 
to offer. 

With this in mind, when you are 
talking to a family man, talk in terms 
of family protection. If you are 
talking to a single man, talk in terms 
of individual protection. If your 
prospect drives an automobile, pic- 
ture him in an automobile accident ; 
if he is a sportsman, picture him in 
a sports accident. 

Another good approach is to con- 
sider A&H insurance as a bank ac- 
count created for the prospect by 
the company to draw money out of 
in the event of disability. If, for 
example, the aggregate weekly in- 
demnity for a year amounts to $2600 
($50 a week), it is like having a 
special savings account. It is just 
as if you had deposited a sum large 
enough to enable the prospect to 
draw $50 every week if totally dis- 
abled. 

When such vital protection costs 
less than a couple of packages of 
cigarettes, twenty-five or thirty cents 
a day, a prospect should be willing 
to admit he can afford to pay. Just 
thirty cents a day amounts to more 
than $100 a year, enough to pay 
the premium for an average A&H 
policy. 

One agent, who has a large clien- 
tele of attorneys, uses this approach : 
calling cold canvass, he tells the girl 
at the reception desk that he’d like 
to see Mr. Smith about a plan to 
underwrite his legal fees. Mr. Smith 
will readily agree that he depends 
upon his legal fees for his livelihood, 
and he will also agree that disability 
would deprive him of legal fees. 

Here’s another approach that sells 
A&H: 

“Mr. Smith, what make of car do 
you drive?” 

“An Oldsmobile.” 

“About what is its present value?” 
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“Oh, about $1000, | believe.” 

“Do you keep it in a garage?” 
“re.” 

“How much do you pay per month 
for the garage?” 

“25.” 

“You pay $300 yearly to protect a 
$1000 investment—right ? Wouldn’t 
you be willing to spend about one 
fourth of that amount to protect 
something worth a thousand times 
as much as your car—your ability 
to earn money?” 

If that should seem like a lot of 
money to someone you talk to, point 
out how no one is hesitant to spend 
any amount necessary to get well 
after being stricken by illness or 
injury, even if expenses run over 
$1000. It would take the average 
man from two to seven years to pay 
a debt of $1000. Which would he 
rather pay, $100 a year for A&H 
insurance—thirty cents a day—or a 
debt of $1000? And by the way, 
recovery from disability is more 
rapid when financial worries are 
eliminated, 

Another illustration: Explain the 
benefit of weekly indemnity in terms 
of its capitalized value. A policy pay- 
ing $50 weekly indemnity, $2600 per 
year—represents four per cent on an 
investment of $65,000. Tell your 
prospect his policy is worth $65,000 
to him, because that is the amount 
he would have to invest at four per 
cent interest to receive a $50 weekly 
income. 


Keeping Out of Red 


When a man is disabled by sick- 
ness or accident his expenses go on 
just the same ; only his income stops. 
Income insurance keeps him from 
going into the red. Today, savings 
are mainly tied up in real estate or 
investments, and are not available 
when needed; accident and health 
insurance is indispensable to keep 
from going into debt. Moreover, it 
is the only device by which a man 
can do something in advance about 
the cost of disability, 

The average prospect will ac- 
knowledge, if asked, that at least 
five or six dollars slip through his 
hands each month. One time-hon- 
ored method that works is to ask 
him how much he can save—a min- 
imum of $1.50 a week, let us say. 

(Cantinued. on i 
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Ideas That Sell—Continued 


Right there you have him committed 
to $78, enough to pay an annual 
A&H premium. 

Accident and health insurance 
isn't expensive! But it’s just as easy 
to sell a $50 policy as a $10 policy, 
if you show the prospect what he gets 
for his money. 

Economically, the most important 
thing in life is the maintenance of 
income. It only takes about one per 
cent of an average man’s annual in- 
come to carry sickness and accident 
protection. Yet this one per cent will 
restore eighty per cent of his income 
in the event of disability. Tell the 
prospect what the policy will do for 
him and prove it by telling him what 
it has done for others. 

Dollars for future delivery are 
what you are selling. Remember 
there is no one you talk to who is not 
interested in dollars, present or fu- 
ture. 

Not so many years ago, the market 
for accident and health policies was 
confined in the main to business and 


professional men. Only white-collar 


workers were able to afford this form 
of insurance. Agents, who work 
where the money is, specialized on 
such prospects until it became a 
habit. Meanwhile, however, signifi- 
cant changes have occurred in the 
national income. The wage scale of 
industrial workers has been steadily 
increasing until today the blue-collar 
worker, as well as the white-collar 
prospect, is able to afford the price 
of protection against loss of earnings. 

We recently asked the head of one 
of the country’s largest life insurance 
companies, which had just entered 
the accident and health field, what 
prompted his company to take this 
step. This company has several thou- 
sand agents who sell industrial life 
insurance, and the answer given was 
that industrial workers no longer 
have to buy weekly or monthly pre- 
mium policies—industrial life insur- 
ance is no longer in the same de- 
mand. Blue-collar workers are now 
in the money! 

The implications of this changed 
economic position for industrial 
workers deserve careful considera- 
tion. Some agents have been so busy 


taking care of the demand for auto- 
mobile and business insurance lines 
that they may not have considered 
accident and health insurance pos- 
sibilities in their own back yard. 

Meeting objections effectively is 
often the deciding factor in getting 
the prospect’s signature on the dotted 
line. The most common objection is 
that he already has a policy, probably 
a hospital expense policy. Which is 
fine, everybody needs hospital in- 
surance. But only the more serious 
illnesses and accidents require hos- 
pital care. For every case of hospi- 
talization there are many cases of 
disability or inability to work—lost 
earnings. Replacing lost earnings is 
the principal function of a disability 
policy. 

Good production usually starts 
with good prospecting; prospects 
are not hard to find if you are con- 
stantly prospect-minded. Prospect- 
ing ought to be a systematic, scien- 
tific, daily part of your program. One 
of Napoleon’s rules was always to 
have several projects planned 
whether ready to carry them out or 
not. Apply that rule to prospecting ; 
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have a list of prospects in preparation 
whether you are ready to call on 
them or not. 

It is easy to obtain lists of members 
of organizations, clubs, lodges and 
other groups. One of the best op- 
portunities for selling accident and 
health insurance to such men occurs 
when some member of the society is 
involved in a serious injury or illness. 
This brings home to his friends the 
need for A&H protection; the same 
holds true for neighbors and other 
friends. Read the daily newspapers 
with this in mind. 

One agent decided to solicit prom- 
inent sportsmen in his community. 
He went to a local sporting goods 
store and with the co-operation of 
the owner obtained a list of men who 
had purchased hunting and fishing 
licenses. One of these happened to 
be the owner of a department store 
having two hundred employees. He 
sold this man a substantial personal 
accident policy and followed up by 
selling a large number of the store 
managers, buyers and sales people. 

You don’t have to depend on re- 
ferred leads or prospects to whom 
you have a card of introduction. 
Many agents prefer a cold canvass 


approach. Unlike property insur- 
ance, which only can be sold to prop- 
erty owners, everybody is a prospect 
for A&H in one form or another. 
It has been said that fifteen per 
cent of the country’s agents sell 
eighty-five per cent of the business. 
How do they do it ? Systematic solic- 
itation is the answer. You have to 
A&H_ business; it never 
walks in the door. There is a direct 
ratio between calls and sales; often 
it is the extra calls made that consti- 


go atter 


tute the difference between success 
and failure in putting this business 
on the books. After all, it is the time 
vou devote to productive effort that 
determines your commission income. 
The bee that gets the honey doesn’t 
hang around the hive ; the only insti- 
tution which can sit still and succeed 
is the setting hen. You may not feel 
like going out in bad weather, but 
human nature makes prospects more 
hospitable on days when the weather 
is bad. 

The time has arrived when mul- 
tiple-line agents can no longer afford 
to neglect A&H business. It pays 
the highest rate of commission and 
renews with greater regularity than 
any other line. Its renewal commis- 


sion works for you, on or otf the job, 
day and night, in good times and bad. 


\ good A&H account is like hav- 
ing a retirement income plan; the 
commission Hicome produced by an 
average weekly premium of $100 at 
thirty per cent commission, allowing 
for a normal ratio of lapses, amounts 
to over $10,000 a after ten 
years’ time. Only, instead of having 


year 


to pay a sizable annual premium for 
such a retirement income plan for 
thirty years or more, your A&H ac- 
eount will pay you a thirty per cent 
commission throughout those thirty 
years or more and continue to pay 
after you retire from active business. 


It may not be easy to make the 
transition from soliciting business in- 
surance lines entirely to selling ac- 
cident and health protection, too, but 
can you afford not to? Have you 
ever walked into a drug store for a 
package of cigarettes, laid a $20 bill 
on the counter and walked out with- 
out picking up your change? Per- 
haps you've never done anything so 
foolish ; yet many agents are leaving 
more money than that lying around 
by simply not selling A&H insurance 
to their clients. 





PORTRAIT 


OF PROGRESS 


On a cool and brilliant November morning in 1825, an elaborate aquatic 
procession completed its journey from Albany to the Sea, a keg of lake 
water was poured into the Atlantic and the cannon at Fort Hamilton 
announced the official opening of the Erie Canal, first of a long series of 
internal waterway projects destined to bring the production of our 
mid-west to the markets of the world. 

As the nation’s commerce grew and other waterways were developed, 
Chubb & Son acquired broad experience and knowledge of insurance 
requirements which enabled it to devise many of the features of 
present-day construction bonds. We are proud of our record of “Serving 
the Leaders” in this field of American Industry and Commerce. 


FEDERAL INSURANGE COMPANY 


Into which has been merged, July 1953 


UNITED STATES GUARANTEE COMPANY 


CHUBB & SON 


MANAGERS 
90 John Street, New York 38, N. Y. 





VIGILANT INSURANCE COMPANY + MARINE INSURANCE COMPANY, LTD. - 


SEA INSURANCE COMPANY, LTD. 
THE LONDON ASSURANCE (Marine Dept.) - 


ALLIANCE ASSURANCE COMPANY, LTD. 
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NSURANCE are 

known by their appointments. 

Agents are known by the com- 
panies they represent. If the com- 
bination results in quality on both 
sides, you have the American 
Agency System at its best. The op- 
posite extreme is that of an opera- 
tion devoid of personal service and 
the very important overall program- 
ming of insurance needs of the 
client. 


companies 


Gloomy Prophets 


Some editorial writers imply that 
if we do not change our ways we 
will follow the corner grocery down 
the lonesome road to oblivion, that 
we are one faltering step behind the 
now extinct marching and chowder 
clubs of New England. We are also 
faced with the divergent philoso 
phies being advocated by some com- 
pany groups which are trying to be 
half and half. 

We understand that editorial writ 
ers must report and expound on the 
day to day impressions of the indus- 
try. However, the atmosphere is 
getting heavy with gloom. I am very 
pleased that we are entering the 
cycle of salesmanship and leaving 
the area of order taking. Now is 
their last chance for making dire 
predictions of things to come. If 
disaster not materialize, the 
editorial effort is never wasted. The 
paper is dated and filed for future 
reference should the wind ever blow 
that way again. 


does 
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Those in company ranks also have 
room to maneuver these days. They 
may continue to support the Ameri- 
can Agency System, go “half and 
half,’ or even fall back and become 
direct writers. We, as independent 
producers, have no choice. We can- 
not blow with the wind, float with 
the tide, or jump over the moon. We 
have only one course: To remain 
steadfast and true to the principles 
for which we stand. 

As the name implies, specialty 
writers confine their efforts to cer- 
tain lines of insurance, mainly auto- 
mobile and dwelling fire, which in 
no sense make up a complete in- 
surance program. An agent who is 
only writing that part of a client’s 
business is holding it by a fine 
thread. He will only deserve the 
business when he has programmed 
all of the needs, including, of course, 
dwelling fire and automobile. Un- 


GEORGE O. JOHNSON 


President, California Association of 
Insurance Agents 


We have only one course 


less we are prepared to iollow 
through by placing all of the client's 
insurance on an account basis, we 
are not realizing the potentialities 
which are a fundamental part of the 


American Agency System 


Must Remain Independent 


Thoughtful and brokers 
will not be interested in becoming 
recruits in the new army of mass 
ordertakers to compete with depart- 
ment store mail order outlets and 
specialty writing opera 
tions. In programming the insur- 
ance needs of the individual and in- 
dustry, producers must remain com- 
pletely independent in a free market 
if they are to accomplish their ob- 
jective. 


agents 


company 


Does an agent’s company 
do all things for all people ? Of 
course not. That’s the agents’ or 
brokers’ responsibility. It’s all in a 
day’s work for us. Find the market 
or help establish one. That’s the 
positive approach to meeting direct- 
writer competition 

Despite the good work 
being done, the 


that is 
\gency 
System is being pictured as beaten, 
We are 
Dent-ed by the 
who daily 
predict our early demis | 
unnerved by 


\merican 


bloody, and on the ropes 
Kenney-ized and 


Twilight Twins almost 
article the other 
evening, I started to phone the next 


WalS still 


one 


morning to see if the office 


open. 


Our stand in opposing reduced 


continuous 


billing is defensible only 


commissions, 
and direct 


policies, 


in respect to the qualified producer. 


Many present problems of capital 
stock agency companies began with 
inadequate agency qualification laws 
and/or appointment of 


ic 


incompetent 


ed on the next page 
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By Appointment—Continued 
\gents 
are reluctant to discuss commissions 


persons or firms as agents. 


in much the same way the compa 
nies are reluctant to discuss agency 
Kither 
proper for review. 
It is 
economy 


qualification subject is 


impossible in today’s 
to continue much longer 
the expectation that properly quali- 
fied carry the 
load for the others 


agents can expense 
Qualified agents 


perform all the essential services ex- 


pected of them—selling, writing, 
underwriting and servicing the busi- 
ness. There is no basis for depart- 
ing from established commission 
levels for such agents. By the same 
token, it is increasingly difficult to 
product if 
agents are not rendering these serv- 
The premium dollar cannot 
be loaded simply to maintain an 
inefhcient production force. 


market a competitive 


ices. 


It is the companies’ move. Do 
they want two classes of producers ? 


When You're “Figuring” 
Things Up... 


Remember You Can 


“ Add OUR KNOW-HOW 

X Multiply OUR SERVICE 

= Subtract YOUR WORRY 

== It All Equals GOOD BUSINESS 


SECURITY F 
3 SERVICE £ 


Brrowrmwous Cisearry 
CORPORATION 


ROCK 


ISLAND, 


ILLINOIS 


Specializing 
IN WORKMEN'S COMPENSATION 
AND ALL LINES OF 
LIABILITY COVERAGE 


| should think they would want the 
best qualified on which to build their 
reputation. The agent in his com- 
munity is one of the company’s 
foundation stones. How can it build 
a solid structure if every other stone 
is defective or irregular? 

Speaking of first and second class 
agents reminds me of a new and 
very exclusive club known as “The 
Insurance Kennel Club of America.” 
It has only a few associate members 
at present, made up of certain com- 
pany groups that foster selective 
underwriting pups for the express 
purpose of testing the American 
Agency System. I understand the 
parent companies will be admitted 
to full membership when they have 
the courage to apply the same princi- 
ples to their own operations. 


Selectivity 


So far we have pretty well defined 
the two classes of agents: Number 
one will do the programming and 
number two the order taking. We 
have already established the need for 
qualification. The goal is the num- 
ber one man we have been talking 
about. He is the one who is spoken 
of with great pride. He is a good 
agent, knows his business, solid fel- 
low, feet on the ground, and so on. 
We are very proud that the compa- 
nies feel that way about some pro- 
ducers. However, with some com- 
panies, such agents seem to be the 
minority in terms of total repre- 
sentation. We wish that the word 
selectivity could be applied to agency 
appointments as it has been to the 
extreme underwriting practices of 
some companies. It would certainly 
be timely and in the public interest 
to make a switch, relaxing a bit in 
underwriting and tightening up on 
agency appointments. 

Our business is plagued by the 
unqualified to an extent not known 
in other fields. Take transportation, 
for example. During the war and 
post-war period everybody and his 
brother bought a truck and went 
into the trucking business. The 
economic situation alone kept the 
wheels rolling. The fringe operators 
had absolutely nothing to offer on 
their own, and when the artificial 
props were removed they fell by the 
wayside. The transportation busi- 
ness returned to those who were ex- 
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perienced in providing maximum 
service in a very competitive field. 
The incompetent and the part-timer 
could not survive in any period of 
economic normalcy. The transporta- 
tion industry was able to stand by 
and have the burden removed from 
its back by the simple expedient of 
letting nature and economics take 
their course. It would be wonderful 
if we could ease the pressure and 
burdens on our business in the same 
manner. While the conditions are 
not comparable, there is a way we 
could accomplish the same result- 
discard the use of the artificial 
pump, the appointment of incom- 
petent persons or firms as agents. 
This is the time of year that our 
desks are flooded with company 
financial statements. Those that I 
have seen look very good. When I 
see the healthy reserves I cannot 
help but think of another reserve 
that does not appear on a statement 
the one involving public good will. 
I hope we are doing more than one 
of our clients did in settling his ac- 
count. It seems this gentleman was 
always in financial difficulty. He was 
even beyond the help of easy pay- 
ment plans of the easiest direct 
writer. As I recall, the premium 
amounted to several hundred dol- 
lars and we had put it on a monthly 
contract. After many warnings | 
said, “Mr. Hyde, we can’t go on like 
this. Your down payment will be 
coming up again. Why don’t you 
set up a reserve and then you will 
have the money to make the down 
payment on the due date?” When 
the judgment day came, all he 
brought into the office was an ex- 
cuse. I said, “Mr. Hyde, do you 
remember my suggestion of setting 
up a reserve?” He replied, “I do, 
Mister Johnson. I’ve been reservin’ 
right along but I ain’t got no cash.” 
We all know the importance of 
good will and what it means on 
judgment day in hearings and before 
legislative committees—but judg- 
ment day is every day with agents 
and brokers who face the public and 
tell the insurance story. The con- 
sensus seems to be that company 
management should feel more re- 
sponsible and less selective in its un- 
derwriting. I respectfully suggest 
that if it is at all possible, we re- 
move some of the irritating restric- 
tions which are passed on to the 
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PAUL REVERE (1735-1818). 
his famous ‘midnight ride" 


Besides 
Revere was 
active in many important events before, 
during and after the Revolution. 








HE WAS LT. COLONEL of a Massachu- 
setts artillery regiment and played an im- 
portant part in the Boston Tea Party. 


10: PAUL REVERE 


























THE SON OF A SILVERSMITH, he 
learned the trade so well that many of his 
works are now regarded as masterpieces. 
He was a good business man. 
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HE WORKED HARD FOR RATIFICA- 
TION of the Constitution. He cast bullets 
and cannon during the war, and invented a 
process for rolling sheet copper. 


AGENTS ARE LEADERS ... who join Hawkeye-Security and Industrial. 


Every service is provided to help them step up production . . . providing service 


without red tape . . . prompt, equitable settlement of claims . . . 


and home 


office representatives always at their service. 


HAWKEYE = SECURITY 
INSURANCE CO. 
INDUSTRIAL INSURANCE CO. 


Des Moines. lowa 





public and which visibly affect the 
good will of the entire industry. | 
am not sure how the experts define 
the difference between public rela- 
tions and good will. My observa- 
tions would lead me to believe that 
good will is that part of a public 
relations program which is fully 
earned through action. 

Consider the value to the public 
and to the companies of the Ameri- 
can Agency System as a complete 
unit. It will not function properly 
if its independent nature is exploited 


and destroyed piecemeal for selfish 
gain. There’s nothing wrong with 
the American Agency System that 
hard work will not cure. If we are 
to remain free and independent, the 
price and the payment are the will- 
ingness to assume full responsibility 
for agency production and manage- 
ment in return for a full share of the 
established percentage 
level. The decision to remain com- 
pletely independent rests with the 
individual producer. The producers 


commission 


(Continued on the next page) 
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who value and appreciate such a 
system have formed associations to 
protect their independence and im- 
prove the measure of 
pected of them. 


service ex- 

lf agents were to attempt to bar- 
gain for independence on some ot 
the terms being offered today, I am 
sure those making such offers would 
be highly indignant if we in turn 
offered 50% integrity and 
loyalty. As can be plainly seen, it’s 


65% 
all or none. We cannot compromise 
with principle by allowing the op 
portunists to chip and whittle away 
at our independence by assuming 
they can do a better job through 
mechanical and impersonal methods. 


Not What He Needed 


I have a friend, a candy dis- 
tributor, manufactures 
vending machines to order. In a 
spirit of fun one day, I asked him 
if we could design a machine to take 
over my job. I carefully explained 
the direct writer philosophy and 
other 


who _ also 


selective  self-underwriting 
schemes. He seemed impressed with 
the idea but cautioned me repeatedly 
that this would be a _ mechanical 
problem and that I should stop talk- 
ing about all the insurance angles. 
He stated flatly that the customer 
would get what we offered and not 
what he wanted or needed. 
that 
name of the company 
“The Vending Machine Fire 
Automobile Insurance Company of 
America.” 


| went 
I thought the full 
should be, 


and 


on to say 


As a new venture, with 
out parent group company ties and 
help on advertising costs, we should 


profit by the experience of others 
and shorten the name at the start by 
calling it “Vendico.” 

About this time my friend was 
getting suspicious and said, “George, 
this thing won't work. What about 
me? How could you handle my in- 
surance that way?” I replied that he 
had made a good point and that actu- 
ally some insurance was being mer- 
chandised by human vending ma- 
chines. He laughed, and with a 
wave of his hand dismissed the ma- 
chine idea and said, “I’ve got a car- 
load of peanuts coming in this after- 
noon. Am | covered?” 

My first contact with this gentle- 
man was through the writing of a 
small dwelling fire policy, which was 
no, problem, but he did come back 
with one that involved products lia- 
bility. At the time it was difficult to 
place. However, it was all in a day’s 
work. Because of our efforts, he 
has expressed confidence in our or- 
ganization and we service all of his 
insurance program. He appreciates 
the value of having an agent, realiz- 
ing that some of his problems cannot 
be solved at a department store 
counter or by captive agents whose 
company probably does not write 
that class of business at all, since it 
is not always on the profitable side. 

Agents and brokers are in the 
best position to serve the over-all 
needs of the public. They have been 
doing it through the American 
\gency System for many years. Our 
strength lies in qualification, our 
weakness in the lack of it. We ask 
that our companies support this im- 
portant part of our program by join- 
ing with us in an all out effort. Our 
country iS 
growth. 


enjoying tremendous 
Independent stock insur- 








Insurance Adjusters Have Accepted 
Our Appraisals for 54 Years 


The Manufacturers 
Appraisal Company 


Cstablished 1899 


Executive Offices: 
Philadelphia—Manhattan Building; Cleveland—Plymouth Building. 
District Offices: 


New York City, Boston, Pittsburgh, Detroit, Chicago, St. Louis, 
Cincinnati, Albany. 





ance companies have made a great 
contribution to its economic strength. 
Many of their ideas have been 
adopted and are now a part of any 
complete insurance program. We 
know that this progress came 
through independent action. Agents 
and brokers sincerely hope that this 
independence and pioneering spirit 
will not taper off. We hope its only 
limitations will be that of stability 
and healthy progress in the proper 
direction. 





REDUCING COSTS 


The following fifteen specific sug- 
gestions for reducing the costs of 
handling insurance through the Amer- 
ican Agency System are given by Mr. 
Johnson: 

1. Eliminate all field force services 
which duplicate the services of quali- 
fied local agents. 

2. Give unqualified company support 
to the raising of agency qualifications 
through legislation, and in the mean- 
time gear agency appointments to 
those standards. 

3. Establish and maintain greater 
agency responsibility as follows: (a) 
Agents to write their own policies; 
(b) Agents to be given authority to 
settle first party claims up to $250 
and (c) Devise a method for agents 
to settle small property damage 
claims. 

4. Devise a single premium table of 
various combinations of automobile 
BI and PD limits. 

5. Explore with the Insurance Adver- 
tising Conference the possibility of 
agency stock companies and agency 
forces cooperating in a program of 
national institutional advertising, such 
as is done by the American Associa- 
tion of Railroads, as a means of re- 
ducing advertising costs and gaining 
maximum returns. 

6. Reword contracts to eliminate non- 
essential information. For example, 
eliminate from the automobile con- 
tract the requirement of reporting 
substitution of automobile, change of 
use, or change of location. 

7. Consolidate rating bureaus. 

8. Secure full loss reporting by 
agents. 

9. Advocate multi-form and snapout 
forms for policies and agency billing 
systems. 

10. Modernize statistical systems used 
in rate making and in the develop- 
ment of classifications, through effec- 
tive use of new electronic devices. 
11. Agents should discontinue allow- 
ing companies to pay expenses, such 
as rent, telephone, stationery, etc., 
which normally should be borne by 
the agents. 
12. Adopt 
rules. 

13. Revise 
manuals. 
14. Minimize unnecessary inspection 
reports. 

15. Drop all non-pertinent data from 
applications. 


uniform effective date 


and simplify all rating 
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76 help you explain 
the y <n nee 


Have you ever had difficulty in explain- 
ing the workings of the Coinsurance 
clause of a Fire Insurance policy to 
your clients? 


Then, here’s a booklet ‘‘about Coinsur- 
ance” that may help you. 


rt a sia —_ 


Written in non-technical language, it 
explains the operation of this clause, 
shows why it is used, and how it may en- 
able the insured to obtain a lower rate. 


It shows, for example, how a client 


can suffer even in case of a minor loss, 


if his policy does not meet Coinsuarnce 


oats 


requirements. 


And it shows, by simple arithmetic, how 
he can protect himself against such loss. 
You'll find it a helpful, time-saving 
booklet to use in advising your clients. 
Use the coupon below for your copy, 
or several copies . . . they’re yours for 


the asking. 


HARTFORD FIRE INSURANCE COMPANY 
HARTFORD ACCIDENT AND INDEMNITY COMPANY 


Hartford 15, Connecticut 








Hartford Fire Insurance Company, 


Hartford 15, Connecticut 








Industrial Noise—from page 23 


Numerous claims for partial deaf- 
ness have, in the last two or three 
years, been allowed under the Long- 
shoremen’s and Harbor Workers’ 
Compensation Act of the Federal 
government, chiefly with respect to 
ship repair work in various ship- 
yards. A few claims have also been 
Whether 


claims 


asserted in severai states. 
or not any of those 
been to accident, 
been 


have 
whether 
alleged to have re- 


due or 


they have 


sulted from noise is not at the mo- 
ment apparent. It is, therefore, 
increasingly apparent that deafness 
claimed to be the result of noise 
in the employment is coming to the 
fore as a major problem in com- 
pensation. As long as claims were 
made in cases of traumatic deafness 
only, we had no very difficult prob- 
lem. What complicates the situation 
is the sudden and spreading interest 
in making claims and getting awards 
in cases arising in 


noisy environ- 


ment. 














The Seaboard Fire & Marine 
has been a member of the 
YORKSHIRE GROUP since 1929. 
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THE YORKSAIRE 


FIRE & MARINE INSURANCE COMPANY 


90 JOHN STREET. NEW YORK 38, NEW YORK 


From its earliest days, the 
YORKSHIRE has progressed 
steadily through the times. 
Now with a background of 
130 years experience, sup- 
ported by its world-wide or- 
ganization, the old joins with 
the new as the Yorkshire’s 
United StatesBranchandThe 
Yorkshire Indemnity Com- 
pany of New York emerge as 
THE YORKSHIRE Insur- 
ance Company of New York. 
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Two things are apparent at the 
moment: (1) that noise has ever 
been with us; it is not a new develop- 
ment except as it is alleged as a 
liability of industry, and (2) it is 
very evident that the exposure to 
noise in well-nigh universal. We 
have no statistical demonstration of 
the numbers of persons exposed, 
just as we have no statistics on the 
overall number of persons who have 
an appreciable degree of deafness 
in one or both ears. We are not 
even able to say, within reasonable 
limits, whether the number of per- 
sons who have faulty hearing in 
some degree is greater in industrial 
areas than in less populated sections. 
I have known of men who were quite 
deaf who worked on a farm where 
the greatest noise perhaps was the 
lowing of the cattle, except for a 
short period at harvest time when 
the neighborhood thresher was 
working. The cupped hand behind 
the ear was a very familiar sight 
to us, and still is. Perhaps even 
more common today is the visible 
hearing aid. 


A source of infinite difficulty in 
administration and a source of great 
potential cost is the problem of the 
accrued liability for already incurred 
partial loss of hearing. Just what 
do we mean by “accrued liability ?” 
We mean that as of given time, 
such as, for instance, the time of 
bringing such loss of hearing under 
the law, a worker who has carried 
on his work in an employment or 
employments in which he was ex- 
posed to high-level or intense noise, 
and who developed impairment of 
his hearing, already has the basis 
for a claim. The condition, which 
at some time may be asserted as a 
claim for compensation, already 
exists in some degree, perhaps not 
yet to the point where he will be 
seeking compensation. But the 
foundation has already been laid 
and, in fact, the condition may be 
such as to warrant a claim. When 
that claim emerges, it actually be- 
comes a liability against his em- 
ployer as of the time of filing his 
claim. But the condition may not 
be attributable in whole to such em- 
ployment; in fact, it may be related 
to his last employment in but a 
small degree. This condition, if it 
be not traumatic, comes on slowly— 
very slowly and progressively—and 
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may actually be more related to long 
exposure to noise in employments 
other than for the employer who is 
sought to be charged. 

In this respect, the problem of 
noise greatly resembles the problem 
faced in connection with silicosis 
and other dust diseases, in which 
the Industrial Hygiene Foundation 
of America did such a splendid job. 
The employer becomes chargeable 
for the condition at the time it is 
asserted as a claim, even though the 
exposure of years which is alleged 
as a causative factor may have 
occurred in greatest part in other 
employment or employments. There 
is no proration of liability with other 
employers by whom the claimant 
was employed and exposed perhaps 
over a period of years. No prora- 
tion is possible, as a practical matter, 
for several reasons, such as lack of 
notice to other employers or the 
making of a claim against them, 
the possibility of an earlier employer 
no longer being in business or utter 
failure of proof against such other 
employer, or there may be a lack 
of jurisdiction of the employment 
which may have been in another 
state. Other equally cogent reasons 
might be stated. That is one of the 
things, however, that causes many 
employers to feel keenly that they 
are being treated unfairly. 


Accrued Liabilities 


Another thing about the so-called 
“accrued liabilities,” it is declared 
in some of the compensation laws 
that the cost of compensation is a 
proper charge in the operation of 
the employer’s business. That is so, 
whether it is so the 
statute or not. The cost of an acci- 
dent is fairly easily determined and 
is charged to the year in which the 
accident occurs and may be included 
in the price of his product. But if 
one employer now is to be held 
liable to pay compensation for loss 
of hearing due to either 
directly or through insurance, there 


declared in 


noise, 


is no possibility of charging the cost 
of that deafness to the production of 
the many vears during which it was 
developing. The employer pays for 
it long after the significant time 
of its contraction, with no oppor- 
tunity to collect it in the price of 
his goods or service rendered. And 
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Behind every Pearl-American 


agent are the facilities of one 


of the world’s greatest companies. 


A mple assurance of 


se support 


from ie men and underwriters plus 


fast, accurate, dependable service. 


The kind of cooperation that helps 


you make more money. 
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We invite your inquiry. 
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EUREKA SECURITY FIRE & MARINE INSURANCE CO. 
MONARCH FIRE INSURANCE COMPANY 


19 Rector Street, New York, N.Y. 


CLEVELAND: 320 pow f Bldg. 
PHILADELPHIA: 330 Walnut St. 
SAN FRANCISCO: 369 Pine St. 


by having the whole cost charged up 
only after a claim has been made, 
the cost is really being imposed on 
industries 
that actually may have had no part 
in the producing of the deafness. 


a group of persons or 


In some places of employment the 
noise level is very high 
but be 


cannot help 
according to our present 
engineering knowled 


in fact, 


oe SO high, 
that an employer would 
hesitate to hire a new employee to 
work therein had 


who normally 


NEW YORK: 85 John St. 
CINCINNATI: 1423-24 Carew Tower 
CHICAGO; 175 W. Jackson Bivd. 


acute hearing. For a time the noise 


both nerv- 


might affect him greatly, 
\fter a con- 
told, his 


ears become accustomed to the high- 


ously and physically. 


siderable time, so I am 


level noise and his hearing becomes 


somewhat blunted or blurred. Rather 


than hire some new person, whose 


hearing has not been affected and 


who incidentally would probably be 
work or 
in other work of the type called for, 


inexperienced in machine 








Industrial Noise—Continued 

the employer would look for a man 
experienced in his kind of job and 
who would have become habituated 
to the noise and able to stand it 
without consequent strain upon his 
nerves. So, paradoxically, for this 
type of work, the man whose hearing 
is subnormal becomes a more valu- 
able employee and employable at 
At the 
same time, this experienced em 
ployee, partly deaf like his fellow 
workers, becomes a potential claim- 
ant for partial deafness and the 
employer already has two points 
scored against 


higher wages because of it. 


him—not for con- 
ditions created by his employment, 
but because of work in other prior 


employments. 


Many Causes 

How many such workers are there 
with impaired hearing ? Who knows? 
Who can know? They are to be 
found in every kind of employment ; 
they may equally be found in per- 
sons, outside of employment. They 
may be partially deaf from natural 
congenital, the effect of 
childhood diseases, such scarlet 
fever and others, the effect of very 


causes, 


as 


loud noise, such as an explosion 
outside the employment, as in mili- 
tary service, the effect of catarrh 
in the ears, certain nervous affec- 
tions causing atrophy of the auditory 
nerves, the effects on some people 
of the new anti-biotics, and so on. 
And then there is that very common 


manifestation, common to most peo- 
ple of advanced age, known to the 
medical profession as “presbycusis” 
or the deafness due to age. How 
many workers might acquire it in 
the course of years and still claim 
compensation due to aggravation by 
industrial noise? 

This matter of the “accrued liabil- 
ities” is one of the imponderables 
in the situation. Are we subject to 
these potential liabilities today, and 
just waiting for claims to be filed? 
How many are there, and how many 
hundreds of millions of dollars may 
be potentially involved? Why is it 
that New York and Wisconsin, and 
the Federal jurisdiction under the 
Longshoremen’s Act, have so many 
claims for deafness that have already 
been filed, while many other states 
have had but very few claims or none 
at all? I suppose the answer lies 
partly in administrative and court 
decisions, and partly perhaps in a 
sense of awareness on the part of 
responsible leaders of organized 
labor in those jurisdictions. We can 
surely count on labor in other states 
becoming alive to the situation, and 
becoming equally zealous in the 
interests of those whom they repre- 
sent. 

A vitally important fact in con- 
sideration of the accrued liabilities 
is the fact that no money has been 
set aside as reserves against such 
losses. A prudent self-insured em- 
ployer would naturally set aside a 
reserve fund to meet such losses, 1f 


he had the right and obligation to 
do so. The insurance carrier of the 
insured employer would likewise 
create reserves to pay such losses 
sustained by its insured employer. 
The difficulty is that such losses 
were never contemplated, not even 
imagined ; they were never claimed. 
Now, however, as the result of court 
interpretation, we are faced with 
possibly huge losses, when no pre- 
miums have been charged or paid 
for such liabilities. To have charged 
premiums and to have set up re- 
serves to meet claims that had never 
been made and which, until the 
courts had otherwise interpreted the 
law, would not only have imposed 
unwarranted and unjust burdens on 
industry, but would actually have 
been illegal and would have been 
promptly rejected by every insur- 
ance commissioner. 


Added Cost 


And whatever could be the initial 
cost, because of the accrued liabil- 
ities, we must expect that as time 
goes on new cases will continually 
arise and men who continue to grow 
old at work in noisy places will 
bring about added cost to the main- 
tenance of this new liability. We 
might hope, in the course of time, 
to be able to reduce noise to safe 
limits by engineering study, but so 
far it has proved a baffling struggle. 

There is so much we need to 
know about this problem before 


we can come to grips with it—as 
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come to grips we must eventually. 
The chairman of the Workmen’s 
Compensation Board of New York, 
Hon. Mary Donlon, has taken a long 
stride forward in this very field. 
Some months ago, she appointed 

study group of men, outstanding in 
this field, not to do original research 
or make scientific studies on the 
subject, but to agree, if they could, 
on some answers to questions pro- 
pounded to them; questions that 
were perplexing everyone in this 
particular field. Miss Donlon selected 
three men of recognized ability in 
this field. Dr. Stacy R. 
Johns-Hopkins, in 
chairman. Dr. 


Guild, of 
Baltimore, 
Guild, as a physicist, 
has achieved national renown in the 


Was 
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INVISIBLE ARMOR 


Ask the agent who represents us 
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field of occupational deafness. Two 
medical men were appointed—Dr. 
Gordon D. Hor yple, of Syracuse, and 
Dr. Otto Carl Risch, of New York, 

both experts in the subject. Then 
by way of industrial 
groupings, she appointed Dr. Joseph 
Serio, of buffalo, upon the request 
of the CIO, and Dr. C. 
Nash, of Rochester, at the 
of Associated Industries of 
York State, Inc. 
were called 
questions, 
1. What harmful ? 

what intensity, what exposure and 
how long, to have 


recognizing 


Stewart 
request 
New 

men 
many 
follow ing ; 


These five 
upon to 
such as the 


type of 


answer 
noise 


a deleterious effect 
upon hearing ? 
2. What is the 


effect, and how can 


it be determined, of 
hearing defects in the individual ? 
3. What is the relationship of ad- 
vancing age and susceptibility of the 
individual evaluating the 
hearing attributable 
ment ? 


+, How 


necessary 


prior existing 


loss of 
to the employ 
long 


a period of time is 


after removal of the in 
dividual from the 


ings, 


surround 
doctors to make 
determination of the 
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to enable the 
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Industrial Noise—Continued 


of various engineering features. To 
go into all of them would require a 
more technical discussion than seems 
warranted. 

There is also necessary considera- 
the matter of 
ployments by 


tion of various em- 
different employers, 
all of which may contribute to the 
loss of hearing alleged. This, how- 
ever, is more of a legal nature than 
medical. One thing seems quite ob- 
vious ; no amount of noise control or 
the use of ear plugs in the future 
is likely to have much, if any, effect 
upon the liabil- 
ities,’ which we have discussed. 
The report of this study group, 
informed, is in the 
hands of Miss Donlon, although it 


so-called “accrued 


we have been 


has not been published as yet nor 
released to the public—at least not 
as of the time of this writing. It 
has been referred to in part by Miss 
Donlon in the sub- 
ject. We will surely await its pub- 
lication with great interest, although 
I am not certain that in the time 
allotted to the group could 
make a complete and comprehensive 
study of this immensely important 
subject. I think they would agree 
that we need to know 
about it. 


discussions of 


them 


much more 


To my way of thinking, the pres- 
ent situation transcends in difficulty 
any situation that has heretofore 
We must 


examine the question not only from 


arisen in compensation. 


its medical and legal aspects; we 
must also examine it from its eco 
nomic implications. Shall we follow 
the line of least resistance and ac 
cept this liability that, I am sure, 
the the 
authors of our compensation laws, 


was never in minds of 


recognizing, as | think we 


that 


must, 
such a course would be inex 
pressibly expensive, not only to in- 
dustry, but to the public who buy 
our goods or who use our services ? 
And that expense may be of such 
magnitude as to threaten the con 
tinuance of our whole compensation 
system of free enterprise founded, 
as it is, on the obligation and ability 
of industry to pay for its accidents 
and occupational diseases, passing 
that cost, as the law requires, along 
to the ultimate And it 
could equally well threaten the com- 
pensation 


consumer. 


systems in those states 


48 


where free enterprise in compensa- 
tion is not permitted. 

One alternative that suggests it- 
self may be an insistence on the part 
of industry that the principle many 
years ago written into the New York 
law should be adhered to, namely, 
that as in all occupational diseases, 
compensation is payable only if there 
is actual total or partial loss of 
earnings resulting from noise. This 
could only come about, I believe, 
as the result of expert and impartial 
study of the whole subject. Industry 
will not want to face into a situation 
of staggering loss, such as faced the 
dusty industries when unlimited 
was first proposed. A 
breathing spell and a gradual ap- 
proach, back in the 1930's, enabled 
industry eventually to take up the 
slack and in the long run men got 
jobs and were able to keep them, 
which labor has always insisted they 
most wanted. Other possible solu- 
tions may suggest themselves. 

However, whatever may be 
thought to be the solution, the cry- 
ing need of the moment is for a 
study on a national scale. With 
forty-eight states and the Federal 
jurisdiction, both in the District of 
Columbia and in the water-front in- 
dustries, we cannot hope for any- 
thing approaching uniformity with- 
out such a national study and dis- 
cussion. Certainly no one state or 
group of states can make the deter- 
minations for all. 


silicosis 


Such a study should include: (a) 
an examination and review of exist- 
ing law, both statute and by court 
decision, in the several jurisdictions 
in this country; (b) the medical 
aspects of hearing loss in noisy en- 
vironment, the various 
tvpes of frequencies, noise 
levels and intensity, the effect of 
age and pre-existing conditions, and 
all relevant 


including 
noise, 


(c) the eco- 
nomic aspects of the problem, in- 
cluding the extent of the exposure, 


factors: 


the number of persons estimated to 
he affected by industrial noise, in- 
cluding the development of statis- 
tical data; and (d) the engineering 
phase of noise production in various 


industries and measures of possible 


noise control or muffling. 

This would require study by 
special groups, such as the lawyers, 
the medical men and physicists, the 


Nor 


economists and the engineers. 


should such groups work in non- 
related activity ; the whole investiga- 
tion should be coordinated by a 
central staff, so that data assembled 
and published by one group will not 
be unrelated to the work of other 
groups. The cooperation of the pub- 
lic authorities should also be sought. 

To arrive at the answers calls for 
study and development of factual 
data. Industry and the workers 
must not attack this problem with 
separate aims, with differing pre- 
conceived points of view, with ir- 
reconcilable objectives. Existing 
facilities, having useful information, 
should be brought into the study, 
and cooperation of all groups invited. 





Since this address was written, 
there has come to my attention an 
article in one of our leading news- 
papers. In this article Mr. Frank 
Burke, one of the responsible off- 
cials of the United Steel Workers’ 
Union, CLO, commenting on the im- 
pairment of hearing as a basis for 
compensation, stated that they would 
seek enabling legislation in all states 
where it is necessary. Mr. Burke 
made the following statement : 
“Take a shop that has five hundred 
men,” he explains. “They would 
have a potential compensation claim 
that would amount to $1,500,000 a 
year. You can see what effect this 
would have on the general public.” 
He thus concedes that compensation 
for hearing loss would create many 
problems. 

lf, as he says, a plant with five 
hundred employees in a noisy in- 
dustry may cost that industry a mil- 
lion and a half dollars a year for 
loss of hearing, what would be the 
annual industry in the 
have tried to estimate 
the cost in New York State alone, 
on the basis of Mr. Burke’s figures. 
and found myself “bogged down” 
in the billions of dollars in such 
claims. If the estimate of the ClO 
should be found to be correct, who 
will suffer most ? 
be sure will 


cost to 
country? | 


Management, to 
suffer; but it would 
doubtless entail the greatest suffer- 
ing on the workers themselves, for 
how many employers could continue 
to employ men at such a cost ? Might 
it be found that the Union had “sold 
its birthright for a mess of pottage ?”’ 
The public interest surely would not 
be served by any such situation. 
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YOU NEED THE RIGHT EQUIPMENT 
TO DO THE JOB... 


That's why we are furnishing our producers with a new series of “Production for 
Profit” selling kits. To date, two of these kits are available . . . one on Fidelity & 
Surety, another on Accident & Health. 





To show our producers how to make moncy with these kits, we are conducting HOME 
STUDY COURSES, using the kits as texts. Producers who successfully complete the 
courses will receive Certificates of Merit. The first course, on Fidelity & Surety, is 
now under way—the second, on Accident & Health, will start soon. 


If you are interested in getting more business from your present clients . . . adding 
new clients . . . becoming a professional insurance counsellor, you are a candidate for 
these HOME STUDY COURSES. The coupon wil! bring you full information. 
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oe COMPACT—Space-saving Micro- 
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Here is a unique combination microfilm recorder et eee handles 
: ° F rer . alll interm1xe ocuments auto- 
and microfilm reader within the reach of all! matically and accurately as fast 


as the operator can upply them. 





The new Micro-Twin with 37 to 1 reduction ratio 
(available with 24 to 1 reduction for hard-to-read 
material) provides 8-mm. photography on 16-mm. 
film for maximum film economy .. . handles 
documents up to 11 inches wide . . . records fronts 
and backs simultaneously, or fronts only. As 
many as 74 check-size or 29 letter-size documents 
can be recorded, complete, for just one cent! 


Now, you ean benefit from modern microfilming. 

Meet the new Micro-Twin personally at your 
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tion, Detroit 32, Michigan reader shows sharp images, actual 
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DESK LIGHT 


This functional desk light originally de- 
signed for study tasks in 
universities and libraries has been adapted 
for office use by the M. G. Wheeler Com- 
pany. It has a safety-proven wafer-thin 
base with a 360 degree swivel arm that 
permits the light to be controlled direc- 
tionally without overflowing the individual 
work station or distracting other em- 
ployees and without obstructing the work 
area. 


close-v ision 


A patented cup reflector completely 
shields the eye from the source of light 
while a special “light louvre” or “light 
ring” protects the eye from glare. The 
contour of the reflector spreads the light 


evenly and in quantities sufficient to pre- 
vent any eye strain. 
able in all standard colors. 


The light is avail- 
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E101 ELECTRONIC COMPUTER 

The first of an entirely new line of 
lower cost electronic “brains” designed for 
use in routines has been an- 
nounced by the Burroughs Corporation. 
Called the E101 Electronic Computer it 
is contained in a cabinet the size of a 
normal desk and can be operated without 
special training. The internal memory 
unit is of the magnetic drum type while 
data are introduced through a keyboard. 
Two twelve digit numbers can be added 
in 2/1000 of a second and final answers 
are printed directly in immediately usable 
form at speeds of up to 24 characters a 
second. It is flexible as to the size and 
shape of the document used 
handle up to six carbon copies. 


business 


and will 


ALL-EN ONE ENSEMBLE 


This modern unit has been designed by 
R. C. Allen Business Machines, Inc., for 
the utmost in office efficiency and space- 
saving convenience. It includes a desk, 
a chair, a desk bookkeeping machine in 
the center well and a typewriter which 
is permanently installed in the left hand 
retractable drawer. The desk is 30” by 
60”, of steel construction, and has a life- 
time linoleum top. The modern steel and 
chrome-trim posture chair finished with 
rich cord upholstery has adjustable height 
and back and smooth rolling casters. The 
ensemble is designed to harmonize with 
modern ofhce surroundings 
many operations. 


and speeds 


KEYEOARD KADDY 


This desk stand for adding machines 
and comptometers is said by the Airline 
Manufacturing Company to speed the 
work and eliminate fatigue-caused errors 
since the gentle slope lowers the operator's 
elbow. The machine is simply placed on 
the stand which is instantly adjustable and 
has soft rubber casters to permit moving 
it to the corner of the desk when not in 
use. By sliding work sheets under the 
stand and aligning the columns of num- 
bers with the edge of the machine much 
tiresome head turning is eliminated. 


ELECTRIC TYPEWRITER 


A new box-frame construction of the 
carriage of the new models of Interna- 
tional Machines Corporation's 
electric typewriters assures precise letter- 
to-letter alignment of typewritten copy 
while an improved paper feed minimizes 
paper slippage and carbon markings. 
Typing is made easier by typamatic or 
free action keys for repetitive underscor- 
ing, line spacing and space-bar operations. 
\ newly designed paper table eliminates 
the possibility of carbon copies refeeding 
around the platen. The typist has full 
view of the text being typed plus a con- 
venient surface for erasing. The new 
models are available in seven harmoniz- 
ing color combinations with glare-free 
keys. 


Business 
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OFFICE EFFICIENCY 


HOW TO SIT! 


H. BEN WILLIAMS, JR. 
President, Do/More Chair Co., Inc., 
Elkhart, Indiana 


S YOU read this, I want you 

to lean forward in your chair, 

slump your shoulders and let 
your legs dangle or curl beneath you. 
Now, snap up straight, sit tall, throw 
back your shoulders and place your 
feet squarely on the floor. No ques- 
tion about it. Poor posture cuts out- 
put and morale. Good posture and 
good posture seating, on the other 
hand, give you a heightened sense of 
well-being and efficiency. 


A Way of Life 


And nowhere are these two prop- 
ositions as valid as in the insurance 
profession where sitting down ts, ex- 
cept possibly for producers, virtually 
a way of life. Yet, oddly enough, 
most insurance people (like other 
business folk) just don’t know how 
to sit down. Surveys conducted by 
the Posture Research Institute, for 
instance, have disclosed that a sur- 
prising four out of five people—in- 
cluding presidents, managers, actu- 
aries, clerks, stenographers, and 
office boys—have seating habits that 
are injurious to both health and 
productivity. Among them: 

“The Slouch’—Most common tech 
nique. Here the back is bent, the 
shoulders are hunched over, and the 
head leans down somewhat like an 
over-ripe tomato. 

“The Stretch’—This is the converse 
of “The Slouch.” The back, the 
shoulders and the head all lunge 
backward while the feet shoot up into 
space. 

“The Crouch’’—In this position, the 
sitter tries to make himself as small 
as possible. Head, neck, torso and 
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legs are all rolled up into one quiver- 
ing ball. 

“The Wriggle’—All_ techniques 
and yet none at all, as with desperate 
earnestness you jockey in vain for a 
comfortable position, 


The Result 


What happens when you or 
your employees “slouch,” “stretch,” 
“crouch” or “wriggle”? Medical and 

i 


> 
+ 
t 


orthopedic scientists tell us that poor 
posture, among other things; 
{ May retard blood circulation, and 
in some cases increase fatigue. 
{| Flattens the chest and rib cage, 
displacing vital organs and in time 
impairing general health. 
{ Puts unnecessary pressure on the 
hase of the spine (or coccyx ) often 
causing irritation to the entire nerv- 
ous system 

Translating all this into non-med- 
ical terms, we have that “I-don't- 
know - what’s - wrong - but - I - feel- 
awful - and - when’s-the- day - going 
to-end”’ feeling—a dangerous invita 
tion to costly errors, low production, 
and damaged morale 


Posture Education 


[ think there are basically two 
ways to attack the problem, through 
posture education and through pos- 
ture seating. As far as education 
goes, the trumpets are already blar 
ing and have been for a long time as 
teachers, parents, doctors and editors 
with one mighty voice urge us to 


stand up straight, sit tall, and walk, 


with our shoulders back. As a mat- 
ter of fact we've been doing a good 
deal of shouting ourselves for the 
last few years from the lecture plat 
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Why put up with letters that don’t look neat? 


For only a penny a day you can be 
proud to sign clean-cut, tidy letters. 
How? Just by trading in your old 
typewriters at 5 years instead of 10 
for new Royal Standards. 





These marvelous typewriters deliver increased typ- 
ing production, cleaner-looking, better-groomed 
letters, memos, and reports. This often means higher 
office morale and better employee relations—in- 
tangibles that are hard to define but mighty appar- 
ent when missing. 

With Royals you also get the finest, most rugged 
precision writing machines built. They take less time 
out for repairs, too. Another important point— 
Royal is the typewriter preferred in business 21% to 
1 by those who type. 


® ELECTRIC » STANDARD 
PORTABLE 
Roytype Typewriter Supplies 
We'd like to explain in detail the penny-a-day story 


and show you in your own office what a wonderful 
typewriter the new Royal Standard is. May we? 


Call your Royal Representative (He’s listed in the Classified Telephone Directory) 
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BJECTIVITY is the quality 

that permits the evaluation 

of the means of accomplish- 
ment by first appraising the end 
results and then relating the modus 
operandi to the end-results. That is 
a stuffy way of saying that objec- 
tivity is the ability to cut through 
details and get at the basic reasons. 
We think that objectivity is of suf- 
ficient importance to risk an entire 
article in its coverage. 


A Vital Attitude 


Objectivity is an essential ingre 
dient to change, improvement, work 
simplification, elimination and anal- 
Without objective 
facts become mere puppets of ex- 
pediency, prejudice or inertia. With- 
out objective analysis, methods tend 
to be perpetuated irrespective of the 
change in conditions. 


Vsis. analysis, 


To attempt to tell any person how 
to be objective is a rather big under 
taking because objectivity (the state 
of being objective) is an attitude, 
and attitudes, once fixed, are difficult 
We have made many 
surveys and have reported to man- 


to change. 
agement the apparent weaknesses in 
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office procedures only to have our 
suggestions misinterpreted as being 
criticisms by an over-sensitive man 
agement which probably seeks ap- 
proval and agreement rather than 
procedural improvement. No amount 
of diplomacy and finesse can be em- 
ployed to avoid inflicting scars on 
a sensitive soul. 

Scientific management, as we 
know it today, was defined and de- 
veloped by Henry Taylor back in the 
1890's. There has been developed a 


set of scientific principles which can 
guide management in its activities. 
These principles are simple and easy 
to understand 


they are the corner 
stone of modern management. 


Recognize the Problem 


lhe first principle states that man 
agement must recognize that a prob 
lem exists. Improvement comes out 
of either desire—in 
either case there is the recognition of 


necessity or 


High 
activities with attendant inflated high 
level of gross income often masks a 


a problem level economic 


ratio 
The problem may lie in high office 


dispr yportionate income-cost 


costs, but this situation 1s not recog 
covers the 
Probably 
intelligent ap 


nized because income 
abnormal expense factors. 
one of the most 
proache Ss to 
that is expense 


rather than on pronts 


a bonus plan 1s the type 
based on control 
Expenses are 
analyzed and a “‘bogey”’ is established 

any betterment of the expense fac 
tor (related to 


a bonus payment 


volume) results in 


If labor turnover is high, there 


must be a reason. Management can 
explain it away by saying that it is 
symptomatic of the times or it can 
the 


recognize 


facts. 


the problem and get 


The second principle states that 


management should obtain the facts 


pertaining to the problem 


‘| he prob- 


lem of getting has been the 


tacts 


subject of our current articles—how 
the volume of perform 
proce lures to be followed and 


work load distribution 


ance, 
Here again 


we come face to face with objectivity 
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The sensational Kodak Verifax 
Printer—distributed nationally by 
Recordak—lets you make 3 copies 
of a letter in 1 minute for less 
than 4¢ each. 
A revolutionary discovery makes this 
speed and economy possible. You copy 
your office records on non-sensitized 
paper—instead of specially treated 
papers; and you get 3 or more copies 
—instead of one - from each sheet of 
Verifax matrix paper. Also, you ex- 
pose your original only once! 
Anyone in your office can operate 
the Verifax Printer after a few min- 
utes’ instruction. And under your 
present room lighting—another plus. 
Your savings in retyping costs alone 
will soon exceed the surprisingly low 
price —$240. 


copying saves 


wherever there’s paper work 


... see for yourself without the slightest 
obligation. Prompt service from any one 
of Recordak’s 29 offices. 


r—- MAIL COUPON TODAY - 


Recordak Corporation 
(Subsidiary of Eastman 
Kodak Company) 

444 Madison Avenue 
New York 22, N. Y. 
Gentlemen: Please send me free Verifax 
folder and address of nearest Recordak office. 
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Objectivity—Continued 


inasmuch as facts are often hard to 
get—we may look only for those 
items which verify a preconceived 
conclusion. There are some who will 
not admit an error or who will not 
change, much like the executive who 
did the crossword puzzle in ink. 

The third principle deals with the 
classification and analysis of facts. 
Facts alone are insufficient data for 
dealing with a problem. Facts must 
be interpreted before their clinical 
value can be established. John Jones, 
an employee, is habitually late. That 
is a fact because the attendance 
record indicates this condition. The 
record also indicates that other em- 
ployees in Department “‘A” are late. 
That is another fact. It also indicates 
that absenteeism in Department “A’”’ 
| is 25% greater than in other depart- 
|ments. That is another fact. An 
analysis of absenteeism and tardiness 
by departments will indicate that 
something is wrong in Department 
“A”. Further investigation will dis- 
close the cause. This leads us to the 
fourth principle of scientific manage- 
ment. 





Develop a solution to the problem 

| as indicated by the interpretation of 
facts. In the case of Department 

| “A”, having the supervisor set an 
| example of punctuality and regular- 
| ity of attendance will go a long way 
|toward solving the problem. We 
make an observation at this time 

| which indicates that the immediate 
| supervisor, the person who is directly 
in charge of an operation, sets the 

| pace in respect to the attitude of the 
| employees. Employees reflect the at- 
titude and conduct of their super- 

visors. Show us a department where 

|carelessness, lethargy and poor 
| attendance are common, and we will 
show you a supervisor who is not 

| doing his job as fully as it should 
| be done. We are not on a soap box, 
| but we do wish we could make the 
point concerning the importance of 

| sound supervision a little clearer to 
| management. Perhaps top-manage- 
| ment has not made the supervisor 
feel his own importance; hence, he 

doesn’t see his opportunity for serv- 

ice. 

| After a solution has been de- 
| veloped, test it and then apply it 
| Changes ordinarily should be made 
| with care. Employees are fearful of 


change because it means taking away 
or discontinuing something with 
which they are familiar and substi- 
tuting something about which they 
know little, if anything. One excel- 
lent way to introduce a change is to 
first fuly explain the change and 
train the employees in the new 
method. We rarely fear that which 
we understand and what we don't 
fear, will be accepted. Introducing 
a change, whether it be one of pro- 
cedure, policy, location or personnel, 
requires finesse and patience. 


Communications 


One of the heartening things about 
today’s progress in management is 
the advance made in the techniques 
(as well as opportunities) of com- 
munications. The method of com- 
munication is not nearly so important 
as the area of communication and the 
direction. If communication is di- 
rected downward, and if there is a 
conscious effort to keep the em- 
ployees informed—the esprit de 
corps will improve materially. Com- 
munications can be inspirational, 
factual and suggestive. Inspirational 
communications may deal with doing 
a better job, improving service, and 
general motivation. Factual commu- 
nications may deal with business 
conditions, operating data and inter- 
esting bits about the company. The 
communications dealing with sugges- 
tions may be such that management 
problems are exposed for employee 
discussion. There is no general 
agreement on how far management 
should go in keeping the employees 
well-informed, but there is agree- 
ment that a well-informed employee 
is a better employee. 

Objectivity recognizes that the 
end-result of scientific management 
is to increase production, decrease 
cost and increase satisfaction. 

The last principle of scientific 
management recognizes that any 
solution, once applied, must be ad- 
justed and changed in order to meet 
changing conditions. Business and 
industry are essentially dynamic 
operations. subject to change as 
economic conditions change; how- 
ever, procedures and practices tend 
to become static and stagnant. We 
recommend periodic studies of pro- 
cedures, forms and reports, working 
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For lowest 
per-picture cost 


---use the microfilmer that fits 
your requirements 


No question about getting your pictures 


at lowest cost when you go to Recordak. 


For Recordak, you see, has 6 different types of 
microfilmers designed for all requirements, all 
budgets. Thus, you never have to pay for features 
or refinements which can’t be used profitably 


In vou! operation, 


If, for example, a Recordak Junior Microfilmer, 
priced as low as $450, will do your job best 


we'll tell you so. That’s how we've built our 


Recordak Triplex Microfilmer, one of 6 models 


designed for copying oflice-size records. 


business through the years. And it’s one of the 
Recordak 


have been getting more for their microfilming 


important reasons W hy customers 


dollar right along. 


So if you want to take 500 ple tures a day or 
25,000 get in touch with Recordak now. You'll 
find a microfilmer that’s just right for you... 
and you can buy or rent it at surprisingly low cost. 
Recordak Corporation (Subsidiary of Eastman 
Kodak Company) , 444 Madison Avenue, New 
York 22, N. Y. 


““Recordak’’ is a trade-mark 
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(Subsidiary of Eastman Kodak Company) 
originator of modern microfilming—and its application to insurance routines 





BOOKLETS 


P165—The Mystery of the Hidden 
Costs 


Probably even today, the wood-coated 
pencil is still the most practical and efficient 
writing instrument. However it must be kept 
sharpened for full efficiency and a survey 
has shown that improper pencil sharpener 
placement can cost thousands of dollars a 
year. This cost represents filing, dictation, 
typing and bookkeeping time lost from a 
company's over-all efficiency. 


P166—Mailing Machine Handbook 


This 64-page booklet includes over seventy 
photographs, charts and diagrams and con- 
tains information of interest to both man- 
agement and mailing room personnel. Man- 
agement will find sections on production 
norms, floor-space planning and operator 
training of value in administering the mail- 
ing program to get the most from mechan- 
ization. Machine operators will find the book 
useful in the fields of setting-up procedures, 
standard operating practices, approved in- 
spection, lubrication, maintenance and 
trouble-shooting methods. A separate lubrica- 
tion chart, included with the handbook, may 
be hung on the wall for frequent reference. 


P167—J. J. Letterhead, Salesman 


In all probability a business letterhead is 
seen by more actual and potential customers 
than any other salesman on the payroll. It 
is therefore, of the utmost importance that 
it clearly and effectively present the true 
worth of the organization it represents. This 
booklet sets forth certain tests to which every 
executive can put his current stationery. 
Included are samples of stationery designed 
and printed for various types of business 
organizations throughout the country. 
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Objectivity—from page 56 


conditions, and personnel just in 
order to prevent the perpetuation of 
a task because ‘we have done it that 
way.” 


An Expense Unit 

the office is an “expense” unit, 
making no profit, but making a direct 
contribution to profit potential de- 
pending upon the element of control 
exercised Over its operations. A 
well-informed management,  cur- 
rently up to date as to operating 
conditions is a management which 
is equipped to deal with business 
problems. 

That raises an interesting question 
“what constitutes a well-in- 
formed management?’ As we have 
written many times before, unless 
control 


as to 


is exercised over manage- 
ment reports, they (management ) 
will be deluged with reports and 
reading materials. Many of my 
acquaintances carry home brief cases 
iull of reading materials including 
trade reports, financial statements 
and business data. In our opinion 
(generalized ), a well-informed man- 
agement should receive the follow- 
ing: 

1. Budget report showing anticipated 
business to be done (estimate) 
broken down by months, for one 
year in advance, including gross in- 
come, expenses and costs, net profits. 
A statement of cash available or 
required should be included. 

1.1 Monthly comparisons of actual 
vs. estimated results for net income 
and available cash with explanations 
of major variations. 

2. Monthly operating reports includ- 
ing statement of income and expense, 
balance sheet and such supporting 
schedules as management may re- 
quire. 

3. Monthly statement of personnel 
statistics including: 

3.1 Number of employees hired and 
source of recruitment. 

3.2 Number of severances and cause 
of severance, 

.3 Statement of salary changes. 

4 Labor turnover analysis. 

.5 Statement of suggestions received 
from employees for operations im- 
provement. 

4. Office performance statistics 

+.1 An index of performance should 
be established (called a production 
index unit) the measurement of 


> 
) 
> 
J 
2 
d 


which should give some indication of 
volume of work performed in the 
office. Policies written, — letters 
written, handled, vouchers 
written—these are but a few of the 
routines which can be used as a 
production index. 

5. Periodic control reports 

5.1 Study of all forms, reports and 
records every two years so as to 
ascertain if any can be eliminated. 
5.2 Work distribution load study to 
be made once each year. 

5.3 Job analysis (make this study 
once and then keep it up to date by 
recording changes ). 

5.4 Study of office arrangement. 
Be Study of flow of work. This 
should be restudied whenever a 
change in procedure is made. 

5.6 Study of methods—report to be 
made initially showing analysis of 
present methods and recheck when- 


claims 


ever a change is made. 

6. Current trade and business period- 
icals 

6.1 Management should select one 
or two top trade journals dealing 
with their type of business. They 
should also select one or two good 
periodicals dealing 
with business in general, i.e., 
nomic, financial and political sum- 
maries. 


magazines or 


eco- 


Selective Reading 


The point we are making here is 
that except for pleasure and relaxa- 
tion, management should be selective 
in choosing reading material. Many 
executives are taking courses in 
increase 
their effectiveness in speed and com- 
prehension. The managements of 
smaller companies obviously need 
fewer reports than in the larger 
offices because in smaller companies 
there is a closer contact between 
management and the Size 
alone brings operating details into 
the close focus of management. 

In this day of pressure, increasing 
demands and increasing costs, “facts” 
become submerged in detail and ob 
jectivity more difficult. 
Physical exams are intended to dis 
cover and correct symptoms before 
serious illnesses set in—there is an 
understandable comparison to sur- 
veys of the office which produce facts 
whereby maladjustments are noted 
and corrected. 


“speed reading” so as to 


office. 


becomes 
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25% SAVINGS ON 
FILING, FINDING COST! 


Reports are still coming in from in- 
surance agents and other enthusi- 
astic users of our new Redi-File 
folders. They tell of a 25% savings 
in filing and finding assured’s folders 
and other records. Many have re- 
ferred to Redi-File folders in Rem- 
ington Rand Safe-Files as the most 
efficient system yet devised. 














New LOW-COST machine 
mechanizes bookkeeping without pain 


The transition from manual in- ment, accounts receivable ledger, 





There are good reasons for this 
wide acceptance. Redi-File Folders 
and Guides can’t sag or slump. 
They’re hung on a simple Redi-File 
suspension frame which is slipped 
into any standard size file drawer. 
The folders are always in an upright 
position, held so by their own weight. 
They are easily inserted or removed 
without disturbing adjacent ma- 
terial in the file. 

Get the full story on these new 
type folders which tend to improve 
employee relations... and pay daily 
dividends in faster, more accurate, 
trouble-free filing. Ask for LBV599. 


surance agency accounting to ma- 
chine methods can now be made with 
almost no “adjustment period’’. Your 
present staff, familiar with your 
methods can quickly produce neat, 
accurate records on the new Rem- 
ington Rand LOW-COST bookkeep- 
ing machine. There’s no forcing of 
your system to fit the machine... no 
specialized training in machine oper- 
ation needed. 

The results of mechanizing this 
inexpensive way will make you 
wonder how you ever got along with 
old-fashioned manual methods! One 
posting completes all entries to state- 





account current and policy register. 
You save valuable clerical time and 
eliminate transcription errors. Rec- 
ords are in perfect agreement with 
automatically computed balances 
and mechanical proof of posting. 
The daily extended balance and auto- 
matically accumulated journal totals 
provide a constant source of wp-to- 
the-minute information. And you 
can get statements out immediately 
without month-end peak loads. 

You owe it to yourself to investi- 
gate this new way of streamlining 
your agency bookkeeping. See your 
local Remington Rand representa- 
tive or send for special insurance 
agency folder AB&22. 


Visible Tip Folders for prompt follow-up action 


It’s almost impossible to miss a follow-up date when you use Kardlok 
Visible Tip Follow-up Folders. Unpaid statements and expiring policies 
fairly scream for attention. And all you have to know is today’s date. These 
folders are made of tough, lasting Remcraft stock ...and can be used again 
and again. The visible index label shows you what records are inside the 
folder. The Kardlok colored signal locks into position, flashes next due-date 
for fast action. 

You save time and money because you no longer need a separate follow- 
up card system, or special follow-up files. All records relating to the assured 
may be kept in one place. Let us send you a sample Kardlok Follow-up 
Folder, plus a 12-page booklet on good filing practices. Circle LBV567 and 
Cat. #50932KL on the coupon. 


Remington. Bland 
Room 1646, 315 Fourth Ave., New York 10 
Yes, I'd like the literature circled. 

LBV599 

LBV567 


CAT. 50932KL 
AB822 
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How to Sit! 


form and the printed page. We find 
that at first people only shake their 
heads, but after constant indoctrina 
tion they also begin to straighten 
their their 
shoulders. 

But 
trouble 


backs and throw back 
about the seat of the 
the chairs 


upon which America’s tens of mil 


what 
army of 


lions of workers now spend about 
70% 


fact, what about the seating at your 


of their working hours? In 


place? 

| think after you make a circuit of 
your executive offices, your produc- 
tion department, your mail room and 
the secretarial pool, you'll be amazed 
at the vast and motley aggregation 
of outdated chairs vou have managed 
to accumulate over the past three or 
five or twenty vears—huge over 
stuffed arm chairs big enough to seat 
a hippopotamus, wizened-up 
swivel chairs that crowd the hips 
and worry 


tiny 


the back, weak-kneed 
camp or folding chairs you intended 
to replace back in "43, chairs without 
runners, without 


cushions, 


without 
without 


screws, 
and sometimes 
legs. 

And all this is particularly odd 
when you consider the rest of the of- 
fice—the scientifically designed fluo- 
rescent lighting, the recently serviced 
brand-new model typewriters with 
their all-aluminum easily maneuver- 
able tables, and the fantastically com- 
plex up-to-date intercommunication 
systems. Yet, somehow or other, the 
chairs seem to go on forever! 


Is it Worth While? 


Would it be worth your while to 


install modern seating in your office ? 
Would it pay its way in extra work 
and uplifted morale or is it simply 
another expense you can just as well 
do without ? 


Well, here’s what happened in a 
well-known department store some 
vears The 
ployed about one hundred girls in 
clerical positions and tried to make 
working conditions as pleasant and 
comfortable as 


ago. management em 


possible including 
modern equipment, good lighting, an 
attractive lounge, a company cafe- 
teria, and even a battery of ping-pong 
tables. Yet 


inordinate 


somehow or other an 


number of errors crept 


60 


into the girls’ work, despite a whole 
series of campaigns to impress them 
with the importance of accuracy. 

Then somebody suggested that the 
trouble might actually be physiolog- 
ical, and a prominent orthopedist was 
asked to look over the situation. He 
kept careful record of errors and 
output and noted that most of the 
difficulties occurred toward the end 
of the day when fatigue was highest. 

So the doctor’s attention shifted 
from the girls to the sagging, creak- 
ing, poorly built chairs that held 
them. At this point, he asked our 
company, to lend him one hundred 
clerical posture chairs, to see just 
what their effect might be on the 
incidence of errors. 


A Happy Ending 


The story has a happy ending. 
Within a few months, morale was 
up, mistakes were down, and as the 
manager later told me—it had to be 
the chairs, because by that time we 
had ruled everything else out. 

What should you look for in an 
office chair? I think there are three 
prime criteria : 

Height. The right chair should be 
high enough for you to place your 
feet squarely on the floor or cross 
one ankle in front of the other—an 
extremely restful position. 

Angle. Most swivel type chairs lean 
backward, press against the back of 
the knees, cut down circulation and 
induce general weariness. The seat 
of a well-designed chair does not 
lean—backward, forward or side- 
ways—but it is strictly parallel to 
the floor. 

Support. Almost the entire weight 
of the upper part of the body rests 
upon what the doctors call the sacro- 
lumbar region of the spinal column. 
Located immediately below the belt- 
level of the back it is right here that 
support is really needed, but con- 
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ventional chairs seldom provide it. 
Efficient posture chairs, on the other 
hand, bring welcome relief and have 
eliminated many an aching back. 

If these criteria of height, angle 
and support are to be observed, each 
chair must obviously be custom-fitted 
to its user, because office workers 
tend to vary in height from four to 
seven feet; in weight, from eighty 
to four hundred pounds. 

The answer is a thoroughly trained 
seating specialist who not only ad- 
justs the chair’s height, its back, its 
arms and its tilt, but also instructs 
its user on just how to make sitting 
as comfortable an experience as pos- 
sible. He also reappears from time 
to time to check up on the chair and 
the man or woman who occupies it. 

This whole program may be sum- 
marized in the phrase “Posture 
Four”: (1) posture education, (2) 
the right chair, (3) individual fitting 
and (4) follow-up. 

This should not be thought of only 
in terms of secretaries and file clerks. 
| hope by this time you have already 
begun to move around in the chair 
upon which you are now sitting and 
to ask yourself: Is it big enough? 
Is it high enough? Is it comfortable 
enough? Will it support me in the 
manner to which I should be accus- 
tomed ? 

As insurance people, you and your 
office employees are “insured” of 
spending most of your working hours 
sitting down. I don’t see any reason 
why all of you shouldn't make thos’, 
hours as pleasant—and profitable 
as possible ! 


PENCIL CARBON 


NEW pen or pencil carbon paper 
Asta produces fresh copy that 
cannot be smudged has been an- 
nounced by the Burroughs Corpora- 
tion, which describes it as represent- 
ing the first basic change in formula 
and manufacture of pencil carbon in 
fifty years. The new carbon, called 
“Nu-Kote,” is being manufactured 
by a Burroughs’ subsidiary, Mittag 
& Volger. 

“This is an entirely new concept 
in the manufacture of carbon paper,” 
according to J. Alex Campbell, gen 
eral manager of machine supplies 
operation. “It is an extremely long 
wearing, brilliant writing and im- 
proved manifolding carbon paper.” 


Best’s Fire and Casualty News 




















oS 
RN FRR PANNE 


ROM the viewpoint of a cer 

tified public accountant, the 

annual financial statement of 
an insurance company presents many 
items on bases considerably at vari- 
ance with those considered acceptable 
for industrial and commercial com- 
panies. I believe that it is desirable 
for the insurance industry to con- 
sider seriously the adoption of some 
changes in presentation that would 


nearly in conformity with those of 


YA 


to day procedures. Certainly any 
major or fundamental change in pro- 
cedures must be considered in the 
light ot its effect upon the annual 
statement. 

To a certain extent insurance ac- 
counting practices are also governed 
by other statutory requirements and 
by written or unwritten state insur 
ance department regulations. Hence, 


oe 


4, 


re 


industrial and commercial companies © 


and still recognize statutory 
insurance business. 

In my opinion, these changes 
would produce financial reports that 


would: 


(1) Be more readily understood by § 
the general public. 
(2) 


3e more intelligible to investors. 


and © 
other requirements peculiar to the & 


THE 


bring its financial statements more 


ROG, 


ee eee 
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between and 


industrial or commercial accounting. 


Insurance accounting 


Just because the systems are different 
does not necessarily mean either one 
or the other is wrong. However, a 
more compatible handling of some 
items would tend to make the annual 
statement more understandable by 
those not in the insurance field 
While it is true that the statement 
js prepared primarily for those who 
ully understand it, the accounting 
practices so dictated very often color 
ther financial reports released to the 
yeneral public, 

Basically, the approach of the pro 
essional accountant and most other 


Mndustries differs from that of the 


ANNUAL 


(3) Facilitate analysis by directors © 


not entirely familiar with the in-§ 


i aS1s, 


* senting financial statements on a 


+ :; 
Pansurance business in that they pre 


Meent statements on a going concern 
: whereas, the in 
lustry leans strongly toward pre 


insurance 


Seiquidating basis. Thus, the annual 


mtatement is primarily concerned 
* 


dustry. @with the financial condition of the 


(4) Present a more realistic state- and endeavors to 


ment of the company’s financial con 
dition. 


e alien entity 
show only those assets which have a 


Serealizable value and, therefore, can 


I realize, of course, that the annual & 
statement even in its present form § 


is rich in tradition and custom. 
has well over the 
during which the industry 
thrived and prospered. 
even industries do not 
stand still; therefore, if we agree that 
some changes are desirable, the ques- 
tion then arises as to how to imple- 
ment them, as agreement within the 
industry is not the sole requirement 


served 


successful 


for such a move. 

It will be necessary to keep in 
mind the actual and implied require 
of the annual statement. It 
has been said that this report is the 
bible. 
gardless of whether this is an accu- 
rate statement, the requirements of 
the annual statement play an im 
portant part in determining our day 


ments 


insurance accountant’s Re 


For June, 1954 


it @ 
decades § 

has & 
However, © 


JOSEPH R. GLENNON 
Insurance Consultant 
Peat, Marwick, Mitchell & Co. | 


any proposed changes would have to 
take these factors into consideration. 
Very often the regulations are as 
important as the actual code require 
ments. For example, we need only 
to recall that in almost all states the 
now famous Uniform Accounting 
Regulations were made effective not 
by the enactment of a law but by a 
departmental regulation. 

Many words have been spoken and 
written on the differences that exist 


en eke 


Be used to liquidate the liabilities 


ee There is little concern with the state- 


nent of underwriting results except 
o include in it, with some excep- 


‘urred in adjusting the statement of 
Scondition to a “statutory” basis. This 
fas a tendency to make the under 


vriting statement meaningless, by 
without 
a lot of analysis and interpretation. 

On the other hand, public account 


ants and 


isual accounting standards, 


industry in general are just 
as concerned with the income account 
as with the financial statement. Thus, 
it takes pains to attempt to match 
income with the expenses that have 
contributed to the production of that 
income, This is not so in the insur 
ance industry. A simple example is 
that of writing off underwriting ex 


ea 








ex you buy that with every 
order placed with R & S for 
insurance printing. Insur- 
ance that your policies, rate 
manuals, endorsements, office 
forms, etc., will be quality- 
produced to your specifica- 
tions and delivered on time. 


This “insurance” is backed 
by years of serving insurance 
companies large and small — 
we talk your language. Will 


you talk with an R & S repre- 
sentative? A call or note will 
arrange an appointment, and 
remember, our prices are 
competitive too! 


PUNCHED CARD 
TABULATION 


the Statistical Division of R & S is 
highly skilled and fully equipped 
to give you rapid, correct figures 
and reports on any phase of your 
operation you may require. We'd 
like to send you our booklet, it’s 
free. 


100 Sixth Ave., New York 13, N.Y. 
223 W. Jackson Bivd., Chicago 6, Ill. 
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The Annual Statement—Continued 


penses as they are incurred rather 
than as they apply to the premiums 
which they produced as they are 
Also, the professional ac- 
countant, and industry in general, 
follows the practice of accounting for 
all costs either as assets or expenses 
dependent on the way they are used 
in the production of income. Charges 
which are incurred for the benefit 
of future income are written off as 
they apply to the income which they 
helped to produce. Automobiles, 
furniture and fixtures, and other 
such items are shown as assets and 
are written off as the operations 
profit from their use. The use of 
buildings as measured by deprecia- 
tion, is allocated to operations on a 
consistent basis over the life of the 
property. These in general are some 
of the differences which a public 
accountant sees in looking at finan- 
cial statements of insurance 
panies. 


com- 


Major Differences 


Now, let us take a look at the 
statement of assets and liabilities and 
underwriting as they appear in the 
annual statement and see what some 
of the more important ways are in 
which they differ from the generally 
accepted practices of presentation 
outside of the insurance industry. 
(1) Non-ledger and non-admitted 
assets and liabilities : 

a. Some non-admitted items prob- 
ably are inevitable due to statutory 


| regulation of investments, etc. Others 


could be eliminated by a change from 
the liquidation to the going-concern 
concept in the preparation of the 
annual statement. 

b. Two of the largest non-ledger as- 
sets involve investments—the excess 
of market values over book values of 
stocks and accrued interest. If the 
annual statement is prepared on the 
basis of the cost of the stocks, with 
market values shown as a footnote, 
it would be more nearly in line with 
statements prepared by other in- 
dustries and be more conservative. 
Also, large changes in surplus due 
to unrealized capital gains would be 
avoided. As far as I know, there is 
no reason why accrued interest 
should not be controlled by a ledger 
account, 


c. Fortunately, the change in l*ederal 
income tax requirements a few years 
ago facilitated the removal of the 
taboo on ledger liabilities. Since that 
time more and more liabilities have 
been handled in a similar manner, 
but much remains to be accomplished 
in this regard. 

d. After years of hearing arguments 
pro and con, | am still not convinced 
that loss reserves and unearned pre- 
miums cannot be handled as ledger 
liabilities. During the last year or so 
I have heard of several companies 
who do handle their loss reserves in 
this manner. 

2) Valuation of investments in af- 
The 
National 
Insurance Commis 
sioners’ security valuation rule on 
this investment, coupled with the 
lack of an acceptable standard prac 
tice, results in widely varying 
methods of presentation in the an- 
nual statement, not only from com- 
pany to company but from year to 
year by the same company. 


filiated insurance companies: 
permissive nature of the 
Association of 


(3) Realized vs. unrealized capital 
gains: A definition of either or both 
of these terms would clarify the un- 
certainty that exists in the minds of 
many, There is a possibility that a 
start was made during the recent 
Blanks Committee meeting in New 
York. 

(4) Depreciation—home office and 
investment real estate: In some cases 
depreciation as shown in the annual 
statement does not conform to the 
commonly accepted meaning of this 
term, as it contains charges that 
should be shown as decreases by ad- 
justment. In other cases an inade- 
quate rate is used, primarily because 
it affects home office rent. 

(5) Agents’ balances: 

a. The arbitrary ninety-day rule vio- 
lates basic accounting principles and 
does not conform to practices fol- 
lowed by other industries. It prob- 
ably tends to penalize agency com- 
panies more than direct writers. 

b. There seems to be no uniformity 
in the methods used in ageing these 
accounts. The Insurance Accounting 
and Statistical Association some 
years ago made a study of the prob- 
lem which, as I recall, indicated that 
there was no uniformity even among 
insurance examiners. 

c. It has been suggested that the net 
cost of accounts charged off should 


Best’s Fire and Casualty News 


























be shown as an underwriting cost 
rather than as a miscellaneous item 
on page 4 of the annual statement. 
d. One of the strangest and most 
unusual practices that exist is the 
“Accounts Current” system still in 
use by many companies. It seems to 
me this system needlessly compli- 
cates the accounting for this asset 
and it is expensive, 

e. Normal accounting practice re- 
quires that credit balances be shown 
as a liability and not deducted from 
the debit balances. The “net” pres- 
entation currently used probably is 
a part of the former taboo on ledger 
liabilities. The deduction of reinsur- 
ance premium balances payable from 
the net agent’s balances is also con- 
trary to generally accepted commer- 
cial and industrial accounting prin- 
ciples. 

(6) Furniture, equipment, and auto- 
mobiles: The requirement that these 
assets be deducted in determining a 
company’s surplus as regards policy- 
holders is rather unrealistic and in 
some cases results in careless han- 
dling of these accounts. 


(7) “Round amount” reserves : The 
use of round amounts in establishing 
the reserves for expenses, taxes, and 
certain other liabilities has a tendency 
to raise a question in the mind of a 
reader as to the accuracy of such 
reserves. Along these same lines, the 
use of the same or substantially the 
same amount for these reserves in 
successive years would seem to be 
a questionable practice, particularly 
where changes in premium volume 
require appropriate adjustment of 
these reserves. 

(8) Equity in the unearned premium 
reserve: During the past few years, 
when premium volume has been in- 
creasing rapidly, this historic distor- 
tion has received considerable atten- 
tion. A partial solution to the 
problem has been found in the de- 
velopment of automobile policies 
with a six-month term and annual 
renewal or installment premium fire 
policies. However, the basic problem 
still exists. 

(9) Dividends to policyholders 
mutual and participation stock fire 
and casualty companies : 

a. For many years some have felt 
that a realistic handling of dividends 
to policyholders, in most cases, would 
require that they be shown as a de- 
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duction from premiums rather than 
as a surplus entry. 

b. There is no acceptable minimum 
requirement for the reserve for divi- 
dends. The method used varies from 
company to company and there is a 
fundamental difference between the 
fire and casualty companies and the 
life companies 
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(10) Contingency reserves: 
This is one of the most abused 
terms the 


now in use in annual 


statements. 
b. In many instances there 1s no real 
difference between the reserves 
shown above and below the line. 
c. In many cases these reserves are 
used for purposes other than as a 
measure of a contingent liability of 
the company or as an evaluation 
reserve against a specific asset. 
d. Until recently the security valua 
tion reserve in many _ statements 
could be placed in this category. 
Even today, in many fire and cas- 
ualty statements, it constitutes at 
best only a reservation of surplus 
and should be shown below the line. 
Some of the confusion that exists 
in the mind of the general public 
(and perhaps to a certain extent in 
the insurance field ) may be traced to 
the lack of “generally accepted insur- 
ance accounting principles and prac- 
tices.” To a certain extent this may 
be due to inadequate authoritative 
text material and, in the past at least, 
to the lack of insurance 
accounting courses in most of our 
colleges and universities. The former 
imay be answered at least in part by 
the forthcoming IASA Fire and 
Casualty Volume and by the text 
hooks now being prepared by the 
New York Insurance Department. 


“recognized” 


Clarification of the meaning of the 
term “generally accepted accounting 
principles” may be found in the fol- 
lowing excerpts taken from the re- 
cently published “* 
umé of Accounting 
Bulletins” by the 

f Accountants : 


Review and Reés- 
Terminology 


American Institute 


“16, Dictionaries agree 
least three orders of definitions of 
principle The third is: a gen- 
eral law or rule adopted or professed 
as a guide to action; a settled ground 
or basis of conduct or practice * * *. 
17. This third definition 
nearest to describing what most ac 
countants * * 
principle. 


in giving at 


comes 
mean by the word 
Initially, 
ulates are derived from experience 
and reason; after postulates so de- 
rived have proved useful, they be 
come accepted as principles of ac 
counting. When the acceptance is 
sufficiently widespread, they 
a part of the “generally 

accounting principles” 


accounting post- 


become 
accepted 
which consti- 


tute for accountants the canons of 
their art. * * * 

18. Care should be taken to make 
it clear that, as applied to accounting 
practice, the word principle does not 
connote a rule from which there can 
be no deviation. An accounting 
principle is not a principle in the 
sense that it admits of no conflict 
with other principles. In many cases 
the which of several 
partially relevant principles has de- 
termining applicability.” 

The American Institute of Ac- 
countants the practice of 
issuing periodic bulletins on specific 
problems as they arise. Where ap- 
plicable, the rules set forth in these 
bulletins become “generally ac- 
cepted” standards and hence must be 
followed by all its members or, if 
not followed, such individual mem- 
bers must accept responsibility for 
deviation therefrom. Some 
system might be adopted by 
insurance industry. 


question is 


follows 


such 
the 
It would only 
he feasible as part of a well organized 
research program. It goes without 
saying that in many cases clearance 
with the appropriate NAIC commit- 
tee would have to be obtained before 
the bulletin could be issued. 
It has 
most 


been my 


reasonable 


experience that 
suggestions are 
eventually adopted by the NAIC and 
the departments. It is unreasonable 
to expect the departments to take the 
leadership in revisions primarily de- 
sired by insurance companies. 


ACCOUNTANTS AND 
STATISTICIANS MEET 


PPROXIMATELY one thousand rep- 
feet of the six hundred 
three member companies of the In- 
Accounting and Statistical 
\ssociation met in Dallas, Texas on 
Mav 3 to 5 for the association’s 
thirtyv-second annual conference. 
the opening general 
meeting was conducted 
ona workshop and study shop basis. 
The publication of the association’s 
textbook, “Insurance Accounting 
Fire and Casualty” was announced. 
This book, currently is available 
from The Spectator, 56th and Chest- 
nut Streets, Philadelphia, Pennsyl- 


surance 


Except for 
session the 


vania. 

New officers and directors elected 
by the association will be found listed 
in the “Association Notes” section. 
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OFFICE WORK TESTS 
FOR BEGINNERS 


microfilm predictions ee ee 


DVANCES in microfilming tech- 
ee may someday bring into 
common use a vest-pocket micro 
filmer and a microfilm telephone 
book about the size of a cigarette 
some of the future 
possibilities suggested by George L. 
McCarthy, chairman of the board of 


Recordak Corporation, a subsidiary 


case. These are 


and 
the inventor of modern microfilming. 

Mr. McCarthy invented and built 
the first commercial microfilmer in 
New York bank 


in the middle twenties as a means of 


of Eastman Kodak Company 


the basement of a 


protecting his bank against check 
frauds common in those days. [Later 
Mr. McCarthy left the bank to head 
up the microfilming subsidiary es- 
tablished by Kodak. 

“The time cannot be too far dis 
tant,” Mr. McCarthy says, “when 
individual telephone directories may 
be distributed in microfilm form for 
enlargement in a film reader built 
into the telephone instrument. If 
this a remote possibility, | 
should like to recall that a short time 
ago in New York a kitchen-of-to- 
morrow exhibit displayed an electric 
range containing its own, built-in 
film reader for projecting images of 


seems 


microfilmed recipes on a_ self-con- 
tained screen 

“Tf one look at all of the 
photography as a form of microfilm- 
ing, which it is in the sense that a 
vest-pocket camera can reduce the 
huge bulk of a mountain, a sky- 


can 
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scraper, or a huge ocean liner down 
to 35 mm film, then it does not seem 
unreasonable that the future should 
produce a pocket-size microfilmer.” 

“Probably the most spectacular 
advances which loom upon the hori- 
zon,” Mr. McCarthy notes, “involve 
the combination of microfilming 
with electronic machines of super- 
human efficiency and speed. 

“In this connection there is every 
reason to suppose that just as the 
mechanical tabulating systems of to- 
day will be superseded by electronic 
tabulation, the paper medium of the 
present-day tabulating system will 
also be superseded by coded micro- 
filming reels for implementing the 
speed of these almost incredible crea- 
tions of the electronic age, now on 
the threshold of general usage.” 

The public is not generally aware 
of the many ways the records of the 
individual are already maintained on 
microfilm, Mr. McCarthy reveals. 
Birth certificates, bank statements, 
department store bills, milk bills, 
drug store prescriptions, laundry 
bills, Social Security records, income 
tax returns, insurance _ policies, 
census records, library cards, titles 
to property, and airline 
tickets, and the daily paper are 
among the many items now involved 
with microfilm at some stage of their 
production or preservation. 


railway 














The _ Sy _ 
F-E_BeeLine 











FILING EQUIPMENT BUREAU 


INCORPORATED 


27 Melcher Street, Boston 
NEW YORK 





10, Mass 


ion. lien. Vere) 





workers about to enter busi- 
ness and industry when school terms 
end this spring, employers are faced 
with the big problem of determining 
the skill qualifications of these young 
people. To meet the need, the Na- 
tional Office Management Associa- 
tion, in conjunction with the United 
Business Education Association, has 
made available a complete series ot 
specially designed tests for deter- 
mining the ability and skill of poten- 
tial beginner office workers. 

Part of a non-profit service to any 
business firm which cares to use 
them, the tests are said to be among 
the most reasonably priced, as well 
as the most reliable office skill tests 
available. 

The National Business Entrance 
Tests determine ability of job ap- 
plicants to perform sustained work 
of the type actually required on the 
job. Separate tests are available to 
measure skill in stenography, type- 
writing, bookkeeping, calculating 
machine operation, and general office 
clerical work. 

A companion test is also available 
covering business fundamentals and 
general information. The sponsor- 
ing groups recommend that each ex- 
aminee who takes one or more of the 
specific skill tests should also take 
the business fundamentals test. 

Three different series of the tests 
are now available: the Long Form 
General Testing and Screening 
Series (for business or school use), 
the Short Form Testing Series (for 
business use in testing stenography 
or typewriting only) and the Official 
Test Center Testing Series (for use 
only in centers set up under the au- 
thority of the NOMA-UBEA joint 
committee ). 

30th the Long Form and Short 
Form series are available at $.50 per 
test, or in sets of six tests for $2. 
Quantities of twenty-five tests, alike 
or assorted, are provided at $5. 

An eight-page booklet describing 
in detail all three of the National 
Business Entrance Test series is 
available on request. Write to the 
Joint Committee on Tests, 132 West 
Chelten Avenue, Philadelphia 44, 
Pa. 
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Walional Accounting Machines 
slash accounting costs... 


eliminate overtime...simplify pay roll work. 


There’s a good reason why more and 
more insurance companies are chang- 
ing to a modern National System for 
accounting, payroll and record keep- 
ing. National Accounting Machines 
have proved to be profit-building 
time and money savers in many dif- 
ferent bookkeeping and accounting 
operations of the insurance business. 

As an example, the National Class 
142 Accounting Machine handles 
every conceivable type of payroll de- 
duction, check writing and accounting. 
Equipped with the new Automatic 
Tax Computer, it computes variable 
tax deductions instantly and provides 
many other plus features, such as: 


THE NATIONAL CASH REGISTER COMPANY, pvayron 9, onto 


automatic control of Federal Insur- 
ance Contribution deduction limit... 
4 to-date balances of Earnings and 
Deductions... 50 totals— 46 available 
for direct analysis and distribution. 

In policy handling, the National 
Class 31 Accounting Machine, with 
its built-in electric typewriter, is 
especially useful in providing com- 
plete information. It is not unusual 
for a single National 31 to handle 
such diversified operations as: dis- 
bursements and cash receipts, agents’ 
and brokers’ accounting, agency 
accounting, reinsurance, and distribu- 
tion. An added advantage of all 
Nationals is the fact they do not 
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require especially trained operators. 

In Fire and Casualty Insurance, as 
in other forms of insurance, Nationals 
soon pay for themselves out of what 
they save—then go on, year after 
year, returning a handsome profit. 
Why not have the National repre- 
sentative show you how much you 
can save with National’s exclusive 
combination of features. You can get 
his number from the yellow pages of 
your phone book. 
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THE HUMAN ELEMENT 


me  .  fremle engineering of ma- 
hines has made vast strides 
forward, the management of the hu 
‘ment in production 
behind,” A. M 
iberty 
told a 
Industrial 


has 
Wilson, 
Mu- 


r¢- 


man hk 
lagged far 
underwriting manager, | 
tual 
cent conference of 


Viedi \ssocia 
“\Vhen vou 


of money spent to protect 


Insurance Company, 
the 


tion 


unount 
material 
and 
but 


consider the 


assets Ol 

equipment, which represents 
the creation of 
this the 


t the human 


ealth, and compart with 


money spent to prote 
assets whi 
in tl 
clusion 
see the 
Mr. Wilson 


individual is as mu 


represent /0% to 80% 


le production of wealth, the con- 


is warranted that we cannot 
Is because of the 


stated. “Health of 


trees,” 
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of making 


WOO 


h part 


a profit out of productive enterprise 


as is industrial safety 
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large segment of industrial manage 
ment to spend even a few dollars in 
a constructive health maintenance 
program,” Mr. Wilson continued. 
Employers, who have spent thou- 
sands of dollars in programs 
and have seen their costs for com- 


safety 


pensation losses lowered many times 
the cost of the safety programs, enter 
into employee group insurance plans, 
under which year after the 
limits of coverage are extended, the 
broadened and the loss ra- 
The result is an ever 
increasing reward for sickness, and 
a penalty for health. Why not rally 
behind prevention of loss, as is done 
prevention, preven- 
interruption 
theft prevention, and accident 


\ ear 


coverage 
tios increased. 


in fire 
tion, 
tion, 


damage 
business preven- 
prevention 2” 

Mr. Wilson coneluded, “We will 
crumble the financial structure of 
industry. by “attempting to impose 
upon it an ever increasing cost for 
The practice of spend- 
ing thousands of dollars in industry 
for cure, without concentrating every 
known tool of just 
doesn’t make sense.” 
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MORE JOB SEEKERS 


HILE the unemployment pic 
Wie is still an optimistic one 
in terms of national prosperity, it 
does leave room for a more critical 
look at employees as regards their 
job potential and work 
reports Industrial Psychology, Inc., 
psychological research organization. 


efficiency, 


Turnover figures show that it 
minimum of $300 to 
train and then lose 
clerical or factory 
investment in the 
not include 
cost, employment compensation cost, 
slow-down in production, etc. It 
the right 
predictions in the hiring procedure. 
Surveys also indicate that about one 
out of four workers is a 
marginal performer—the company 
is fortunate if it breaks even, when 


costs a hire, 
a rank-and-file 
worker—-this is 
basic 


and 


employee, 


does replacement 


shows that it pays to make 


every 


the worker's productivity is balanced 


against his wages plus overhead. 
1941, 


Psychology 


Since Industrial 


companies 


reports 
; Sine:, 
not Leen in a favorable position to 
utilize scientific personnel — tech- 
niques. While tools have been avail 
able for prediction and control of 
emplovee behavior, 
have shied 
They have tended to hire applicants 
without reg 


have 


most companies 


away from their use. 
rard to their psychologi 
cal potential for the job, and thus 
hands but not efficient 
Much training money has 
been spent on new-hires who lacked 
the basic aptitudes even to learn the 
assignments, much perform 
efficiently. Many workers 
performance was sub-stand- 
ard were retained on the job, since 
replacements were hard to find. The 
duties of the personnel director were 
often 


to obtain 
workers. 


less 
them 
whose 


record-keeping in nature, 
rather than the assumption of his 
proper role of personnel administra- 
tion. 
The 


market 


present loosening of the labor 

will allow companies to 
sharpen their methods of employee 
selection. No longer is it necessary 
to hire the first applicant who ap- 
pears. Studies show that if the com- 
pany has three job openings in the 
junior clerk or semi-skilled worker 
area, a minimum of ten applicants 
should be screened before any hir- 
ing decisions are made, 
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or more than 100 
ill the trade mark 
of the ‘Hanover Fire" 
has been emblematic of 
unquestioned security to 
policyholders and a 
pledge of service to pro- 
ducers. It is a guarantee 
of strength and depend- 
ability—it is indicative 
of a spirit of fair dealing 
and friendly coopera- 
tion. 


Established on Hanover 
Square, New York City, 
in 1852, the company is 
a nationwide aggressive 
organization whose fa- 


cilities are always avail- 
able to further the best 
interests of its producers. 


You are cordially invited 
to avail yourself of these 
factors of sound security 
and specialized service 
by writing to: 


* 


THE HANOVER 
FIRE INSURANCE CO. 


OF NEW YORK 
Org. 1852 


* 


HOME OFFICE 
111 John Street, N. Y. 38, N. Y. 


WESTERN DEPARTMENT 
Insurance Exchange Bldg. 
Chicago 4, Illinois 
PACIFIC COAST DEPT. 
340 Pine Street 
San Francisco 4, Calif. 
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him confidence; and it will again 
bring the agency to the policy- 
holders’ attention. Just as an ex- 
ample to illustrate this point, an 
elderly man took in a_ partner 
(eleven years his junior) and gave 
him an interest in the agency with 
a share of the profits. The younger 
man analyzed the coverages of the 
present policyholders and recom- 
mended proper coverages where in- 
dicated. The first year the premium 
increase was $44,000—-a greater in- 
crease than the agency had experi- 
enced in any previous year and it 
more than covered the increased 
overhead. 

There seems to be a feeling in 
the agency business that there is a 
three vear “starvation period” be- 
fore an agency is established or a 
salesman is on a paying basis. This 
reasoning doesn’t seem to be sound 
because Allstate, State Farm, Farm 
Bureau and direct writers have their 
men on a_ self-sustaining basis in 
from two to six months. These com- 
panies have sales managers who 
assist the new men, keep them en- 
thused, give them leads in addition 
to their definite territories which 
have a sizeable amount of business 
already in force. Perhaps the prin- 
cipal reason for the success of the 
direct writing salesmen and the lack 
of success of the agency salesmen 
is “management.” A former direct 
writing salesman who is now in the 
agency business told us that he paid 
more income tax in his third year 
in the agency business than he drew 
in salary during his last year with 
the direct writer. This goes to show 
that there need not be a “starvation 
period” in the agency business. 
Business is where you find it. 

There also seems to be a fear 
that agents will train new men only 
to have them start in business for 
themselves, and take along their 
customers. This idea has no founda- 
tion in practice. It is a well known 
fact that special agents who are with 
companies cannot take ten percent 
of the business with them when they 
change companies. Direct writers 
lose salesmen as a result of better 
opportunities and better territories 
and they do not lose their business. 
We have’ rechecked — insurance 
agencies that we have sold during 


the past fifteen years and we have 
found that the new owner has not 
lost even ten percent of the business 
due to the change in ownership. One 
agency has increased a $50,000 an- 
nual premium income to $225,000 
in a three year period. 


If a salesman who is doing a good 
job is made to feel important and 
is adequately compensated for his 
services, he will not leave and start 
his own agency. This brings us 
down to the most important item of 
bringing a man into the local agency, 
i.e., “remuneration.” How shall he 
be paid? Many plans have been 
tried, all the way from. straight, 
commission, to straight salary, and 
various combinations of the two. 
Again it must be realized that men 
in the twenty-five to thirty year 
bracket have had approximately five 
years business experience and are 
not accustomed to the fluctuating 
income of a commission basis. They 
feel that if they have to start on a 
commission basis, they might as well 
start for themselves. This might 
be good in theory, but it doesn't 
work out in practice. The direct 
writers give their men a salary, and 
a bonus, and supervision. They need 
supervision most in order to earn the 
salary and the bonus. 


Salary and Security 


Most people have heard so much 
about security that they feel that 
“salary” and ‘ 
ymous. 


‘security are synon- 
lf they are paid a salary, 
what is the basis on which it should 
be computed? A good rule-of- 
thumb is 10% of the premium in- 
come. The average agency receives 
20% of the premium income. The 
agency has over-head and_ super- 
vision in addition to the salaries 
paid its salesmen. The agency ts 
obviously entitled to a profit for its 
services. Of course, the business 
helongs to the agency, but the sales- 
man is given credit for renewals and 
increases. Some agencies give their 
men a salary and a percentage on 
the new business which they write, 
while others give a salary and per- 
centage on new business with a 
smaller percentage on renewal busi- 
ness. This last plan is preferred by 
some on the theory that the salesman 
will service the existing business, as 
well as seek new business. 
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Perhaps one of the most satisfac- 
tory arrangements because it ade- 
quately compensates the salesmen as 
well as reduces turnover of salesmen 
and accounts is as follows: The 
salesmen are given drawing accounts 

one which their past records will 
justify plus a split commission on 
all their business. These men as a 
rule produce a minimum of $25,000. 
The accounts and any new business 
they secured become the business of 
the agency. New accounts are regis- 
tered in the salesman’s name and he 
gets full credit for all renewals and 
increases of these accounts. The 
agency splits the commission on a 
fifty-fifty basis and the salesmen’s 
drawing accounts are deducted from 
the commissions earned, with the 
balance being paid to the salesmen. 

Here is a typical example of how 
this plan works in practice. The 
salesman is assigned $25,000 of pre 
miums. It is assumed that he will 
produce $25,000 of new business. 
(The direct writers’ quotas are well 
above this). On this basis, the sales- 
man would receive commission on 
$50,000 of business the first vear. 
The average annual commission be 
ing 20%, there would be a gross 
commission income of $10,000. The 
company divides the commission on 
a fifty-fifty basis so that the sales 
man would receive $5,000 the first 
year. On this same basis, with a 
$25,000 increase the second year, the 
commission would be $7,500 and the 
third vear $10,000. The average 
salesman or agent can properly sery 
ice from $100,000 to $150,000 of 
annual premiums. 

Some agencies give their good 
producers a bonus or share in the 
profits which is usually based on 
production. This is paid at the close 
of the business vear. Agencies 
which have profit sharing plans 
usually set aside a certain percentage 
of the net profit for department 
heads and producers. <A small 
agency can use the bonus or profit 
sharing plan as well as a large 
agency. Many of them do. In some 
instances the profit sharing is used 
to purchase an interest in the agency. 
If at the time of employment, an 
opportunity to buy an interest in the 
agency is promised, usually a wait- 
ing period of from one to three years 
is recommended. A man might start 


pade 


For June, 1954 


























Special Agent Jonathan Drew “rides 
shotgun” on first gold shipment 
from Sutter’s Mill in 1851. 
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out with a lot of enthusiasm, but lose 
interest when the novelty wears off. 
Very few people get married on first 
sight. It is best to see 1f you want 
to live with them (or they with you) 
all your business life. 

There have been many methods 
used in selling partnerships to men 
who have been instrumental in build- 
ing agencies. A price or method of 
appraising the agency (see “What’s 
My Agency Worth,” Best's Mag- 
May, 1952—reprints 
available) can be agreed upon and 


azine, are 
a stipulated percentage can be sold 
to those who helped build the agency. 
Generally in such a sale, the owner 
wants to keep controlling interest, 
but a definite agreement should be 
in writing, stating that the remain 
the first oppor- 
tunity to buy the owner's interest on 
death and at a 
stipulated amount. The owner of a 


ing partners have 


his retirement or 


large Metropolitan agency had been 
s i Ss 


dividing seven percent of the 


profits between two of his top em- 
plovees. Being sixty years old, but 
very active in the business, he real- 
ized that he would have to turn over 
some of his work to others. He in- 
creased the percentage of profit dis- 
tribution which the top employees 
used to buy the agency. There are 
other plans that have been devised to 
recognize top employees and make it 
possible for these valuable em- 
ployees to acquire agencies, in part 
or in total. 

And now a word of “fatherly” 
advice to the owners of agencies who 
plan on acquiring a future partner. 
1—Have a definite plan for teaching 
him how you have built your agency 
and how you expect him to carry on. 
2—Be prepared to spend time with 
him discussing your customers and 
your plans for the future. 
3—Give him some of your accounts 
to work on. Help him; you will be 
helping yourself. 
4—Don’t be selfish and expect him 
to start on a straight commission 
basis. He can start his own business 
that way. 
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5—Don’t get a man with more than 
a fifteen year age differential, even 
though you may be able to hire him 
cheaper. 

6—Don't be afraid he 
better production job than you. Re- 


will do a 


member an agent or salesman can 
handle only $100,000 to $150,000 of 
annual premiums properly. 
7—Don’'t be afraid he will steal your 
customers and open up his own 
Treat him right and com- 
pensate him adequately and he will 
not leave. 


agency. 


8—Let him buy an interest in your 
Have 
a written agreement permitting him 
to buy the balance on your retire- 
ment or death. 

9—Use the “Golden Rule” in all 
your dealings and you will have a 
partner whom you will be proud to 
have represent you and your agency. 


agency if he is a good man. 


AUTO RATE ACTIONS 


REVISED schedule of automobile 
| cet rates was prescribed 
by the Texas Board of Insurance 
effective May 1. 
Fire, theft, collision and allied cover 
ages were, on the average, substan 


Commissioners 


tially lowered. This saving to policy 
holders was, however, more than off 
set by increases in bodily injury and 
property damage liability rates. 
Revised private passenger auto 
mobile classifications and rates filed 
by the Mutual Insurance Rating 
Bureau were approved in Georgia 
cffcctive May 10. 
classification 


The new seven 
plan the 
three classification plan formerly in 
effect. On a statewide level private 
passenger bodily injury rates were 
increased about 16% and property 
damage rates reduced about 6%. 


supercedes 


EXTENDED COVERAGE 
RATES 


EVISIONS in extended coverage 
RR windstorm rates and rules 
have been announced in Texas. The 
rates for the coverage with a $100 
deductible have been reduced, an op- 
tional $50 deductible has been intro- 
duced and provision made for waiv- 
ing the deductible entirely. A 10% 
reduction on EF. C. and windstorm 
rates became effective April 18 in 
[Louisiana 
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Ag-Empire wings loss drafts to you 


; ; a ; Like to learn more about 
We can't lay claim to a fleet of jet-propelled field- " , 
the Ag-Empire way? 
men (despite our advertising man’s interpretations) a ay : 
— igs Simply fill in and mail 


but ask any of the Ag or Empire agents about our this coupon today. 


claims service. [ts fast! One reason. they Il tell you, 
Agricultural Insurance Co. 
Watertown, N.Y. 


Dept. 2 
speed them to agents. Another reason our home I 2! 


is that the Ag-Empire fieldman signs loss drafts to 


: - ; ; aa : Have your fieldman stop by to tell me more 
oflice men are “service-minded.” They work fast about Ag-Empire. 
to get claims off the desk so the agent is off the hook. 
Agency 
hifty per cent of all Ag agents point to 15 vears or more with us! 


My name 


Address 
Agricultral Ey  Empirs Star | 








4n Advertisement similar to this appears in SATURDAY EVENING POST, May 1, and in NEWSWEEK, May 31 





Words of a Great American 


*‘Nine-tenths of wisdom 
is being wise in time.” 


TE. stittininy, Poot, della 


Mens Sie , This great American group on Mt. Rushmore 
: ae symbolizes wisdom from the past—strength 

WISDOM Set Vc ge | for the future. The seal of the Great American 
from the past... Ubon - ; y/ Group of Insurance Companies conveys the 
STRENGTH ‘“& ISUTANCe: sof same message. It is your guarantee of sound 
for the future "UNBE : S\pea eae insurance—available through the 17,000 
Ra sage Great American agents or your own broker. 
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GROUP OF INSURANCE COMPANIES 
* Stock * 


Great American + Great American Indemnity + American National COMPANY PROTECTION 
Detroit Fire & Marine « Massachusetts Fire & Marine + Rochester American 


WORLD-WIDE FACILITIES FOR PRACTICALLY ALL FORMS OF INSURANCE EXCEPT LIFE 
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A PSYCHOLOGICAL APPROACH! 


IMPLY defined, psychology is 
the which 
the operations of 


deals with 
the mind. 
That is to say it is a study of our 
emotional reactions to people, things 
and events, past, present and future. 
One of the ancient philosophers 
remarked that the elements of edu- 
cation are in the study of man. If 


science 


this is so then we should understand 
people before we 
facts. 


know _ scientific 
If anything were needed to 
prove the worth of this deduction, 
the hydrogen bomb is it. 


Used in Business 


As an abstraction, human beings 
have always practiced psychology. 
Only in recent years has it been sep 
arated from man’s store of knowl 
edge and given a name and place of 
its own. When some of us studied 
psychology in college there was little 
thought of using it in business. As 
we come to better understand mental 
processes, psychology is taking a 
definite place in the social and busi- 
ness world. Psychiatrists cure the 
mentally unstable. Cities have em- 
ployed psychologists to explain be- 
havior patterns to members of their 
police departments. Advertising ex 
perts built fortunes upon it. 
It is at the heart of public relations. 
Some 


have 


top executives in industry 
have gone back to school to study it. 

There are tremendous opportun- 
ities for applied psychology in con- 
tract suretyship. The more the 
underwriter and surety claim at- 
torney know about behavior patterns 
and emotional reactions, the better 


will be their work. 
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HENRY W. NICHOLS 
Vice President and General Counsel 
National Surety Corporation 


The natural 
suretyship some 
When the claim 
attorney should immediately consult 
his underwriter. 
out 


course of rporate 
involves losses. 


faced with loss 
Thereafter, with 
attempting to dominate the 
claim, the underwriter should con 
tinue his interest. The claim at- 
torney should not be allowed to shift 
his responsibilities to the under- 
writer. And certainly the under- 
writer should not arbitrarily dictate 
the course to be pursued by the 
claim man. Each has his functions 
and they should cooperate, each 
respecting the sphere of operation 
of the other, and each keeping a 
weather eye cocked for opportunities 
to apply those intanglible 
principles that can 


human 
surely reduce 


losses. Underwriters are fortunate 
if they have claim attorneys who 
are practical psychologists, 
whether they realize it or not. If 
they do not have that kind of assist 
ance then they should be prepared 


to supply the lack. 


good 


Not too Formal 


In the face of a serious default it 
will not pay either the underwriter 
or claim attorney to take a too formal 
attitude. Poor psychology is in the 
stiff approach of some surety repre 
sentatives who have upon their 
shoulders the responsibility, not only 
of handling an enormously difficult 
situation but of their com 
pany from as much loss as possible. 


saving 


We have been told so 
the 
danger of 


many times 


to “get facts’ that we are in 


making fact-finding 
hounds out of men who develop in 
sufficient knowledge of people. Some 
good men on facts and law 
never to 


seem 
human 
beings and their emotional reactions 
Getting the 
Knowing how. to 


learn much about 
facts is 
deal with those 
facts and the people who bring the 
facts into 


one thing 


focus is quite another 


subject. Facts are mere 
action. A slide rule in 


the hands of an engineer is an ele 


tools or 


guides for 


mental tool that he uses with agility 
The best slide rule made is of no 
use to one who does not know where 
on the rule to place the figures or 
facts in hand. 

Corporate suretyship in the United 
States is not much older than some 
Many 
surety men who have acquired the 
invaluable training that is so peculiar 
the 


of the readers of this article 


to our bonds. grew up with 


business and were schooled by some 


of the original pioneers. They have 
actually developed many of the cov 
erages that we are giving today. 
Times have changed and continue 
to change. The specialty for which 
we surety people have such affection 
is being integrated in the fast grow 
ing multiple lines there 
seems to be less opportunity for the 
intense training in the surety lines 
that many of We find 
fewer men skilled in handling tough 


claims and 


Today 


us obtained 


rare indeed are those 


who know how to apply psychology 
to their work It 1s hecoming more 


difficult all the find 


time to men 


page 





A Psychological Approach—Cont. 


within our own organizations capa- 
ble of handling complicated contract 
bond cases. If you have need for 
a skilled contract claim attorney to 
lift responsibilities off your shoulders, 
long it 


have 


how 
(nd you 
long it takes to 


start looking and see 
find 
ever thought how 


takes to one. 


train one? 
There is no more interesting work 
in all insurance than contract surety- 


ship. We should encourage good 
men to take it up. Some of the older 
men still in the business should take 
the responsibility of that 
younger men are properly trained 
for there are no text i 
existence out of which all the neces 
sary knowledge can be acquired. 
The ideal contract bond man 
would be a lawyer, familiar with all 
the law of contracts, bonds, assign 
ments and mechanic’s liens in the 
several jurisdictions served by his 


seeing 


be Oks nl 
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Valuable papers and records are the keystone 
of businesses such as advertising agencies, 
title companies, legal firms, architectural 
concerns, as well as many others. Fires, bur- 
glaries, floods, and other insurable hazards 
can destroy them and cause irreparable loss 
unless the concerns carry Valuable Papers 
and Records Insurance. Without such cover- 
age, they can be prevented from continuing 
in business after a loss, as many have learned 
to their sorrow. Before your client or pros- 
pect has a loss is the time to solicit actively 
this necessary coverage. 
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office and would be awake to the 
types of litigation and special pro- 
ceedings which might be emploved 
to prevent loss to both the contractor 
and the surety. He would be an 
engineer, qualified to advise on all 
phases of engineering or architecture 
and be able to reduce optimistic 
estimates to conservative facts. He 
would be a Certified Public Ac- 
countant qualified to dig into books, 
and accounts. Lastly, he 
should be a psychologist of the first 
order, able to distinguish between 
fact and fiction, with whom third 
parties would he willing to talk 
openly and arrive at good conclu- 


sions. 


rec yrds 


Outside Assistance 


No individual, no matter what his 
experience, quite measures up to 
this ideal. It is, therefore, necessary 
that the need for outside assistance 
he recognized and that it be promptly 
obtained when needed. Contract 
claim men have wrestled with tough 
legal situations in jurisdictions where 
they have little knowledge and no 
standing, while good sense, or psy- 
chology if you please, dictates that 
the best and most economical course 
to pursue is to employ local counsel. 
Claim attorneys have worked for 
davs, yes and even weeks, on books 
and records that would better have 
been left to auditors promptly em- 
ployed. Claim men have measured 
materials on the site, used and yet 
to be used, and have estimated the 
unfinished work when the services 
of men experienced in estimating 
should have been employed. Because 
of the peculiarities of our business, 
outside psychologists would prob- 
ably not expedite contract claim han- 
dling. But they have heen employed 
on fidelity losses. And we have 
nothing to lose and much to gain by 
applying their principles to 
work. 


our 


no means 
all based on facts, reasoning or even 
law. Most people are strongly in- 
fluenced by many other things and 
their reactions are registered through 
their 


dest; ed 


Human actions are by 


when 
be obtained 


“tng together cold facts, a 
| 


emotions. Therefore, 


-esults cannot 
from 
psychological appeal may work. 

There are a number of 
principles in understanding how to 


hasic 
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deal with other people in difficult 
situations. One is to have a knowl 
edge of the other’s desires and mo 
tives. Another is to 
the economical and social climate 
in which he is living. A third is to 
learn as much as possible about the 


be aware of 


physical and mental capacity of the 
person with whom one is working. 
A prosperous, successful contractor 
is on top of the world and is ready 
to give you his shirt or at least to 
take you to the races at Churchill 
Downs. He is moving under his 
own power and has few inhibitions. 
An honest man, who at the same 
time is a busted contractor, is a 
dejected human being ready to be 
taken to the cleaners. He may be 
in a state of mental depression or 
shock. He is frustrated and leaning 
on others. He is a man such as 
President Woodrow Wilson de- 
scribed as riding off on several 
horses in different directions. These 
men certainly 
alike. 


cannot be treated 

The surety claim man has a fertile 
psychological field upon which to 
work. He is compelled to deal with 
a contractor who has become very 
emotional and is not concerned at 
all with technicalities. He must deal 
with architects and engineers who 
jealously guard their technical plans 
and Then there 
are attorneys representing various 


S| vecifications. 


parties whose job is to strictly apply 
the terms of the contract. In addi 
tion, there can be many others who 
have a bearing upon what the defauit 
will including government 
inspectors who are going to see that 
specifications are carried out in the 
minutest detail. To use psychology 
which will fuse these temperaments 
into a workable proposition is one 
of the most important jobs of the 
surety’s representative. It should be, 
by far, the most interesting part of 
his work. But it is easier to obtain 
young surety men to dig out the 
facts and to research the law than 
it is to have them expedite their 
cases and 


cost, 


Save money by 


to deal with people. 


learning 


In working out of any defaulted 
contract with the least to the 
company, it is well to remember that 
unpleasantness and strife tends to 
block the achievement of 
There is never anything to be gained 
by antagonizing or abusing anyone 


loss 


goals. 
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When you think of 
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... from I Day to Life 


think of CONTINENTAL CASUALTY 


Catastrophe 
Medical Coverage 


Hospitalization .. . 
Individual & Family 


Aviation & Travel 
Accident .. World-Wide 


Unusual 
and Extraordinary 
Special Risks 


A&H Income Protection 
. . . Even for Life 


——— — ae oe ee aoe oof 


_—_——  — = = = = ia 


Associates: 

Continental Assurance 
Company 
Transportation Insurance 
Company 

United States Life 
Insurance Company 


nee 


Some outstanding advantages: 

* A policy form for every person, 
every purpose, every purse. Up to 
$600 per month, both sickness and 
accident, for | year to 5 years. Up to 
$300 per month on LIFETIME A&H 
contracts. Principal sum from $500 to 
$5,000. Additional accidental death 
& dismemberment coverage from 
$1,000 to $200,000. Special policies 
for women, covering female disorders. 
“Over-age” policies for men to age 70. 

% Full first commissions and continuous 
full renewal commissions for os long 
as you keep the business in force 

*% Successful direct mail and other 
lead-getting plans get qualified 
prospects. 

® Experience... 54 years of it in 
helping general lines agencies make the 
most of complete local A&H facilities 


Write today for our complete story. 


America’s Only Department Store of A&H&H Insurance 
| Continental Casualty Company 


310 So. Michigan Ave., Chicago 4 





connected with a defaulted contract 
and often there is much advantage in 
heing sympathetic, friendly and un- 
derstanding. Success is more likely 
in an atmosphere of pleasantness and 
co-operation. To bring it about we 
best judgment in 
deciding the course to pursue. This 


must use our 
comes of experience, but if one is 
not psychologically minded the in- 
tangible that motivate 
human relations may be overlooked 


elements 


with the result that the conclusion 


will be more costly to the surety 
than otherwise 

Let me point out a few of the 
guiding principles which scientists 
and teachers use in applying psy 


The 


all be used in 


chology. following ones can 


with the 
work of handling contract defaults 


connection 
© Human actions are not so often 
based on reason, facts and law as 
when 
the facts of the situation look dark 


they are upon emotions. So 


ed nN paae 79 
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“Unforeseen events ... need not change and shape the course of man’s affairs” 


Strictly for the birds 


But burglars or robbers are birds you can’t scare easily. 


Not when your home or business is ripe for picking. 

They’ll feather their nests with your valuables. ..any hour, any day, any night. 
There’s only one sure way to protect yourself against financial loss from burglary and robbery. 
That’s adequate insurance ...covering your cash, jewelry, merchandise, 

important records and other valuables. See your Maryland agent today. 
Remember: because your Maryland agent knows his business, 


it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


Burglary Insurance is only one of many forms of Maryland protection for business, industry, and the home. Casualty Insurance, 
Fidelity and Surety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 





Another striking advertisement designed to help Maryland agents and brokers sell more Burglary Insurance, 
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Automobile Liability Insurance—In- 

jured Party Allowed to recover 

Medical Expenses twice as Result of 

Interpretation of Medical Payments 
Provision. 


Se VEVSON UV. 
Co. 


Vilwaukee tuto Ins. 
(Wisconsin, 1953) 61 N. W. 
2d 872. 

This case arose as a result of the 
injury and death of Cora Severson, 
the insured auto- 
mobile when it collided with another 
car. A suit 
insured 


a passenger in 
was filed against the 
liability 
and recovery ob- 
tained in that suit for $1,176.66 for 
medical, ambulance, 


and_ his 
Claims were made 


insurer. 


nursing, and 
the 


That judgment was paid. 


funeral expenses of deceased. 

In the present phase of the litiga 
tion, Cora Severson’s administrator 
sued the liability insurer alone for 
$500, the limit of the medical pay- 
ments coverage in the same policy 
which was involved in the prior 
case. The trial court gave judgment 
in favor of the administrator. 

On behalf of the insurance com 
pany it was contended that recovery 
under the medical payments provi 
sion was barred because of the pre 
vious 
funeral 


recovery of medical and 
The opposing 
argument was that the liability cov 
erage and medical payments cover 


expenses. 


age amounted to two separate and 
different contracts so that recovery 
under one provision of the policy 
was irrelevant to the right to recover 
under another coverage even though 
it was in the same policy. 

On the appeal, the Wisconsin Su 
preme Court noted that medical 
payments provisions were relatively 
new and confessed that it had found 
no cases in Wisconsin or elsewhere 
on. the point. the court 
affirmed the recovery, after analyz- 


However, 


ing the various provisions of the 
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policy, largely in reliance upon the 
general language in Appleman’s in- 
surance treatise. The author states 
that under the medical 
indorsement is completely inde 
pendent of any liability of the in- 
sured and that “insurance under the 
medical indorsement clause is closely 


recovery 


akin to a personal accident policy.” 


Liability Insurance—Care, Custody 
or Control Exclusion held Inapplicable, 
where Installer Dropped Machinery. 


Me Louth Steel ( ‘orp. VU. Mesta 
Machine Co., et al. (E. D., Pa., 
1953) 116 F. Supp. 689. 


An insured of Hartford Accident 
& Indemnity Company took a sub- 
contract to install a large machine 
which Mesta Machine Company had 
agreed to furnish and install for the 
plaintiff steel company. While the 
insured was carrying out the sub- 
contract and, in fact, had the ma- 
chine suspended in the air on wire 
cables, the machine dropped and 
was damaged. The care, custody or 
control exclusion was held inappli- 
cable. 

The court held this exclusion ap- 
plies to property which is owned by 
the insured, or “which has a status 
which is logically treated the same 
as ownership” and rejected the idea 
that the refers to “the 
various shades of interest, running 
from ownership to the barest cus- 
tody.” 

\fter all, said the court, the in- 
sured 


exclusion 


was in the business of han- 
dling, moving, lifting and installing 
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machinery and its exposure to lh 
ability was greatest with respect to 
such machinery when it was undet 
insured’s control, and coverage ol 
liability with respect to machinery 
he was handling for others “was the 


kind of 


want.” 


insurance (insured) would 


Fire and Extended Coverage—Mean- 
ing of "Windstorm''—Occurrence oi 
Windstorm Held to Depend upon its 
Effect, Not upon Testimony as to 
Strength of Wind. 

Pearson wv. Aroostook County Pa 
Mut. Fire Ins. Co. ( Maine, 
1953) 101 A 3 


2d 183 
When 


house collapsed trom the 


tron’s 


Pearson's three-story hen 
force ol 
the wind, the insurer held there 
no “direct loss by 


trial 


Was 
windstorm.” ‘The 
the sub 
sequent suit, and directed a verdict 
for the 


cause 


court concurred, in 


1 


insurer. In reversing, be 
there trom 
which the jury might properly find 
there had been ss ‘i 
conditions, 


was testimony 


“stormy “gusty 
“awful” or 

wind, had 
the and pushed 
one wall of the building seven feet 
from its 


“terrible” 


gusts of which 


“Jarred” 


or “shook” house, 


foundation and blown 
pieces of the building seventy-five 
feet, the Maine Supreme Court un 
dertook to define “windstorm”’ 
Upon the cc; the 
court concluded that most definitions 
“hardly the dif 


fhieulty.”” there is a 


reviewing 


isecs 


more than 
The idea 


minimum force or 


state 
that 
velocity of wind 
which marks a 
The 


were thought to be 


windstorm was re 


jected basic considerations 
these: Unlike 
the mere possibility of exposure to 
fire, during the usual term of such 
a policy, “there will necessarily by 
the nature of 


our climate be ex 





The Judge Says—Continued 


Most build 
ings are not damaged by windstorm. 


posure to windstorm.” 


\ll windstorms do not cause damage. 
The insurer would not have covered 
the building if its type, size, and 
condition of repair were such that 
it “would not withstand ordinary 
winds and indeed most windstorms.” 

Therefore, the court said, ‘‘wind- 
storm, in our view, under the policy 
wind of 


is a force and velocity 


sufficient to cause damage to the 


property if in reasonable condition.” 
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The Maine court by this definition 
would increase the importance of 
physical facts and diminish the 1m 
portance of oral characterizations ot 
a passing wind. 


Fire Insurance—Only One Joint Ten- 
ant as Named Insured—Reformation 
of Policy to include other Joint 
Tenant Denied. 


Currier v. North British Ge. Co. 
(N. H., 1953) 101 A. 2d 206. 
A husband and wife, who owned 

the insured premises as joint tenants, 

sued to have the policy reformed to 
show the wife’s interest as a joint 
tenant. The lower court refused to 
change the policy by adding the 
wife’s name as an The 

New Hampshire Court 

upheld this ruling. 

The court generally reviewed this 
common defect in fire coverage and 
concluded that such reformation of 
a policy is not available where the 
insurance agent is not aware of the 
mistake, even though the court 
thought the particular facts ‘and 
the unsettled state of the authorities 
present a strong case for relief.” 

Possibly the court found it easier 
to follow precedent because of its 
knowledge of the husband’s pending 
suit in which he was claiming that 
he was entitled, as joint tenant, to 
recover the full The court 
indicated the policy would not be 
void because of the failure to show 
the wife’s interest in the property, 
and noted a tendency of the courts 
to break away from the personal 
indemnity theory and to allow one 
joint tenant to recover for all. 

Differing reactions may be gen- 


insured. 
Supreme 


loss. 


erated by the court’s observation : 
“The rights of persons having 
limited, fractional or joint interests 
in property, who are not named in 
the fire insurance policy, to recover 
their proportionate interests in the 
event of loss are uncertain, un 
settled and unsatisfactory.” 


D. C. RESPONSIBILITY BILL 


MODERN security-type automo- 

bile financial responsibility law 
for the District of Columbia has been 
passed by the House of Representa- 
tives. As the Senate has already ap- 
proved a bill with only minor techni- 
cal differences final enactment in 
the near future seems certain. 


NEW TEXAS 
COMMISSIONER 


ARK WENTZ, Big Spring local 
insurance agent, has been 


named Fire Insurance Commissioner 
of Texas to serve the remainder of 
the term of the late Col. Paul H. 
Brown which expires next February. 
Mr. Wentz has operated his agency 
in Big Spring since 1942. 
Commissioner Brown died April 
23 in a hospital in Temple, Texas. 
He had served as a commissioner 
since 1949 and previous to that had 
been Texas Secretary of State. 


DEDUCTIBLE MADE 
MANDATORY 


$50 deductible 
for extended coverage 
form #4 has been adopted in Ver- 
mont by the New England Fire In- 
surance Rating Association. It be- 
comes effective May 3. The new 
manual issued by the association con- 
tains a notice that the publication is 
the property of the association and 
its contents may not be reproduced 
in whole or in part without written 
permission. However, the effective- 
ness of this provision is considered 
debatable by some as the manual 
is not copyrighted and becomes a 
public document upon filing with 
a state insurance department. 


MANDATORY 
clause 


FEDERAL INCOME TAX 
REVISIONS 


I rie proposed new Federal tax 
code 1s finally approved in its ten- 
tatively revised form insurance agen- 
cies should receive some relief from 
the inequities now existing in the 
tax laws and court decisions, George 
c 


Hanson, associate counsel of the 
National Association of Insurance 
Agents told a series of regiona] meet- 
ings in Wisconsin last week. Under 
present Federal income tax laws 
agents are required to report for 
tax purposes, commissions when 
they are received, and thus a distor- 
tion of tax liability may result where 
a substantial commission on term 
policies is received in one year and 
must be returned in part in a later 
year, 1f the policy is cancelled before 
expiration. 


Best's Fire and Casualty News 

















‘SELLING TIPS 


from The HOME 


SALES AHOY! 


It HAS BEEN that the true 
yachtsman is a man who, without 
compunction, would throw his aged 
grandmother into the raging seas if 
such an act would have his craft 
from being swamped. However, few 
vachtsmen have an aged grand 
mother handy in times of peril—and 
furthermore, we doubt the value of 


SAID 


jettisoning her. But yacht insurance 
will help your vachtsman customer, 
not by allaying imminent danger, but 
by keeping him off financial rocks 
and shoals which may result from 
damage to the yacht itself, or which 
may arise out of his liability. 

A boat not have to be a 
floating palace in order to be con- 
sidered a yacht. With the exception 
of rowboats, canoes, and outboard 
runabouts, practically every pleasure 
craft which is not used commercially 
is, for 


does 


insurance purposes, con- 
sidered a yacht; and its owner is a 
prospect for yacht insurance. 


Cravens, Dargan ‘‘Review”’ 


A COMPETENT ADVISOR 
HERE IS WHAT a contractor told us: 


“T want to do business with an 
agent who has the essential knowl- 
edge of contract bond underwriting 
requirements, of what information 
is needed, and how it should be sub- 
mitted to the company, fairly, accu 
rately, and to my advantage. I 
expect my agent to have a wide 
acquaintance with other contractors, 
bankers, material dealers, architects, 
engineers and with public organiza- 
tions and boards. In this way he will 
be in a position to help me. 

“| want to see my agent present 
at bid lettings, to know that he is 
interested enough in me to be there. 
And, if he wants to find new con- 
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tract clients, | will introduce him to 
my friends. 

“T would like to feel that my 
agent keeps records of my work in 
progress, knows who my subcontrac- 
tors are, and watches for jobs com- 
ing up which will be in my field, and 
which I may wish to bid. 

“T want my agent to keep in touch 
with me so he will know my prob- 
lems and give me competent advice 
on insurance coverages peculiar to 
my business. I want my agent to be 
a competent insurance advisor, not 
just a friend exploiting friendship.” 


Stuart D. Menist in Fireman’s Fund Record 





DON'T USE BIG WORDS 


In promulgating your esoteric cogita- 
tions and in articulating your super- 
ficial, amicable, and _ philosophical 
observations, beware of platitudinous 
ponderosity. Let your extemporaneous 
decantations and unpremeditated ex- 
piations have intelligibility and vera- 
cious vivacity, without rodomontade 
or thrasonical bombast. Avoid sedu- 
lously polysyllabic profundity, psitta- 
ceous vacuity and ventriloqual ver- 
bositv. Shun double entendres, pruri- 
ent jocosity, pestiferous profundity 
and asinine affections. In other words, 
talk plainly, simply, and naturally. 
Don't put on airs, say what you mean, 
mean what you say, but don't use big 
words. 

National Shorthand Reporter 











WORKING GIRLS 


WomeEN hold fifty percent of the 
supervisory-level positions in depart- 
ment stores, twenty percent in in- 
surance companies, and fifteen per- 
cent in banking; the percentages of 
officerships held by women in these 
groups are stores, four percent, in- 
surance companies, two percent, and 
banks, one percent. Women hold 
fourteen percent of the supervisory 
jobs in manufacturing, which in- 
cludes publishing 
research. 


companies and 


Department of Labor, Women’s Bureau 
Study 


OFFICE 


ADJUSTERS SELL 


WHEN THE ADJUSTER goes out on 
an automobile claim, he can readily 
the insured’s potentiality 
and desirability for other insurance 
With but little trouble he can as 
certain who carries the other lines 
He can then call it to the attention 


size up 


of the field man, who in turn can 
work with the agent to build up th 
account. 


“American Arrow, Americ 


in Casualty Co 


SUGGESTED APPROACH 


A MAN WILL SPEND MONEY FREEL\ 
on his hobbies, no matter how frugal 
he may be with other expenditures, 
and he enjoys talking about them 
So make a list of the golf plavers, 
the fishermen and othe 
among 


sportsmen 
Falk with 
their hobbies 
When the opportunity presents it 
self, and it 


your clientele 
these people about 
will, 


alwovs mention 


some accident or clai.n that involved 
your prospect's hobby 


Pointers The Ohic 


EXPENSIVE SCRAP 


FROM THE CHARRED REMAINS Of a 
burned house an agent had his son 
saw out two-inch wooden silhouettes 
of a house. These were mailed to all 
policyholders along with a short 
letter, the gist of which was: “This 
scrap of wood is worth $10,000 

or at least that’s what it cost its 
former owner. When fire con 
destroyed his $15,000 home, all he 


ae 
pletely 


had to show for it was an insurance 
check for $5,000 and the unburned 
front door panel from which this 
miniature house was cut. Don't let 
the money you have invested in yout 
home be reduced to a few chunks of 
charred wood. Insure your home 

for its full 1954 


now value 


The Marylander 
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As never before... 


Today we are all aware of the disastrous and far- 
reaching effects of a major industrial fire. Owners... 


management... employees ... customers . . . almost 


every one suffers, in one way or another, when a serious 
fire strikes. 


Could it happen to your plant? Now is the time to take a 
long, close look at your plant’s fire protection measures. 
Remember, the local fire protection ordinances normally 
only set minimum standards. Compliance with these ordi- 
nances is no guarantee of fully adequate firesafety. 

One way to be absolutely sure of the efficiency of your 
plant's fire protection facilities is to call in an expert C-O- 


MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 
Squeez-Grip Carbon Dioxide Type Fire Extinguishers 
Dry Chemical Type Fire Extinguishers 
Built-in High Pressure and Low Pressure Carbon Dioxide 
Type Fire Extinguishing Systems 
Built-in Smoke and Heat Fire Detecting Systems 





C-O-TWO FIRE EQUIPMENT OF CANADA, LTD. * 


TWO Fire Protection Engineer. He is ready and willing to 
help you with any or all industrial fire hazard problems. 

There is a personal sense of responsibility inherent with 
C-O-TWO Fire Protection Engineers that assures you of 
fully adequate firesafety...a definite plus in your behalf. 
Whether it’s fire detecting or fire extinguishing ... portables 
or built-in systems ... C-O-TWO means top quality backed 
by experienced engineering that results in operating su- 
periority for you at all times. 


WHEN BUSINESS STOPS...INCOME STOPS! 
Don’t take chances with your investment. Secure the bene- 
fits of highly efficient fire protection engineering today ... 
our extensive experience over the years is at your disposal 
without obligation. Get the facts now! 


C€-O-TWO FIRE EQUIPMENT COMPANY 


NEWARK 1 + NEW JERSEY 


TORONTO 8 * ONTARIO 


Sales and Service in the Principal Cities of United States and Canada 


AFFILIATED WITH PYRENE MANUFACTURING COMPANY 
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SAFETY IN INDUSTRY © IN TRANSPORTATION © IN THE HOME 


ACChadbN oSocress 


T LEAST since the days of 
Charles there 
been a popular fiction that ac 


Dickens has 
cidents, like acts of God, are some 
how unavoidable and an inescapable 
part of man’s burden as he toils his 
way through this vale of tears called 
life. 
say 


[ would be the last person to 
that the immortal 
alone responsible for the shockingly 
apathetic attitude the public holds 
down to this day toward accidents. 


Dickens was 


It can not be denied, however, that 
his facile pen gave birth to a phrase 
that responsible, 
perhaps, for the fatalistic resignation 


has been more 
of most people about accidents than 
any words that have ever been writ 
ten. Tucked away in one of his most 
famous books, “David Copperfield,” 
will oft’ repeated 
words, “Accidents will occur in the 


you find these 


best regulated families! 
Distorted and Twisted 


I am quite sure that if Charles 
had 


eight words, out of the thousands 


Dickens ever dreamed _ those 
he used to tell a magnificent story of 
vouth’s fortitude and success against 
cruel odds, would have lived down 
and had he 


through a_ century, 


known how thev would be distorted 

and twisted to cover up and excuse 

sheer carelessness or worse, he would 

never have put them on paper 
“Accidents wil] happen !” 
‘Accidents are mevitable!” 

“Fate is the maker of accidents !" 

“Tt was just an accident!” 

Such are the 


cliches that have been warped out 


inane and insane 


of an innocent sentence whose mean 


1954 
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ing today bears utterly no resem- 
the authors intent 
than one hundred years ago. 


blance to more 
It is 
more than a bit ironical that so much 
damage should have been wrought, 
so completely innocently, by a writer 
whose whole literary life was dedi- 
cated to unmasking myths and cus- 
which inflicted 
pain and suffering on the people in 
his day, just as newer kinds of myths 
and customs cause pain and suffering 
and waste even in these enlightened 
and modern times. 

| want to unmask a few of these 
modern myths about accidents. The 
first myth is the notion that only 
those accidents which happen in our 


toms unnecessary 


J. DEWEY DORSETT 
General Manager of the Association 
of Casualty & Surety Companies 


{ few modern myths 


own plant or office or store or home, 
or to 
members of our own family, affect us 
individually Nothing could be more 
The 


neighbor, 


our own motor vehicles or 


false accident that befalls your 


yout competitor, youl 


townsman, or even vour distant fel 


low countryman, to some degree, 


also 


infinitesimal, 1s 
atfects 


however your 


accident It you im some 
measure ; and the aggregate measure 
of all of the accidents that 


every minute, every 


occur 
hour, every day 


enormous 


and every vez 


Killed by Accidents 
Consider that 
ute. In 1952, the 
we have complet 
96 OOO 


iT 1S 


aggregate tor a min 


last vear for which 
theial figures, 
( hildren 


Not imac 


matte! 


men, women and 
were killed bv accidents 
but )y 


iccicle nts 


cidents 
of semantics which also has a direct 
bearing on reason for so 


this 


Maly 
accidents in country n the 
same vear, the number ot 
women and children injured : 
cidents was 9,600,000. Yes, alli 
and all in the single vear of 1952 
I believe that averages one 1 
fifteen persons in the United Sta 
injured by accidents in one very not 


these were 


manner ot 


required 


mal year. Furthermore, 
not minor injuries, by an 
them 


Vost of them required 


means. 1// ot med 
ical attention 
\ great many hospt- 


\nd 
per cent left permanent crippling 


~ 


bed care were 


tal cases approximately twenty 
fects. 


Yes, ; 


I've just begun to untold the unl 


Shocking ¢ 





just another chore 
for the TEXAS RANGERS 


In 1896, armed border elements in 
Texas resisted vaccination. But 
Rangers’ guns soon prevailed where 
doctors’ persuasion had failed 

Traditionally, Texans solve their 
own problems. And appropriately, 
the Great Seal of their great State 
features its famous Lone Star, en- 
j 


} 
closed 


in a native wreath. 


A ‘‘Great Seal’’ of the insur- 
ance business is PACIFIC 


NATIONAL’S, below, token of 
strength, stability and service 


for both Agent and Assured. 


PACIFIC 
NATIONAL 


FIRE INSURANCE 
COMPANY 


HOME OFFICE + SAN FRANCISCO 
FOREIGN DEPARTMENT * NEW YORK, SAN FRANCISCO 
EASTERN DEPARTMENT * PHILADELPHIA 
WESTERN DEPARTMENT * CHICAGO 
SOUTHERN DEPARTMENT * ATLANTA 
INTERNATIONAL FACILITIES 
WORLD-WIDE SERVICE 








Accidents and Progress—-Continued 


lievable truth about accidents in our 
own United States of America. The 
economic price we paid for those 
accidents in 1952 was at least $8,715 
000,000. Yes, billions of dollars, not 
mere millions ; and also at /east. The 
truth is that no one knows the whole 
truth about the dollars-and-cents 
cost of accidents ; we only know that 
it is considerably more than the fi- 
gures we can put our hands on. 

Let’s see, for instance, how we 
arrived at that $8,715,000,000 in 
1952. $4,500,000,000 was 
losses—and, of course, at least part 
of that meant other kinds of losses 
that are not included in any of these 
figures; like the loss in purchasing 
power, as only one example. Medi 
cal and hospital expenses accounted 
for another $1,415,000,000. Insur- 
ance overhead costs, which does not 
include claims paid, $2,800,000,000. 
If it were possible even to estimate 
such losses as decreased purchasing 
power, reduced industrial produc- 
tion and similar items, the total price 
of accidents would be even more 
staggering. 


wage 


Kinds of Accidents 


Let us see what kinds of accidents 
these were. Motor vehicle accidents 
continued to head the disaster list, 
with 38,000 killed, between 1,350,- 
000 and 2,000,000 injured and eco- 
nomic losses ranging between $3,- 
750,000,000 and $4,000,000,000. Ac- 
cidents in home sweet home were 
second, with 29,000 dead, 4,3Gu,000 
injured and economic losses of some 
$1,500,000,000. Accidents in public 
places, other than motor vehicle ac- 
cidents, held third place with 16,500 
dead, 2,050,000 injured and _ eco- 
nomic losses of some $670,000,000. 
Fourth, and last, place was taken 
over by occupational accidents, with 
15,000 dead, 2,000,000 injured and 
economic losses estimated at approx- 
imately $2,890,000,000. 

As regards 1953, while official fi- 
gures are still being computed and 
will not be known for another month 
or more, the number of dead and 
injured will not differ materially 
from the 1952 total I have just cited. 
Certainly we know they will not be 
any less on an overall basis. The 
known economic loss, however, will 
be considerably higher, It is reported 


that it will be not less than $9,100,- 
000,000—and again, for the reasons 
previously stated, | must add those 
uncomfortable words, ‘‘at least.” 
So the aggregate measure of ac 
cidents and their effect is truly enor- 
mous and, in one category or an- 
other, is constantly rising. But many 
business men in, North Carolina for 
“How can an 
accident in California or Kansas or 
New York affect me and my busi 
ness? How can an automobile ac 
cident or any other kind of accident 
outside of my plant, affect me?” 


instance, will wonder, 


The answer is that a single accident, 
or even a small number of accidents, 
probably would not noticeably affect 
him unless it was more or less local ; 
but accidents have increased to such 
an alarming extent, that their ag 
gregate economic effect has assumed 
national proportions. 

It is entirely true that automobile 
liability insurance premiums are de- 
termined by the experience in com- 
paratively small territories, so that 
communities having a good accident 
and claim experience shall not be 
saddled with the much higher costs 
of communities with a bad accident 
and claim experience. Similarly, 
workmen’s compensation premiums 
are substantially controlled by the 
benefits that are fixed by the legisla- 
ture and thus vary from state to 
state, and even more _ specifically 
from plant to plant according to each 
plant’s accident experience. But 
consider a few facts that are neither 
covered nor controlled by insurance 
as a rule. 

If one or more employees are ab- 
sent because of an accident, as far 
as production and profits are con- 
cerned it doesn’t matter whether the 
accident occurred in the plant, out 
on some highway or in the em- 
ployees’ home. Either there are idle 
machines or extra help is ne ary 
to overcome problems of absentee 
ism, both of which spell extra ex- 
pense in one form or another. So 
consider the effect on the entire 
economy of an annual loss that is 
approaching —$10,000,000,000 ? It 
requires no explanation to convince 
that if this same amount were in cir- 
culation as purchasing power, every 
business would be better off. 

The second myth is, of course, 
the notion that accidents are unavoid- 


Continued on page 103 
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MONTHLY FIRE 
LOSSES 





STIMATED fire losses in the 

United States during April 
amounted to $77,933,000, accord 
ing to the National Board of Fire 
Underwriters. This is an increase of 
15.7% over losses of $67,362,000 re- 
ported for April, 1953, and a de- 
crease of 8.1% from losses of $84,- 
821,000 for March, 1954. 
for the first four months of 
total $328,175,000, an 
9.3% over a comparable period 
1953. 


like to make 





| Asses 
1954 


increase of 


| sale i UETY 


These estimated losses include an 
allowance for uninsured and unre 


eeeeeeeeereeeeeeeeeereereeeeeeeaeeeeeaened 


ported losses. 


1953 
$64,239,000 
67,644,000 
74,938,000 
107,713,000 
68,613,000 
68,551,000 
68,064,000 
83,440,000 


a culls 


61,675,000 
56,462,000 
58,949,000 
63,958,000 
65,129,000 
74,127,000 


\ugust 
September 
October 
November 
December 


1953 1954 
76,659,000 86,493 000 
72,706,000 78,928,000 
83,471,000 84,821,000 
67 362,000 77,933,000 , k 

es selling the new Earnings Insurance. It’s a feather in 


$801,437,000 $931,377,000 








January 
February 
March 


Our agents have been doing just that in 
Totals their caps since, to our knowledge, the next 


best record—1 sale in every 8 calls—was recently 


MOTOR VEHICLE 
DEATHS 


1952 1953 1954 


achieved in a drive for Earnings Insurance 
sponsored by the local board of one of our larger cities. 


Of course we think our new Visual Sales Aid 


January 
February 
March 
\pril 
Four Months 
May 

June 

July 

\ugust 
September 
October 
November 
Dect mber 


Total 


2,700 
2,620 
2,700 
2.620 


10,640 
3,230 
3,070 

) ”) 
3.66 ne 
3,310 
3,580 

3,640 

3.650 


38,000 


2960 2,960 
2510 2,460 
2.780 2,530 
2.850 2,620 


11,100 
3,050 
100 
3,250 
3,700 
,250 
3,650 
3,280 
3,920 


10,570 


38,300 


ACCIDENTAL 
DEATHS 


Three Months 


ALL. TYPES” 
Motor 
Other public 
Home 


Vehicle... 


1954 
20,500 
7,920 
2.300 
7.200 


1953 Change 


20,800 -1% 


8,220 4% 
2.700 14% 
7.100 11% 


on Earnings Insurance might have had 


something to do with such phenomenal results. 


Production and Market Research Department 
Royal-Liverpool Insurance Group 


150 William Street, New York 38, 


I want 


to 
approach to selling Earnings Insurance. 


ROYAL LIVERPCOL 


) Jrsurance G Coup | 


CASUALTY ® FIRE * MARINE + SURETY 


> about the new, 


N.Y. 


non-tecl 





150 WILLIAM ST., NEW YORK 38, N. Y. 
ROYAL INSURANCE COMPANY. LTD. © THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. © ROYAL INDEMNITY COMPANY 
GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA © NEWARK INSURANCE COMPANY © STAR INSURANCE 
CUMPANY OF AMERICA © AMERICAN AND FOREIGN INSURANCE COMPANY © THE BRITISH & FOREIG!. MARINE INSURANCE 
COMPANY LTD. © THAMES & MERSEY MARINE INSURANCE COMPANY, LID. © VIRGINIA FIRE & MARINE INSURANCE COMPANY 


~ 


( \ccupational 3,300 = 3,400 3% 


* The total for all tvpes does not equal the sum 
of the four succeeding totals because deaths 
from occupational-motor-vehicle accidents are 
included in the figures under both headings. 





1954 
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"CLEANING" 


‘A CHANCI ro 


UP 


PICK UP SOMI 


change” was offered by two truck 
drivers to four veteran loading-dock 
employees of a midwest soap manu 
fee,”’ the 
employees agreed to push a “couple 
skids” of a truck 
A few days later, 


facturer. lor a “nominal 


of extra soap on 
they were loading. 
they slipped four extra skids (one 
a skid) on the truck. 
It got to be a habit. 

The truck drivers disposed of the 


hundred cases 


soap to a “salvage dealer” for $5 a 


case ($500 a skid-load). The dealer 
sold it to legitimate wholesale con 
The wholesalers 


The 


at cut-rate prices. 


cerns tor S& a case 
sold it to retailers for $9 
retailers sold it 


Protection Travelers Ins. Cos 


TURN ABOUT 


Fire Crier CLARK Martin of 


Junction City, Kentucky turned ina 


fire alarm yesterday. His fire truck 


caught fire at a fire. Martin and his 
men were fighting a grass fire when 
a hot manifold on their fire truck set 
it afire. He called from 
Danville, five miles away, to put out 
the flames 


hremen 


The Texas Insurance Fieldman 


HELP NEEDED 


“YOUTH ADMITS SETTING 
Charged With Arson.” 
The boy 


deliberately 


rEN Fires 
who made this headline 
started five fires in 
lumber yards, five fires in theatres, 
and four 
Houston, 


downtown 
establish- 
totaled at 
with some 
$296,000 of the amount paid thus 
far by insurance. 


other fires in 


Texas retail 


ments. Damages were 


close to $1,000,000.00 


\ broken home and a four vear 


police record of petty offenses 


formed a part of the seventeen year 
old's background, His urge to burn 


86 


began in the summer of 1953 and, 
in the seven month period befcre he 
was caught, he averaged two fires a 
month. 

But far from puzzling the police 
with such psychological obscurities 
as “I set fires because my second- 
grade teacher slapped my _ hands,” 
the boy gave his reason simply, “I 
just like to see fires, and I like to 
see fire trucks down the 
street.” 

He added, “I think I need help.” 
“Review 


racing 


—Cravens, Dargan and Co 





A SLIGHT UPSET 


Arrested on the charge of reckless 
driving, Bennie Hatchett, forty-three 
years old, of Indianapolis, told the 
police a "lady had stabbed him at 
a party which so upset him he couldn't 
drive properly." Examination revealed 
he had been stabbed eight times. 


Fireman's Fund ‘Calendar’ 











DON'T BE A CHILD KILLER 


WARM WEATHER MEANS MORE kids 
outdoors, and calls for even greater 
caution by drivers of all types of 
vehicles, Charles Ray, vice president, 
Markel Service, Inc., warns. 

With youngsters playing ball, 
cvcling and engaging in many other 
activities, the motorist must be ever 
alert, he points out, since children 
are unpredictable and are always 
doing the unexpected. 

Mr. Ray’s concern is not based 
on fancy, but rather on fact. He 
points to statistics that 
despite all the publicity about polio, 
tuberculosis, pneumonia, leukemia 
and cancer, the biggest child killer 
of all is motor vehicle accidents. 

Here are some of his tips to 
drivers: think for the youngster in 
traffic ; give bike riders every break ; 
be extra careful around schools and 
playgrounds and observe signs and 
traffic signals at all times. 


“Transportation Safety” 
American Fidelity and Casualty 


showing 


NO ROCKING CHAIR 
GRANDMA! 


Los ANGELES ADJUSTER CLAY I.AM- 
BERT received an automobile accident 
report in which the driver admitted 
fault. 
four six-month old babies and a two 


she was at It seems she had 
year old in the front seat while she 
was driving— furthermore, she was 
seventy-three years old! 


The Visiting Fireman,’ Fireman's 


und Group 


THE WRONG TRUNK 


\VHEN FIRE, a 
Angeles man shrieked to a 
neighbor that a trunk with $9000 
in cash the 
burning obliging 


HIS HOME CAUGHT 


los 


stashed 
building. 


was away in 
The 
neighbor rushed in through fire and 
smoke and came out with a trunk 
the wrong trunk. It contained only 
a jar of pennies. The one with the 
folding money went up in smoke, 
along with the house. 


American Casualty Co 


INADEQUATE COVERAGE 


AN ACTION In 
volves a lady, a bathing suit, some 
water, and a lot of red (from blush- 
ing) skin. The plaintiff in this ac 
tion purchased a bathing suit from a 
department Southern 
California city and wore it to a 
public swimming pool. 


“American Arrow” 


INTERESTING LEGAL 


store in a 


Because of the design of material 
and the dye used in the bathing suit, 
it became completely transparent im 
mediately upon its first contact with 
the water. The plaintiff was in the 
water some twenty minutes before 
a sympathetic bystander advised her 
that she didn’t have adequate cover 
age (in the bathing suit, not insur 
ance, sense) but was exposed (to 
public not liability 
The embarrassed lady began legal 
action in the amount of $10,010.53. 


“Vacationland’s Agency Bulletin,’ Maine 
Association of Insurance Agents 


view, claim). 
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AIRKEM 
~ SMOKE ODOR SERVICE 


-.- created especially 


to serve you 





After-fire smoke odors—fume contamination 
from oil, refrigerant or chemical spillage— 
whatever the odor problem facing you— 

only a specialist can provide the right answer. 
For close to a decade, Airkem SOS has served 
the insurance industry by pioneering and special- 
izing in but one thing: concentration on the 
scientific removal of odors. Nothing more, 
because this in itself is a tremendous job. 

Behind the Airkem SOS representative who serves 
you and your insured is the backing of the 
world’s largest osmics laboratory—plus unequaled 
experience in solving odor problems affect- 

ing losses of all types. He is the specialist 

in his field. Call him in with confidence! 

For full information on how this pioneer organi- 
zation can help you and your clients, phone 

your nearby Airkem Smoke Odor Service 
representative today—or write AIRKEM, 

INC., 241 E. 44th St., New York 17, N. Y. 


AIRKEM, INC. 
241 EAST 44TH STREET 


© ty Qa Service NEW YORK 17, N.Y. 








WHICH OF THESE 
INSURANCE AGENTS 
IS MOST LIKELY 

TO SUCCEED? 


In all but one respect, these three men are about as 
alike as three peas in a pod. Each has about the 
same formal education, intelligence and personality. 
Each, too, has the driving ambition and desire to 


succeed in insurance selling. 


Yet one of these men has by tar the best chance 


of winning success. 


Why? Because he has the extra knowledge and 
contidence he gained from attending the 


Etna’s Home Office Casualty and Surety Sales Course. 


Under the guidance of instructors who have made 
outstanding records in the field, he learned the most 
modern methods of selling insurance in today’s 


highly-competitive market. 


He knows how to use the latest techniques of 
survey selling, risk analysis, prospecting, account 


solicitation and handling 


Already, he is years ahead in the insurance business 


— a professional, confident of his ability. 


For, in the A®tna Sales Course, he received the 


training that has helped hundreds of AXtna agents 





become leading producers. 


For full information on the 4Ztna’s Home Office 
Casualty and Surety Sales Course, write the Company 


direct or contact the AZtna manager nearest you. 


AGENCY BUILDING 


7Etna Casualty AND Surety Company 


The Aina Life Affiliated Companies write practically every form of insurance and bonding protection 
LIFE AND CASUALTY FIRE AND MARINE 
tna Life Insurance Company Automobile Insurance Company 
ina Casualry and Surety Company Standard Fire Insurance Company 


Hartford 15, Connecticut 
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QUESTION 7. 


“Both insurer and insured would 
benefit from greater restrictions on 
the coverage of losses caused by the 
insured’s carelessness.” 

(a & b) To what extent, if any, 
does each of the following coverages 
provide restrictions on losses caused 
by insured’s carelessness : 


1. Personal property floater ? 

2. Standard fire policy (New York 
1943 Form) ? 

3. Extended coverage endorsement 
(on owner occupied dwelling ) ¢ 

4. Furrier’s customers’ policy ? 

5 


Comprehensive general liability ? 
6. Automobile comprehensive ma 
terial damage ? 
7. Residence and outside theft ? 
8. Boiler and machinery ? 
9, Ocean marine cargo ? 
10. Glass policy ° 

(c) With respect to each of the 
coverages mentioned above, describe 
and justify the kind of restrictions 
on the that 
vou believe should be added to the 
present 


insured’s carelessness 


coverages. 


Answer 


(a & b) (Editor's note: Although 
few policy provisions are directed 
specifically toward elimination of 
iiability for losses caused by negli 
gence of the insured, many provi- 
sions are indirectly associated with 
the negligence hazard. The follow- 
ing answer has included both. ) 


FE; The 


Several 


personal property floater. 
which are 
excluded could be due to careless 
part ol the 


deterioration, 


causes of loss 


ness on the insured: 
wear, tear, 
moths, 
breakdown, 


inherent 
mechanical 
electricity other than 
lightning with respect to electrical 
apparatus 


vice, vermin, 


(unless fire ensues), 
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PART I—INSURANCE PRINCIPLES AND PRACTICES—(Continued) 


breakage of fragile articles (unless 
due to certain named perils), and 
marring and scratching (unless due 
to certain named perils or the prop 
erty be scheduled The deductible 
also restricts coverage by applying 
unscheduled 


to any loss ot 


prop- 
erty (including carelessness) unless 
caused by certain named perils gen- 
erally beyond the the 
The labor clause 
also obligates the insured after a loss 


control of 


insured. sue and 


to safeguard the property to avoid 
further loss 


2. Th 


pro\v SIONS 


standard fire policy. Several 
restrict 
could be carelessness. 


There is no recovery for loss through 


coverage where 


due to 


le SS 


friendly fires, such as may occur in 


an oven or 


incinerator. loss is ex 


cluded if the insured neglects to 
save and preserve the property at 
and after a loss or when it is threat- 
ened by a neighboring fire. Coverage 
is suspended while the 
with the knowledge or 


control of the insured and also while 


hazard is 
increased 


the building is vacant or unoccupied 
for more than sixty days, although 
the latter is subject to modification 
by the form attached 


’ 


3. Extended 
It excludes 


( ndorsement. 


coverage 


loss, for example, 


through the carelessly open window 


the 
AMERICAN 
APPRAISAL 


company 


leader in 
property valuation 


cold, ice, SNOW, Tall, 


water, sand or dust, whether wind 


driven or not. Damage by vehicles 
owned or operated by the imsured 
is another exclusion that should en 
courage careful auto maneuvering by 
the insured, at 


premises 


least on his own 
Smoke damage, for ex 
ample, from overcooked bacon in a 
frying pan or forgetting to open the 


dratt of 


a hreplace would not be 


covered. In addition, the exclusions 


referred to in the preceding para 


graph apply 


4. Furrier’s The 


follow Ing causes Ol loss which could 


(stoners polre \' 
arise out of the insured’s careless 
ness are excluded : moth, vermin, in 
herent vice, processing or work don 
on the property (except fire or ex 
plosion), failure to perform work 
as guaranteed, failure to issue a re 
ceipt to the customer, and failure to 
reasonably maintain protective sate 
The 


sue and labor clause also obligates 


guards stated in the proposal 


the insured after a loss to safeguard 
the property to avoid further loss 
( The common law liability of the fur 
storer as a bailee as well as his desire 
to maintain goodwill are conditions 
which may deter careless operations, 
though they are not in the 
itself.) 


5. The comprehensive 
bility policy. The 
liability policy is to 


1 icy 


j J 
genera fla 


purpose Of any 
cover the in 
sured’s liability to third parties aris 
ing out of negligence or carelessness 
Policy restrictions limiting response 
for acts or omissions on the part ot 


the insured, 


howe ver, in lude the 


following 


1. The hability loss must be due 


to an accident which happens at a 
definite time, thus eliminating coy 
erage on an Kor 


occurrence basis 








C.P.C.U. Questions—C 


ntinuea 


example, loss arising out of continu 


ous negligent failure to reduce 


fumes or excessive noise over a 
substantial period of time would not 
be covered. 

i. The liability loss arising out of 
negligence which may be associated 
with a moral hazard, such as prop 
erty in the insured’s care, custody, 
or control; property damage from 
certain kinds of water overflow ; 
sprinkler leakage and tank collapse, 
to name a few 
6. The comprehensive 


material damage policy. Restrictions 


automobile 


discouraging carelessness are found 
in the limitations and exclusions as 
follows: 

i. Undeclared use of the car as a 
public conveyance is not covered, 
hence particular caution should be 
exercised when used under such 
circumstances. 

ii. Wear, tear, freezing, mechan- 
ical or electrical breakdown (unless 
due to other insured loss) are ex- 
clusions which — should 
careful maintenance 
help reduce loss. 


encourage 
and thereby 


iii. Excluded robes, wearing ap- 
parel, and personal effects should 





American 
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American General Insurance Company 


Fire, Casualty, Marine, Fidelity and Surety 


American General Life Insurance Company 


Complete Life Coverage 
American General Investment Corporation 


Long term mortgage financing 


SACH A STAR IN ITS FIELD * 











Character, a wise man once noted, is what you 
are—reputation is what others say you are. We value 
our reputation—but never overestimate it. We prize 
our character—and constantly try to improve it. This, 
we believe, is our greatest guarantee of continuing 
service to our agents, to the industry 


and to our assureds. 


THE LONDON ASSURANCE 


1720 
SS Jonn Street, 


} 


wy 


stimulate locking the car to prevent 
theft. 

iv. Tires are not covered unless 
damaged by fire or stolen, or the loss 
be coincident with other insured loss. 
Thus the threat of expense for the 
blow-out or flat due to careless driv- 
ing or parking may be a deterrent 
to more serious losses. 

v. Conversion, embezzlement, or 
secretion by a person in possession 
under lease, conditional sale, mort- 
gage, or other encumbrance are not 
covered, which may discourage care- 
lessness in examining the character 
of a prospective buyer. 


7. The residence ond outside theft 
policy. The exclusion of loss from 
unattended automobiles suggests 
that the insured should not leave 
valuables in an unattended car, or 
that at least he lock it. Mysterious 
disappearance of a precious stone 
from its setting is not covered thus 
suggesting that the 
should be reset if an uninsured loss 
is to be avoided. 


loose stone 


8. The boiler and machinery policy. 
Certain insuring agreements of this 
policy specifically cover negligence 
liability. The insurer, however, may 
suspend immediately if 
inspection shows a dangerous con- 


coverage 


dition with respect to any insured 
object. In such case, the insured is 
likely to exercise diligence to elimi- 
nate a dangerous situation in order 
that coverage be reinstated. 


9. The ocean marine cargo policy. 
Although this policy is not standard 
or uniform, the following  restric- 
tions are among those which could 
be found in it, thereby discouraging 
carelessness on the part of the in- 
sured : 

1. Granting only limited coverage 
when the commodity is packed other 
than as specified for broader cover- 
age. 

li. Limiting the coverage of break- 
age of fragile cargo, or leakage, to 
that caused by stranding or collision 
with another vessel. 

11. Applying a deductible or 
franchise. 

iv. Applying 
shipments on 


a rate penalty for 
certain unapproved 
vessels. 

v. Applying a time limit in days 
following discharge of cargo, within 
which a loss survey must be made. 


Best's Fire and Casualty News 











vi. The sue and labor clause also 
obligates the insured after a loss to 
safeguard the property to avoid 
further loss. 

vil. Theft and pilferage exclusion. 


10. The comprehensive glass policy. 
There appear to be no restrictions 
in this policy, probably because ac- 
cidental damage arising out of the 
insured’s carelessness is rather re- 
mote. It is more than likely that 
the mess and inconvenience follow- 
ing a loss inspires at least ordinary 
diligence to prevent one. It is pos- 
sible, however, for the insured to 
neglect maintenance of the frames 
thereby increasing the hazard to 
loose panes from high wind or other 
perils. 

(c) Any attempt to reduce care- 
lessness losses by writing a careless- 
ness exclusion into policies would 
likely precipitate immediate loss ad- 
justment chaos and sales resistance 
nation-wide, and would therefore 
seem to be an impractical move. The 
function of insurance is to cover 
accidental loss, and this includes 
carelessness coverage varying in ex- 
tent, it would seem, directly with 
the breadth of coverage, from limited 
named loss causes to broad condi- 
tions, applicable, as the case may be, 
to losses in connection with the in- 
sured’s property, property of others, 
or bodily injury. ‘Therefore one in- 
direct method of restricting careless- 
ness losses appears to be granting 
limited insuring conditions, e.g., 
mysterious disappearance could be 
eliminated from residence and out- 
side theft and the personal property 
floater. Another method is to ex- 
clude losses most easily controllable 
or preventable by ordinary diligence 
on the part of the insured, e.g., ex- 
clusion of damage to awnings and 
other similar property from wind- 
storm under the dwelling extended 
coverage form. Another device is 
the use of the deductible, applicable 
either to all losses, or those pre- 
dominantly within the insured’s con- 
trol. Sharing a loss should encourage 
more care on the part of the insured. 
For this reason it is suggested that 
a deductible be used with: the per- 
sonal property floater; the vehicle 
damage and possibly windstorm and 
smoke damage portions of extended 
coverage; the furrier’s customers’ 
policy ; the property damage portion, 
for certain types of risks, under the 
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AUTOMOBILE CASUALTY 


TRADERS & GENERAL INSURANCE CO. 


DALLAS, TEXAS 
Edw. C. Hilman, President 


... to contact our 
nearest office 

for complete infor- 
mation about a 
good casualty 


connection. 
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CIMARRON 


OPERATING IN: 


@ KANSAS 
® OKLAHOMA 
@ MISSOURI 
@ NEBRASKA 
@ COLORADO 
®@ WYOMING 


CIMARRON, KANSAS 





comprehensive general liability pol- 
icy; the automobile comprehensive 
material damage policy; and the 
ocean marine cargo policy. Although 
a deductible in fire insurance might 
discourage carelessness, a deductible 
has not customarily been used, pri- 
marily because of low frequency of 


loss. 


QUESTION 8. 

6 AIG”? 
visiting playmate ~~ 
having 


son ~ and his 


a; age five, 
, also age five 

with — small 
wooden blocks an imitation fireplace 
in “A’s” 


constructed 


living room, promptly 
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Desirable Agencies Wanted In Open Territories 


Pani Ta EI 
erp 
UAW a 127) 


tested their handiwork by starting a 
fire which ignited the clothing of 
both 

burns. 


boys, causing very serious 
The subsequent and 
smoke damaged ‘“‘A’s” furniture and 


dwelling. “A” 


hire 


carried fire and ex- 
tended coverage on his dwelling and 
contents, and also a comprehensive 


] 


personal liability policy. 
1 o ] 
his case, do you believe 


(a) Int 
the fire insurer would be warranted 
hability on the erounds 


4 ) { +41 
of: (1) arson 2) fire not hostile, 
n 


in denyins 


4 
(3) accidental, (4 fire 
caused by negligen er Why ° 

(b) (1) If “C's” father sued “A” 


re not 








C.P.C.U. Questions—Continued 


for injuries to his son as a conse- 
quence of the fire, would “A’s” com- 
prehensive personal liability insurer 
have to defend him? Why? 

(2) Assuming an award of dam- 
ages is made against “A” for the 
injuries to “C”’, is ‘‘A’s’”’ comprehen- 
sive personal liability insurer liable ? 
Explain the policy provisions on 
which your decision is based. 

(c) Assume “C’s” father also 
‘arried a comprehensive personal 
liability contract and “A” sued him 
for injuries to his son. To what 
extent, if would the 


any, compre 


hensive liability insurer be liable? 
Explain the policy provisions on 
which your decision is based. 


Answer 


(a) The fire insurer would not be 
warranted in denying liability. 
(1) On the grounds of arson be- 
cause arson is a criminal act in which 
a building is willfully set on fire. 
“A”, the insured, took no part in 
this act except, perhaps, through 
insufficient supervision. It is 
that the children did 
arson because the 


also 
not 
courts 


believed 
commit 





HOME OFFICE 
309 West Jackson Boulevard 
Chicago 6, Illinois 


REINSURANCE 


Casualty . Fidelity . Surety 


Security Mutual Casualty Company 


NEW YORK OFFICE 
79 John Street 
New York 38, New York 


























CONSIlI 


AVERAGE 


Chicago New York San Francaise 


loronto Pittsburgh Seattle 


St. Paul Duluth Portland 


Tulsa New Orleans Phoenix 








MArsu & McLEnNAN 
Insurance Brokers 
LTING 


ADJUSTERS 


Minneapolis Detroit Boston Los Angeles 
Vancouver 
Buffali 


Milwaukee 


ACTUARIES 


St. Louis Indianapolis Montreal 


Atlanta Calgary Washington 


Cleveland Havana London 


























have consistently held that children 
of such tender years (five) are not 
responsible for their acts. 
(2) On the grounds that the fire 
was not hostile because the fire oc- 
curred outside a proper receptacle. 
A friendly fire is one that is con- 
tained within the place for which it 
was intended. A _ fireplace con- 
structed out of wooden blocks by 
five-year olds would not likely be 
considered a proper receptacle for 
fire. 
(3) On the grounds that the fire 
was not accidental. An accident is 
sudden, unexpected event that is 
definite as to time and place. The 
event in question was definite as to 
time and place and, insofar as “A” 
is concerned, was unexpected. “A” 
might also argue that since the boys 
were under the “age of reason” and 
unable to foresee the consequences 
of their act, the damage which re- 
sulted was unexpected by the boys— 
hence, accidental. 
(4) On the grounds of negligence 
since the fire policy covers fire losses 
however caused, except losses caused 
by fraud on the part of the insured. 
(b) (1) “A’s” comprehensive 
personal liability insurer would have 
to defend him if sued by “C’s” 
father. The carrier is obliged to 
defend any claim, even though 
groundless, which would be covered 
by the policy if the insured were 
liable. The claim would be covered, 


-if the insured were liable, for the 


following reasons: 

i. The definition of insured in- 
cludes, among others, the named in- 
sured (‘‘A’’) and relatives residing 
with him (“B”) for liability arising 
out of premises maintained by the 
named insured or spouse, as well as 
liability arising out of the personal 
(non-business) acts of an insured. 

ii. The policy is written on an 
“occurrence” basis and the only ex- 
clusion that might deprive “A” of 
coverage is the one that rules out 
injury or destruction caused inten- 
tionally by or at the direction of the 
insured. However, “A” played no 
part in this loss and “B’’, his son, 
would probably be held to be too 
young to form an “intention.” 

It seems probable that “A’s”’ lia- 
bility, if any, would depend upon 
whether he was negligent in failing 
to provide adequate supervision over 
the activities of his child. 
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(2) The comprehensive personal 

liability policy states that the carrier 
agrees to pay on behalf of the in- 
sured all sums which he shall become 
obligated to pay by reason of the lia- 
bility imposed upon him by law for 
his personal acts or the acts of any 
person living with him for whom he 
is legally responsible. An award of 
damages would be “liability imposed 
by law” and, as explained in (b) 
(1), the policy provides coverage 
for the events that led to this partic- 
ular claim. Therefore, “A’s” carrier 
should pay the judgment, subject to 
policy limits of liability. The basic 
liability limit (bodily injury and 
property damage combined) is $10,- 
000. In addition to any sum paid for 
a judgment, “A’s” carrier would be 
liable for defense costs and, if claim 
is made therefore, medical payments 
for “C”. No question of negligence 
on the part of the insured is involved 
in the medical payments provision, 
the basic limit of which is $250. All 
of the foregoing is based on the as- 
sumption that “A” has complied 
with all policy provisions, such as 
giving the company proper notice 
of the occurrence and suit. 
(c) “C’s” father’s comprehensive 
personal liability insurer would be 
obliged to defend the suit brought 
by “A” and, subject to policy limits, 
pay any sums for which “C” was 
held liable. The reasons for this an- 
swer are the same as pointed out in 
(b) (1) and (2) where, among 
other things, it was noted that the 
comprehensive personal liability pol- 
icy is not just a “premises” coverage 
but also covers personal acts of an 
insured away from the premises. 


QUESTION 9. 


The reinstatement clause available 
in fire and allied lines policies auto- 
matically reinstates the insurance 
without charge whether or not any 
property value is restored by the 
insured. 

(a) This reinstatement clause in fire 
insurance is a comparatively recent 
development. Explain how you ac- 
count for such a clause not being 
developed until recently, and de- 
scribe the influences which 
brought about the change. 

(b & c) In (1) direct material dam- 
age, such as mercantile open-stock 
burglary insurance, and (2) third 
party liability, such as automobile 


have 
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bodily-injury liability insurance, in 
what respects, if any, is the rein- 
statement principle (i) similar, and 
(ii) dissimilar to the clause referred 
to above? How do you account for 
the and 
you have mentioned ? 


similarities dissimilarities 


Answer 


(a) It is felt that extension of the 
automatic reinstatement clause could 
be the result of the 


factors: 


’ 1 
following 


A trend towards simplification and 
broadening of the insurance contract. 
An effort to avoid poor public rela- 


tions when an insured has inadequate 
coverage for a second loss because, 
through oversight or ignorance, he 
or his agent has failed to reinstate 
the policy following the first loss. 
The expense to the insurer of han- 
dling the reinstatement premium, as 
it is Sometimes as much or more than 
the reinstatement premium itself and 
hence the extension may be viewed 
as an economy, included for no in 
crease in rate 

The with 
certain policies in the casualty fields 


pressure of comparison 
which do not have a reinstatement 
requirement 


Cc 





C.P.C.U. Questions—C 


The influence of a school of thought 
that believes an insured is entitled 
to the full amount of insurance for 
the full term of the policy. 

(b&c) (1) With respect to direct 
material damage such as mercantile 
open-stock burglary insurance, the 
reinstatement principle is dissimilar 
to that in the fire policy 
the mercantile 
burglary form the amount of 


because 
under open-stock 
insur- 
ance 1s reduced by the amount of 
loss paid and/or the value of the 
property The 
reason 1s suggested to account 


this dissimilarity : 


replaced following 


for 
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ness institutions large and small. 


contact your assureds. 
Ask for our special free book, 
Insurance.” 


Write 
or Telephone 


Since the amount of insurance re- 
quired under a mercantile open-stock 
policy may, because of the co-insur- 
ance limit, be relatively small in 
relation to the aggregate value at 
risk, the possibility of successive 
losses, each of which would be cov- 
ered up to the face of the policy, is 
much greater in burglary insurance 
than in fire insurance where it is 
customary to carry a greater amount 
of insurance to value. 

(2) With respect to third party 
liability such as automobile bodily- 
injury liability insurance the rein- 
statement principle is similar to 
that in the fire policy in that payment 
of a loss does not reduce the amount 
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of insurance. The reason is that the 
value at risk cannot be ascertained 
and after a loss the actual loss often 
cannot be determined for quite a 
length of time. In fact, sometimes 
negotiations are completed or judg- 
ment is obtained after the policy has 
expired. Thus, it would be imprac- 
tical to require reinstatement under 
the automobile liability policy. Also, 
the occurrence of one loss does not 
even temporarily reduce the prob- 
ability of occurrence of another loss 
as great as the full limit of liability 
of the policy. That is, multiple 
losses of substantial size are possible. 


QUESTION 10. 

(a) “M” operates a 
which produces plastic coated metal 
products. The business 
three buildings. ‘“‘M” owns the larg- 
est of these in which the office of 
the business, the metal presses and 
the machinery for applying plastics 
to the metals are contained. “M”’ 
rents from their owner, “O”, two 
small buildings. The East building 
is used to store metal rods and raw 
plastics; the West building is used 
to store the finished products and to 
house the shipping facilities of the 
business. 

“‘M”’ wishes protection against loss 
by fire resulting in direct damage to 
his property, loss of earnings from 
interruption of business, and loss of 
profits on finished but unsold mer- 
chandise. Indicate for each class of 
insurance, the essential information 
which should be given in the form 
used to provide the desired coverage. 

(b) Other than because of differ- 
ential in rates, why is the insured 
allowed a choice among 50%, 60%, 
70% or 80% coinsurance clauses 
when obtaining business interruption 
insurance under the gross earnings 
form, whereas he has no such choice 
under the two item contribution 
form? 

(c) Explain the purposes of the 
following endorsements used in busi- 
interruption insurance con- 


business 


occu] eS 


ness 
tracts: 
(1) The agreed amount endorse- 


ment. 


(2) The premium adjustment en- 
dorsement. 


Answer 
(a) The essential information 
given in the form used to provide 
coverage is as follows: 
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With respect to direct damage to 
property, it is possible that one policy 
be written covering all buildings and 
contents including stock, provided 
the state permits writing the stock 
on a term basis under the circum- 
stances, but, if the risk is such that 
stock does not qualify for term 
treatment, then a separate policy 
would be necessary covering stock 
for one year only. The policy or 
policies would consist of an ap- 
propriate form such as the manu- 
facturing hazards form 
attached to the standard fire policy. 
Besides the name and address of 
‘““M” the insured, the policy term and 
amount, the building and contents 
rates for fire and extended coverage, 
and the premium, the policy would 
contain one or more items of insured 
property providing specific and/or 
blanket insurance as the case may be. 
With respect to each item there 
would appear the description and 
location of the building and property 
covered, an amount of insurance, and 
the coinsurance percentage appli- 
cable to each item. If only one policy 
were written, “M’s” building and all 
contents, including stock and ship- 
ping facilities in the leased buildings, 
could be covered under one or more 
items. If a separate one year policy 
were necessary to cover the stock, 
the same information would be 
needed for the item(s) of stock in- 
sured. If a reporting form were 
used to cover fluctuations in total 
stock values, the three building loca- 
tions would be listed with a limit of 
liability applicable to each. 

With respect to loss of earnings 
from business interruption, either of 
two forms could be attached to the 
standard fire policy, which would 
contain the name and address of 
“M” the insured, the policy term 
and amount, the fire and extended 
coverage rates, and the premium. 
The two-item form calls for con- 
struction, occupancy, and location of 
the owned and leased buildings, the 
damage to which might interrupt the 
production operations (certainly the 
main building and the East building 
would be included, but the West 
building might not be); an amount 
of insurance in item I covering net 
profit; an amount of insurance in 
item II covering ordinary payroll, 
if “M” should elect to insure it ; and 
the percent coinsurance applicable to 
each item. 


special 


The single item gross 
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earnings form calls for the same 
information about the buildings and, 
in addition, a single amount of in- 
surance pertaining to gross earnings, 
plus a percentage of coinsurance 
applicable. 

With respect to loss of profits on 
finished but unsold goods, the prof- 
its and/or commissions form would 
be attached to the standard fire 
policy which would contain the name 
and address of ‘“M”’ the insured, the 
policy term, the amount insured on 
profits applicable to finished goods, 


the fire and extended coverage rates, 


LeRoy, Ohio 


PACIFIC COA >s Angeles 


#s Fe f* | 


T DEPARTMENT | 


ee Me Ma 


the premium, the percentage coin- 
surance applicable, and the descrip- 
tion and location of the West build- 
ing leased for storage and shipping, 
plus the property covered therein. 
(b) Coinsurance is a device for 
either getting insurance to value or 
putting a share of the loss on the 
insured if he is under-insured. In 
most businesses the ordinary payroll 
constitutes a substantial portion of 


‘| he 


all 
allows the 


the operating expenses. two 


item contribution form 


option of not covering this major 
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C.P.C.U. Questions—Continued 


expense at all, or covering only ap- 
proximately one-fourth of it (for 
ninety days). Thus, because of the 
permissible under-insurance feature 
of the two-item contribution form, 
it is necessary to require at least 
80% coinsurance in order to develop 
enough premium from the amounts 
insured to pay the losses. Options of 
lower coinsurance would be inad- 
equate. On the other hand, the gross 
earnings form requires all earnings, 
including payroll, to be insured and 
covers them without time limit. This 
develops a base for insurance to 
value sufficient in amount to permit 
lower options of coinsurance, since 
the proportion of payroll to gross 
earnings may vary greatly 
business to business. 


from 


(c) (1) The agreed amount en- 
dorsement is applicable to either the 
two-item contribution or gross earn- 
ings form and its purpose is to 
eliminate for the term of the en- 
dorsement the application of the co- 
insurance that full re- 
made for insured 
losses up to the policy limit(s). In 
order to protect themselves ade 
quately, insurers require the endorse- 


clause, so 


covery can be 


ment to include a certified work 
sheet showing the basis in the in- 
sured’s records by which the amount 
agreed upon has been determined. 

(2) The premium adjustment en- 
dorsement is applicable only to the 
gross earnings form and its purpose 
is to provide means for an insured 
(i) to hedge against a coinsurance 
penalty that could occur through 
carrying too little insurance and (ii) 
to escape excessive premium from 
carrying too much insurance. This 
is accomplished by carrying insur- 
ance based upon a generous estimate 
of earnings, reporting actual earn- 
ings at the end of the policy year, 
and receiving a return premium on 
the amount insured in excess of the 
reported earnings. It is still possible. 
though unlikely, to suffer a coinsur- 
ance penalty under this form if the 
estimate of the insurable earnings is 
in error and the resulting amount 
of insurance carried is substantially 
low. 


QUESTION II. 


“X”, a chemist employed by 
Chemical Manufacturing Company 
#1, with the aid of his secretary 
obtained its valuable secret formulas. 
Without the knowledge of the of- 


ficers of Company #1, “X” acted 
as consultant to Chemical Company 
#2. The head of the research de- 
partment of Chemical Company #2 
secretly paid “X” $1000 from his 
own pocket in return for which “X” 
gave him one of the secret formulas 
of Chemical Manufacturing Com- 
pany #1. Chemical Company #2 as- 
sumed the formula was a product of 
its own research department and 
used it to the detriment of Company 
#1. Even though Company #2 had 
realized only $250,000 profit from 
the misuse of the formula, it is 
legally ordered to reimburse Com- 
pany #1 for a $600,000 loss which 
it caused Company #1 by misusing 
its formula. 


Chemical Company #1 carried a 
blanket position bond for $50,000 
and Company #2 carried a primary 
commercial blanket bond for $200,- 
O00. 


(a & b) With reference to the 
above situation, does (1) Company 
#1, and (2) Company #2 have any 
protection under its policy? If so, 
to what extent? If none, why not? 
Include the interpretations of the 
policy provisions that determine 
your answers. 
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(c) If Company #2 is financially 
unable to pay more than $25,000 of 
the damage award, would this have 
any effect on your answers to (a & 
b) of this question? Explain fully 
why, or why not. 


(d) If Company #1 had carried a 
$50,000 primary commercial blanket 
bond and Company #2 had carried 
a $200,000 blanket position bond, 
would it change your answers to (a 
& b) in any respect? Why? 


Answer 


(a & b)(1) Company #1’s blan- 
ket position bond ($50,000) and 
Company #2’s primary commercial 
blanket bond ($200,000) both cover 
any loss of money or other property 
owned by the insured or in which 
the insured has a pecuniary interest 
or held by the insured in any ca- 
pacity whether the insured is legally 
liable therefore or not, provided such 
loss is caused by the fraud or dis- 
honesty of any employee. An em- 
ployee is defined as one who is in 
the regular service of the insured in 
the ordinary course of the insured’s 
business during the term of the 
bond, and whom the insured com- 
pensates and has the right to direct 
in the performance of such service. 

Asa result of “X’s” dishonest act, 
Company #1 should be entitled to 
recover either $50,000 or $100,000. 
The fact that Company #2 has been 
ordered to reimburse Company #1 
for the misuse of its product is evi- 
dence that Company #1 suffered a 
The maximum ($50,000 or 
$100,000) is arrived at through the 
operation of the blanket position 
bond’s multiple penalty feature, i.e., 
up to the face amount of the bond 
($50,000) will be paid for each em- 
ployee who participates in a dis- 
honest act and who is identified. 
Both “X” and his secretary appear 
to be bona fide employees (as al 
ready defined) and both have been 
identified. The key to maximum 
recovery is whether “X’s” secretary 
innocently obtained the — secret 
formulas in the regular course of her 
duties or whether she procured them 
in a wrongful manner to aid “X.” 
\ssuming that “X’s” secretary dis- 
honestly obtained the formulas, 
Company #1’s recovery would he 
$100,000 (the $50,000 bond penalty 
multiplied by two dishonest em- 


loss. 
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ployees). In the event of such pay- 
ment, Company #1 would un- 
doubtedly ask for an assignment of 
Company #1’s rights against Com- 
pany #2, 

(2) It is doubtful whether Com- 
pany #2 has any protection under 
its primary commercial blanket bond 
since the head of its research depart- 
ment did not take money or other 
property, as specified by the bond, 
but rather brought 
formula—to his 


something—a 
employer. Al- 
though the research head dishonestly 
represented Company #1’s formula 
as his own, it was not having the 


4+9° 


formula that caused Company #2's 


loss; it was using the formula that 
incurred the liability. 

In the unlikely event that the loss 
were covered, Company #2’s pri- 
mary commercial blanket bond would 
be liable to the extent of $200,000. 
The primary blanket 
bond is an aggregate penalty bond, 
i.e., it responds up to the bond pen- 


commercial 


alty per loss, regardless of how many 
persons were involved and whether 
or not identified. The head of the 
research department appears to have 
been a bona fide employee as defined 
in (a & b)(1) 

(c) The answer to (a & b) would 


tinued on the next page) 
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C.P.C.U. Questions—Continued entitled to full reimbursement under 
its own bond because it has been 
legally established that its loss 1s 
$600,000. 


not be changed by the fact that Com- 
pany #2 is financially unable to pay 
more than $25,000 of the damage — ars 

1 As already indicated, it is doubt- 


award. As indicated, Company #1. : - 
ful whether Company #2’s primary 


would be entitled to a recovery of ; ; 
$100,000 (assuming “X’s” secre commercial blanket bond will re- 

spond at all. But assuming that the 
bond would cover the loss, the surety 
would be obligated to pay $200,000 ; 
the financial strength or weakness of 
the obligee (Company #2) does not 
change the obligation of the surety 
under the bond. 


tary to have been in collusion with 
“X”) under its blanket position 
bond. Should Company #2 make 
payment to Company #1 before the 
latter put in a claim under its own 
bond, this could affect the size of the 
loss actually suffered by Company 
#1. (d) If Company #1 had carried 
If such a payment were only a $50,000 primary commercial 
$25,000, Company #1 would still be blanket bond instead of a $50,000 
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blanket position bond its maximum 
recovery for provable loss would be 
limited to $50,000. The primary 
commercial blanket bond is an ag- 
gregate penalty bond which responds 
up to the bond penalty per loss, re- 
gardless of the number of people in- 
volved (identified or not). 


For the reasons advanced in (a & 
b)(2), recovery would be doubtful 
for Company #2 under a blanket 
position bond. But assuming the 
loss to be covered, the blanket posi- 
tion bond would respond for either 
$200,000 or $350,000, the maximum 
depending upon the number of em- 
ployees involved. The blanket posi- 
tion bond responds up to its face 
amount for each identified employee 
involved in a dishonesty loss. In 
view of the definition of an em- 
ployee, it seems unlikely that “X,” 
a consultant, would be considered an 
employee of Company #2. There- 
fore, $200,000 seems to be the maxi- 
mum amount Company #2 should 
receive (amount on one employee). 
If it is assumed, however, that “X”’ 
was an employee, the bond would 
be liable up to $400,000 ($200,000 
on each of two employees) but only 
$350,000 would be paid. The figure 
of $350,000 is obtained by subtract- 
ing #2’s profit from the $600,000 
judgment levied against it. 


LIABILITY RATE REVISIONS 


EVISED bodily injury liability 
rates for manufacturers’ and 


contractors’ liability and owners’, 
landlords’ and tenants’ liability area 
and frontage classifications have 
been filed by the National Bureau of 
Casualty Underwriters and the Mu- 
tual Insurance Rating Bureau in a 
number of additional states. The 
average percentage changes on a 
statewide basis are as follows: 


Effective 
State Filed by M. & ¢ 
Florida NBCU 5 —3.0% 
Kansas NBCI 5/% 5 —2? 0% 
Mass NBCU 5/5 5 8.0% 
Minn MIRB_ 5/24/5 +9.1% 
Wyoming MIRB_ 5 5 25.0% 


NEW RHODE ISLAND 
W. C. LAW 


REVISED workmen’s compensa- 
tion law becomes effective in 
Rhode Island on July 1. A new 


hearing procedure has been adopted 
and benefits have been raised. 
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A Psychological Approach—from 77 


est there may be an opportunity in 
the realm of psychological reaction. 
{ Appeals to action are more effec- 
tive than methods that prohibit. 
Therefore, in dealing with the vari- 
ous parties to a contract default it 
is better to find ways for doing 
things than to be entirely negative 
as to the views of others. 

{| Arguments which conform to the 
other desires are highly effective. 
It is well to make the other person 
feel that your end result is some- 
thing desirable for him also. This 
is merely a bringing together of 
minds on a subject which started 
out to be controversial. 

{| Appeals to the other’s feeling of 
self importance are likely to be 
effective. Psychologists call this ego 
expansion. We are told that the 
greatest urge in human nature is 
the desire to be important. Remem- 
ber too that people crave to be ap- 
preciated. This includes personal 
and family pride. No matter how 
dark the picture, usually some 
ground can be found upon which to 
express appreciation of the other. 
This must be sincere; people see 
through shallow flattery. 

{| Appeals backed by some form of 
prestige are more acceptable than 
unsupported appeals. In dealing 
with owner or obligee perhaps we 
can explain how we worked out of 
difficulties with other public bodies 
and how pleased they were with the 
end result. 

{ The opinion of the majority carries 
great weight with the average per 
son; also, the opinion of specialists 
carries weight in influencing judg- 
ment on doubtful matters. If, how 
ever, one is dealing with a rugged 
character who likes to be different, 
or feels that he is an independent, 
the view of the majority may not 
win him over. 

{ Use an effective choice of words. 
In talking to one who holds on to 
his money he will be favorably im- 
pressed by the word “thrifty” but 
he will react unfavorably to the 
word “stingy.” The first expands 
his ego; the hurts 
Simple, 


him. 
more 
effective than pompous words. Un- 


second 


concise words are 
less we are talking to someone in a 
technical field, the use of an elab- 
orate or highly technical vocabulary 
tends to the feel 


make individual 
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inadequate and causes embarrass- 
ment. 
{ The 
representing the 
factor. He 
interest 


the 
surety iS a major 
should 


in the other 


personality of person 
sincere 
What 


is not genuine is transparent, and 


show a 
fellow. 


will soon be detected by most mature 
Too much self as- 


surance on the part of 


human beings. 
the surety’s 
representative may antagonize rather 
than influence others favorably. And 
remember the psychology of Ben 
“Setting too 
good an example is a kind of slander 


l‘ranklin when he said: 


seldom forgiven.” 


ression begets 


the 
use of voice and gestures should be 


watched. 


oO 
~ 


Remember that a: 


aggression. In this connection 
If there is a difference ot 
opinion and the other individual has 
to change his mind, permit him to 
He will be 


he is made to feel only that he has 


save face. resentful if 
been wrong and you have been right. 
{ Personal contact is the best method 
of communication. No amount of 
telephoning, telegraphing or writing 
can take the place of a_ personal 
conference conducted in the proper 
manner. 


rc 





A Psychological Approach—Cont. 


{| Try to see things from the other 
person’s point of view. The better 
we understand the other fellow the 
better will have for 
arriving at the desired result. 


chance we 


Now for a few examples. Let us 
start with one from a professional 
psychologist. Fabian L. Rouke, Clin- 
ical Psychologist of the College of 
the City of New York, tells of a 
vice president who, wishing to cut 


down expenses, ordered a foreman 
to discharge a mechanic. The fore- 
man hesitated, but was told that this 
was an order and not a suggestion. 
The foreman could have easily fired 
the worker. He might also have 
lost his temper and been fired him- 
self. Instead, he entered the vice 
president's office on the following 
day and laid a piece of paper on the 
desk. ‘*‘What’s this?” asked the vice 
president. “My resignation,” replied 
the foreman. ‘‘What’s the matter, 
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don’t you like the job?” “Yes, I like 
it very much. I’m sorry I have to 
quit.” “Are you sore because I told 
you to fire that mechanic?” “No, 
I’m not sore. My feelings in the 
matter do not count; it’s a question 
of what’s good for the company.” 
“Then get it off your chest?” 

“Mr. Black,” said the foreman, 
“IT have been with this company for 
five years and I have given it the 
best | have. For the last year, you 
have been my superior officer and 
it has been a pleasure to work for 
you. I have learned to respect you.” 
“Cut that out, Jones, and come to 
the point.” “But that’s the point, 
Mr. Black. I can’t bring myself to 
take a step that would mean lowering 
the efficiency of our division. We 
need that mechanic. If he goes, our 
record will drop, and the record of 
your division will drop. He’s really 
a necessary cog in the wheel.” “But, 
Jones, it’s absolutely necessary to 
cut expenses.” “T realize that, Mr. 
Black, and | have a suggestion to 
make that will save a lot more money 
than firing the mechanic.” “Well, 
all right. What is it?” 

Note the subtle twist of letting the 
executive know that they had the 
same goal in mind. Their difference 
was only one of means. What if 
the executive had said, ‘‘Fire that 
man!” and the foreman had flatly 
refused. It would have become a 
clash of personalities. Either the 
executive would have had to back 
down or the foreman would have 
had to quit. In this instance the 
foreman won while neither had the 
feeling that he had to back down. 


A Pleasant Conversation 

Now for a surety case involving 
a claim attorney who was determined 
to get facts out of a recalcitrant 
contractor. The contractor had 
taken quite a beating. The head of 
the claim department inquired into 
the situation and was told that the 
contractor was rebellious and seemed 
to be downright lying. The con- 
tractor and claim attorney were 
brought into the executive’s office 
and there for awhile a pleasant con- 
versation ensued about baseball and 
general current matters having no 
bearing on the contract. Gradually 
and quite pleasantly the executive 
got into a discussion of the con- 


(Continued on the next page) 
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tractor’s difficulties. The building 
had been about 50% completed when 
the contractor found himself unable 
to go on. 

The executive said, “Mr. Smith, 
| have never seen a finer foundation 
put down. One thing about it | 
noticed was that throughout the 
whole operation there has been an 
efficiency and cleanliness which you 
don’t often encounter. | noticed that 
the refuse in and out of the founda- 
tion was cleared away almost as fast 
as it accumulated and you did a 
beautiful job in refilling against the 
foundation and regrading the lot. 
| feel certain that had other condi- 
tions not prevailed you would have 
completed the building to its roof 
with the same efficiency.” The con- 
tractor’s ego was expanded and he 
was soon talking freely of his pride 
in this work and how he had refused 
to allow the foreman to dump rub- 
bish in the hole around the founda- 
tion and cover it with earth. 

irom this point on the contractor 
was a changed man. After he left 
the surety’s office late in the after- 
noon the claim attorney expressed 
surprise at the frank manner in 
which the contractor had revealed 
his position to the executive when 
he would not do so to the claim man. 
When the claim attorney was asked 
what he thought had made the con- 
tractor friendly he said: “Oh, I 
think it was because you are a vice 
president of the company.” As a 
matter of fact that had very little 
to do with it. 

In another case, some years ago 
a second generation contractor from 
out of town came to his surety 
stating that he was broke and that 
he could not go on. He was assigned 
to one of the claim men. About noon 
the claim attorney was ready to 
recommend that the surety either 
advance or guarantee a loan of about 
$35,000 so that the contractor could 
go on and have everything taken care 
of in a nice way. The picture wasn’t 
satisfactory and a vice president 
arranged to have lunch alone with 
the contractor. 

For quite a long time the vice 
president talked to the contractor 
about his fine father who had passed 
away several years before and the 
reputation that the father had main- 
tained in the building industry. The 
contractor evidenced great pride in 
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his tather. Then the vice president 
talked to the contractor about his 
own future, including that of his 
two young sons. Then he was asked 
why he came to the surety. He said 
that a contemporary of his father’s 
had told him to go to his surety and 
that they would take care of him. 
The young man was then asked 
where he would be when the job 
was completed and he owed the 
surety substantial funds, there being 
no hope that much profit would be 
realized from the job. He stated he 
would pay up from future work. 


He was asked who would bond 
the new work. He hadn't thought of 
that. The vice president said: You 
are prematurely revealing a bad pic- 
ture to your surety. When this job 
is completed you don’t want to be 
heavily in debt to the surety com- 
pany. If you are so indebted the 
surety will not wish to bond you on 
other work and may press you in 
other directions to make good the 
loss. Other surety companies will 
probably not wish to take on a 
contractor who has caused this 

(Continued on the next page) 
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surety a loss. Next, it was developed 
that with a little refiguring the con- 
tractor could carry on with about 
$16,000 and did not need immedi- 
ately as much as $35,000. When he 
was asked if he had tried to arrange 
his own financing locally, he ad- 
mitted that he had not. 

The upshot of it was that at the 
end of the luncheon the contractor 
said he would not return for further 
talks with the claim attorney but 
would go home to try to work out 
his difficulties in another way. Not 
another thing was heard about that 
job and the man continued in the 
contracting business for years, build- 
ing sound credit in his own com- 
munity. When a contractor is all 
too ready to chuck his troubles into 
the lap of his surety perhaps there 
is a psychological approach that will 
save the surety a headache, and a 
loss 


State Officials 


For a fourth example there was 
an armory that a surety completed 
for one of the states. It was about 
two-thirds finished when the 
tractor went broke. The surety had 
the work refigured by a well known 
contractor. It appeared that the 
best way to keep down loss was to 


con- 


take over the work and complete 
it, and the surety had about decided 
to allow its contractor to complete 
the job. The surety found that the 
state officials were being unusually 
troublesome in some directions and 
set about to find the reason 

It was learned that the defaulted 
contractor had persuaded one of the 
state engineers to resign his job and 
come with the contractor at a higher 
salary, with the armory as his first 
Running into finan 
cial difficulties the contractor started 


responsibility : 


former 
state engineer objected, the contrac- 
tor fired him. 


to cut corners and when the 


This had enraged the engineer's 
friends at the State Capitol. The 
surety obtained the engineer’s ad- 
The surety 
found him to be a capable man and 
that by using 
him many difficulties with the state 
officials might be The 
former state engineer was employed 


dress and sent for him. 


immediately 


sensed 


averted. 
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to complete the contract on a 
monthly salary. In conclusion, the 
armory was completed for a figure 
less than the surety’s contractor had 
estimated and the surety had a very 
modest loss. It had no trouble what- 
soever with the state officials. As a 
matter of fact they went out of their 
way to ease some difficulties. The 
psychology in this case is plain. The 
surety was prompt to act upon a 
situation beyond facts and law. The 
state officials reacted favorably, emo- 
tionally if you please, to one who in 
turn had treated well, one of their 
own. 


The Picture Looked Dark 


Sometimes second generation con- 
tractors who attempt to carry on in 
their father’s footsteps are not very 
successful. Such was a_sub-con- 
tractor for a substantial amount of 
mill work in a large building. He 
had figured the job too closely. Pay- 
rolls for the skilled labor necessary 
to turn out and install the work were 
ruining him. He needed lumber and 
his credit with the suppliers had 
run out. The general contractor was 
impatient. The young man seemed 
hopelessly broke and the picture 
looked pretty dark for both him and 
his surety. 

The situation was being discussed 
when he happened to drop the re- 
mark that for many years his father 
had dealt with a Mr. Martin, a 
lumber supplier, and had spent many 
thousands of dollars with him. The 
young man told the surety that Mr. 
Martin was friendly but his company 
would not extend more credit. The 
young contractor was then asked if 
he thought Mr. Martin would come 
with him to see the surety. He was 
a little embarrassed by this question 
but said that he could try. The next 
afternoon the two of them arrived. 
I cannot give the hour’s discussion 
but the upshot of it was that Mr. 
Martin, who was a wealthy man, 
loaned the sub-contractor 
$15,000 out of his own money. The 
sub-contract was completed without 
further trouble and with no loss to 
the surety. 

Emotional actions were at 
in the climate of these individuals. 
Had the surety not acted promptly 


young 


work 


upon the side information concern- 
ing Mr. Martin or had this case been 
treated as a cold matter of facts and 


law the surety most certainly would 
have had a loss. 

Among claim attorneys who have 
an equal ability to search out facts 
and a comparable understanding of 
the law, he will be most successful 
who has an understanding of human 
beings and their emotional reactions 
to economic and sociological situa- 
tions. All principles of psychology 
for much variation in their 
applications, depending upon the 
circumstances, including time, place 
and individuals involved. Experi- 
ence and judgment in a given situa- 
tion must determine the approach 
and when and how it is to be used. 
When one understands how the 
other person is reacting to his 
methods he may go on until his point 
is accomplished or he may find that 
he has to back away and attack 
the problem in a different manner 
altogether. 

All good companies wish to meet 
their honest obligations. Our vital 
responsibility is to do the best pos- 
sible job for our companies with 
honor and fairness. The use of 
psychology does not involve out- 
smarting or tricking a just claimant. 
It merely means making legitimate 
use of God-given tools to effect as 
much saving as possible to our com- 
pany in money and in good will. 


allow 
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Paws insurance is now a 
commodity purchased by an en- 
lightened public whose knowledge 
of it is steadily improving, according 
to Richard E. Farrer, secretary of 
the National Fire Insurance Com- 
pany of Hartford in an address 
before the Casualty and Surety As- 
sociation of Connecticut. Plans sim- 
ilar to the one filed in Florida by The 
Fire and Casualty Insurance Com- 
pany of Connecticut enable agents 
to compete with the modern mer- 
chandising non-agency companies 
without surrendering their owner- 
ship of expirations, control of re- 
newals and direct contact with the 
policyholder for billing and collec- 
tions, he said. With such “cash and 
carry’ methods, Mr. Farrer argued, 
agents can reduce their work load 
and expense and. place themselves 
in a competitive position. 
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Accidents and Progress—from p. 84 
able—that “accidents wil] happen.” 
Surely I would not be so rashly 
optimistic as to think we might never 
again hear of an accident; but I be- 
lieve that there is no such thing as 
an accident that could not have 
been prevented. 

The great upheavals of nature- 
seismic convulsions that shake the 
earth, tornadoes that roar across 
farmlands, floods that hurl down 
from the uplands, or hurricanes that 
sweep in from the sea—these are no 
accidents. They are acts of God. 
We are helpless to prevent them ; we 
can only protect ourselves, as best 
we may, while their fury lasts. But 
the sheer mistakes of living—the 
motor car that runs amuck, the ob- 
jects that are left on stairways, the 
machine that is neither properly pro- 
tected nor serviced, or the oil cup 
that was not refilled—these are no 
acts of God. They are man-made 
accidents—and they can be pre- 
vented! Indeed, our only protection 
against them ts their prevention ! 

The principal obstacle to the at- 
tainment of comparative security 
against accidents is nothing more 
than bad habits of thinking. If we 
could change the people’s attitude 
from uncomprehending apathy to 
enlightened _ self-preservation, the 
problem of accidents would soon be 
solved. It is as simple as that. I do 
not mean to say that a change of at- 
titude alone would accomplish such 
a momentous feat, but it would 
quickly bring about the material and 
official improvements that are so 
sadly lacking under present circum- 
stances. 

In a country such as ours, public 
opinion is the most potent force 
existent—and it can work both 
ways, for good or for evil. Ii the 
people are apathetic about some pub- 
lic situation, government will be at 
least equally apathetic and some 
times more so. But let the people 
rise up in their might and demand a 
change, in a voice that means busi- 
ness, and government, which is noth 
ing more than people who want to 
keep the jobs they have, will bring 
about that change speedily and ef 
fectively. 

Here we reach the nub of the 
whole problem of accidents. The 
public is apathetic. That old granny 


(Continued on the next page) 
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Accidents and Progress—Continued 


idea that “accidents will happen” has 
been handed down from generation 
to generation for so many years that 
most people actually believe an acci- 
dent is almost like an act of God and 
therefore unavoidable result 
is that accidents are now happening 
with such rapidity, consistency and 
disastrous results that the time has 
when the thought 
community 


rhe 


eome leaders of 


every and every 


state 
must destroy, completely and perma- 
nently, that apathy. If industrial 
and business leaders will join forces 
with editors and publishers in a de 
termination that the public shall be 
aroused to the real cost of accidents, 


in lives, suffering and economic 
waste, the days of high accident rates 
will be numbered. 

Can it be done? Let us see. W hy 
should traffic accidents so grossly, SO 
unbelievably, out-number industrial 
accidents? Certainly it isn’t because 
there are more people abroad in traf- 
fic, for longer hours, than there are 
tn the and industrial 


great small 


plants. Certainly no one would con- 
tend that there shouldn't be at least 
as many accidents in a factory filled 
with throbbing machinery, a ware- 
house stacked to the ceiling with 
heavy boxes and merchandise, or a 
store with its elevators and glass in- 
terior, as out on a street with its 
motor Yet, the fact re- 
mains, that every year two and a 
half times as many people are killed 
out in those streets as in the factories 
and stores and warehouses. Why? 
The simple. Many 
years ago business men learned that 
as far as their plant or their ware- 
house or their 


vehicles. 


answer is 


is concerned, 
safety, the prevention of accidents, 


store 


is good business, As a matter of fact, 
they had to learn that lesson whether 
they liked it or not, because public 
opinion got all aroused about occu- 
pational accidents and compelled the 
legislatures to pass workmen's com- 
pensation That, of course, 
meant insurance ; and, in turn, insur- 


laws. 


ance meant additional expense. 


Thinking, hard, sound thinking, was 


the end result of it all, and out of it 
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have emerged great benefits to every 
one, 

I would be the last to say that 
workmen’s compensation laws have 
not, at times and in some states, been 
grossly abused and inflicted unrea- 
sonable and improper responsibilities 
upon employers at considerable ex- 
pense. It is undeniable that they 
have, but the one great gain those 
laws have produced is safe working 
conditions by sheer compulsion of 
economic necessity. That gain has 
many facets. Employers and insur- 
ance companies alike realized that 
insurance rates would have to be 
kept within bounds, and thus the 
reduction and prevention of acci- 
dents became mandatory. So, to- 
gether, insurance and management 
went to work. 

The result is to be found in the 
figures cited previously. The man or 
the woman at work in factory, mill, 
field, warehouse, store or office, is 
safer from accidents than anywhere 
else in the entire nation. Safer than 
in their own homes—and far safer 
than out in those teeming traffic 
lanes, where we have a policeman 
every few blocks whose sole duty is 
to protect people against accidents. 
To realize the staggering proportions 
of that accomplishment just picture 
the toll of dead and maimed if indus- 
trial safety had not been made abso- 
lutely mandatory by utter economic, 
if not humane, necessity ! 

3ut management has done far 
more than just make the American 
worker’s job the safest place in the 
country. In the same operation it has 
drawn an accurate blueprint for 
equal safety everywhere. More than 
that, it has made a blueprint for 
more safety everywhere, because as 
great as the advances in industrial 
safety have been, we have not begun 
to reach the limit even of the possi- 
bilities. Now we need only the right 
kind of leadership to make it work 
every where. 

The methods used were simple. 
First, safe physical conditions were 
created by guarding flywheels, pro- 
viding proper lighting and ventila- 
tion, prescribing safe dress for spe- 
cial jobs and maintaining regular 
accident prevention inspections, 
among many other things. Then, 
second, safe mental conditions were 
created by teaching workers the im- 
portance of safe working attitudes. 
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Industry has done an outstanding 
job, it has proved that accidents can 
be prevented, that they don’t have to 
happen. It has shown the way and 
provided the know how! 

The third myth is that the preven- 
tion of accidents would be a costly 
and aggravating accomplishment. 
More bluntly expressed, that simply 
means some people think it is cheaper 
to have accidents than to stop them. 
The $10,000,000,000 cited earlier in 
this discussion refutes all such fic- 
tion. But even if it were true on a 
purely economic basis, the human 
toll alone should be more than 
enough to make us determine that 
the price of progress shall not be 
6,000 lives and more than 9,000,000 
maimed bodies, vear in and year out. 


The Price Tag 

In the past several years we have 
learned much about public attitudes. 
One of the most surprising, I think, 
is that the average person is more 
disturbed, believe it or not, about the 
monetary cost of accidents than their 
human cost. The reason for such at- 
titudes, while still shocking to one’s 
better senses, is quite simple. It is 
that while the great majority of peo- 
ple still are sure ‘‘accidents will hap- 
pen,” they seem to be individually 
confident it won’t happen to them. 
But just wave a price tag, and all feel 
it instantly in their pocket book and 
want to do something about it. 

So, in refuting the fable that acci- 
dent prevention is costly, let’s look 
briefly at some figures. Take the case 
of the fairly large manufacturer, for 
instance, who decided as part of his 
safety education program to launch 
an interdepartment accident reduc- 
tion campaign in his plant. Imagine 
that manufacturer’s joy when he dis- 
covered that this “purely educational 
idea” had reduced his annual acci- 
dent frequency rate more than fifty 
per cent at a saving of $9,368, not in- 
cluding an additional saving in work- 
men’s compensation insurance pre- 
miums when the time for the audit 
arrived. 

Or consider the case of the candy 
manufacturer who suddenly awak- 
ened to the fact that plant accidents 
were eating up profits to the tune 
of $37,352 a year. Imagine his sur- 
prise when a soundly planned and 
efficiently directed accident preven- 
tion program produced an annual 
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saving of $52,297. Then, for just one 
more common instance, consider the 
case of the fertilizer manufacturer 
who, by spending $48,250 annually 
on a well engineered safety program, 
found himself with an annual dollar 
saving on accidents of more than 
$150,000. According to my arithme- 
tic that is an annual profit of more 
than $100,000 chalked up by sound 
accident prevention. 

These incidents were to a very 
large extent covered by workmen’s 
compensation insurance. However, 
accident records affect insurance pre- 
miums greatly and moreover insur- 
ance does not cover all of the costs 
of accidents. It is a generally ac- 
cepted principle that the uninsured 
cost of an accident is at least four 
times as great as the insured cost. 

Neither is it 
brush off absenteeism among hourly 
workers, as I’m afraid some employ- 
ers do, on the theory that, since they 
get paid only for the time they work, 
the loss is entirely their own. One 
of the mightiest industrial empires in 
the nation had that notion until a 
scientific study several years ago 


sound business to 


showed that when the hourly worker 
is absent the company suffered these 
losses : 

1. Extra people on the payroll to re- 
place absentees. 

2. Idle machinery, which is merely 
unused investment. 

3. Disrupted schedules, with incon- 
venienced customers. 

4. Higher inventory caused by delay 
in shipment. 

5. Spoilage because substitute work- 
ers were not fully trained. 

6. Overtime premiums, paid to make 
up for lost time. 

I might cite endless cases such as 
the ones I have mentioned solely to 
demonstrate that in industry and 
business, at least, accident preven- 
tions is the opposite of costly; it 
quickly and surely, if soundly con- 
ceived and consistently applied, pro- 
duces rich profits. Comparatively 
small initial costs are completely 
overcome by savings more numerous 
than I have mentioned. It seems to 
me, however, that the myth of ex- 
pense and aggravation has been suf- 
ficiently unmasked and | want to 
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Accidents and Progress—Continued 


conclude by pointing to other sav- 
ings, perhaps even greater savings 
than ever dreamed of before, that are 
waiting to be made to the enrichment 
of everyone. 

The 


who 


has 
the experience 
must 


time those 


the 
that 
satety outside the plant is just as 


come when 


have and 


know-how, recognize 
good business as inside the plant. It 
is not enough to say that manage- 
ment does not have the same control 
and power on the streets and high- 
ways and in the homes, as in its own 
plants. Persuasion is more potent 
than an order; without the coopera- 
tion of employees the best safety pro- 
gram would come to naught. 

In the same manner that the lead- 
ers of industry have won the coopera- 
tion of their employees, they can win 
the attention, respect and coopera- 
tion of the people in their community. 
That is leadership—and that is all 
the public needs to make our streets 
and homes and public places as safe 
as the places where men and women 
work. Arouse the people to the truth 
about what preventable accidents are 
doing to them and we will auto- 
matically have put in motion the 
forces that can and will stop them. 

When that happens, this country 
will begin to realize and enjoy the 
fullest benefits of its richest ect ynomy. 
More important, hundreds of thou- 
sands of men, women and children 
now marked for death or crippling 
injury in accidents, will live and 
thrive to make their own contribu 
tion to an ever-expanding future. 
There is the challenge for all indus- 
trial and for the 
There 
is the road to greater progress than 
we have ever known as a people and 
a nation. 


business leaders, 


whole free enterprise system 





LOW COST SALVAGE 
SERVICE 


Get our estimate before you settle. 
No damage is hopeless. 
ALL CLOTHING TAPESTRIES 
RUGS, CARPETS FURNITURE FABRICS 
LINENS CERAMICS 
LACES IVORIES 
REWOVEN, RESTORED, REPAIRED 
Recommended by Nat'l Museums, Press Fire 
os., and Adjusters everywhere 
LA MERS STUDIO 
142 East 34th St., New York City 
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FIRE RATE REDUCTIONS 


ATE reductions of up to 24% 
on a wide range of classifications 


in California have been announced 
by the Pacific Fire Rating Bureau 
effective May 1. The reductions are 
on non-sprinklered non-dwelling 
risks and apply as a flat percentage 
uniformly throughout the state. They 
are estimated to represent an annual 
saving to policyholders of $2,750,000. 
Also reductions by the Bureau aver- 
aging 20% on California dwellings 
with not more than four occupants 
became effective on the same date. 
They represent savings to policy- 
holders of about $1,000,000. 

The Insurance Company of North 
America is going ahead with its plan 
to file some classifications of fire 
rates independently while remaining 
a subscriber to the rating bureaus 
for other lines. Effective May 10 it 
terminated its subscribership in Cali- 
fornia to the Pacific Fire Rating 
Bureau for hospitals, churches and 
schools. 

Fire rates filed in Pennsylvania 
by the Middle Department Associa- 
tion of Fire Underwriters have been 
reduced an average of 8.7% effective 
May 1, 1954. This represents an 
estimated annual saving to policy- 
holders of $6,600,000. 


THE WIND AND THE FURY 


ELEASE of a 16 mm. documen- 
Ras color film on windstorm 
damage, has been announced by 
the National Board of Fire Un- 
derwriters. Entitled “The Wind and 
the Fury,” it the dreadful 
effects that windstorms, particularly 
tornadoes, have on life and property. 
Running time is fifteen minutes. 

The footage for the film was shot 
immediately after last year’s tragic 
tornadoes in Waco, Texas; Colum- 
and Worcester, Mass. 
Scenes showing how communities 
have rebuilt were shot in these three 
cities and in Flint, Mich. 
ration of 


shows 


bus, Ga., 


The nar- 
the film consists for the 
most part of actual voices of tornado 
survivors. On-the-spot tape record- 
ings were made by the National 
Board with the full cooperation of 
the windstorms’ victims. Their 
voices, edited to provide the narra- 


tion, give the picture an unusual 
realism and true-to-life quality. 

The film was written and directed 
by George F. Johnston, of Wash- 
ington Video Productions, Inc. who 
also edited the tape recorded voices. 
The production was supervised by 
J. Wendell Sether, manager ol 
NBFU’s public relations depart- 
ment, who did much of the photog- 
raphy. 

“The Wind and the Fury” is avail- 
able in black and white to TV 
stations. Color prints are also avail- 
able for schools, clubs and_ civic 
organizations. Requests for book- 
ings should be made to the Bureau 
of Communication Research, Inc., 
13 E. 37th Street, New York 16, 
N. Y. Persons west of the Rockies, 
should write to The National Board 
of Fire Underwriters, 465 California 
Street, San Francisco 4, California. 


CALIFORNIA FIRE RATE 
CONTROVERSY 


EMBERS of the Marin County 

(California) Association of In- 
surance Agents were told by George 
O. Johnson, president of the Cali- 
fornia Association of Insurance 
Agents, at a special meeting that, 
“The North America Companies 
have chosen the weapons and Marin 
County as the battlefield. On behalf 
of the public, all companies operat- 
ing within the spirit of the Cali- 
fornia rate regulatory law, and pro- 
ducers, we accept the challenge.” 
He went on to say, “We fully intend 
to use our strength and influence in 
a constructive manner to avert a 
ruthless and unwarranted rate war!’ 
We have been hard at work on this 
problem and we will see it through 
to the end!” The agents were meet- 
ing to consider new underwriting 
rules and rates of the North America 
which they said encourage the writ- 
ing of many unprotected dwellings 
at a rate nearly 50% lower than that 
of the Pacific Fire Rating Bureau. 
Mr. Johnson noted that the rate 
differential arises out of new classi- 
fications adopted by the North 
America under which long standing 
fire protection standards set by the 
National Board of Fire Under- 
writers and the Board of Fire Un- 
derwriters of the Pacific are ignored. 
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Making dream homes 


National Homes’ 1954 
“‘Ranger’’ 


come true for thousands 


Buying a home is the most important invest- 
ment the average family makes in a lifetime. 
Since 1940, over 55,000 families have selected 
“custom” homes “mass produced” by National 


Homes Corporation, Lafayette, Indiana. 


From a modest beginning, National Homes’ 
two giant plants now turn out ninety complete 
houses a day. With thirty-nine designs, National 
Homes, through the miracle of modern manu- 
facturing methods, is bringing better homes 
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within the reach of every American family. 


Since its founding, National Homes Corpora- 
tion has relied on the U.S. F. & G. organization 
to supply the various bonding and insurance 


coverages essential to its growth and operation. 


Whether you build homes or buy them; whether 
you sell products or services; no matter where 
you are or what you do, there are U. S. F. & G. 


coverages to meet your needs. 


Over ten thousand agents. . . there's one in your community. 
Consult him as you would your doctor or lawyer. 


CASUALTY- FIRE 


ONDS 


United States Fidelity & Guaranty Company, Baltimore 3, Md. 


Fidelity Insurance Company of Canada, Toronto 
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from other Fields 


Ask Them to Buy—Now 


WILLIAM H. GOVE 


Sales Development Manager 


Minnesota Mining and Manufacturing Company 


GROUP of us were dining 


in a small restaurant a few 
The 
and 
kicked 


weeks discussion 
turned to 


Between 


ago. 
salesmen. 
around 
selection, training, supervision, mo 
and control. Each had a 
little different twist on what makes 
a salesman click. 


selling 
bites we 


tivation 


I'll Show You a Leader 


One of the group stressed work 
planning. “Show me a man who 
is orderly and plans his work and 
Ill show you a leader,” he said. 

“How about product knowledge ?” 
said another. “If the customer feels 
that the what he 
is talking about, he will have con- 
fidence in him and give him an edge 
another who might be 
informed about his product.” 

“You mentioned 
attitude,”’ said a sales-training direc 
tor. 
sold on his product, his company, 
and himself, he can’t lose.” 

Well, we batted these provocative 
questions around until the wee hours 
of the morning and then, just before 


salesman knows 


over less 


haven't mental 


‘A guy sells as he feels. If he’s 


For June, 1954 


the proprietor politely asked us to 
leave, one of the group, who up 
until this time had been doing a lot 
of listening, said, “Let’s stop kidding 
ourselves. Sure, you plan, 
you gotta know your line and you 
gotta be sold on your stuff, but let’s 
face it. 

“We all follow 


through on all these phases but still 
can't sell. We haven't hit the key 


gotta 


know who 


guys 





Vie“ 


"| got Mr. Morganrocks to buy that big 
policy Dear .. . but | had to agree to marry 
his daughter.” 


we haven't touched on 
the most important step in the sell 


ing process. | 


yet, tellows 
mean persuasion 
You have simply got to ask people 
to buy. 

“It’s really quite simple,” said our 
hero. “Influence is a primary factor 
in business and influence 
only to the 
that persuasion is effective. 
don't just buy 
to buy 


Success, 
is successful degree 
People 
they are persuaded 
in one way or another. 


Better Buy Now 


“There comes a time in every 


interview when we, as_ salesmen, 
without violating good taste, must 
ask people to buy now. If we recog 
nize the human tendency to pro 
crastinate, we should have reasons, 
many would be 
better for the customer to buy now 


than later.”’ 


reasons, why it 


The speaker then picked up a 
menu folder and wrote on_ the 
back : 

1. Just ask him! “May I have your 
permission to get started with this 


now 2” 





PENSION 
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JOSEPH FROGGATT & CO., INC. 
CONSULTANTS 
EMPLOYEE BENEFIT PLAN 
ACTUARIAL EVALUATIONS 
74 Trinity Place 
New York 6, N. Y. 

WHitehall 4-7440 








PENSION PLANNING 
COMPANY 


Pioneer 
Actuaries & Consultants on 
Pension, Profit-Sharing 
and Employee Benefits 


260 MADISON AVE., NEW YORK 16, N. Y. 
MURRAY HILL 9-1818 








Wolfe, Corcoran & Linder 


Consulting Actuaries 
Pension Consultants 


116 John Street, New York, N. Y. 








WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
Pension Consultants 
New York « 


Washington « Los Angeles 











WOODWARD, RYAN, SHARP 
& DAVIS 


PENSION CONSULTANTS 
& ACTUARIES 


55 BROADWAY 
MEW YORK 6 
Telephone HA 2-5840 








ADVISERS 
& BROKERS 





DALE & COMPANY 
LIMITED 


COMPLETE INSURANCE SERVICE 
THROUGHOUT CANADA 
LLOYD'S AGENTS ... MONTREAL 
Offices at 
MONTREAL, VANCOUVER, TORONTO, 
WINNIPEG HALIFAX 
EDMONTON 
Associate Offices 


Payne & Hardy, Ltd. Hamilton, Ont. 
David J. Morland, Ltd. North Bay, Ont. 











MELLING & BEVINGTONS LTD. 


Reinsurance & Special Risks 


630 Dorchester, W. 
MONTREAL 


4 Fenchurch Ave. 
LONDON 








Sales Slants—Continued 


2. Emphasize that others did 1t 
and are satisfied! “The Acme 
Manufacturing Company installed 
these items two years ago in one of 
their branch offices. They called me 
last week and told me they were 
more than satisfied and placed an 
order for three their 
branches.” 


more of 


“Based on the ex- 
perience we've had with this in other 
outlets like your own, Mr. Customer, 


3. Suggest! 


I'd like to suggest. 


4. Stress “No time like the present! 
We are in a position to ship this 
style and particular color today.” 

Well, it was now 2:30 a.m. The 
proprietor of the little restaurant 
came over to the table and _ said, 
“Boys, the cashier has gone home. 
So, if you don’t mind, I’d like to 
suggest that you can take care of 
the check with me.” 

We paid and left. 

Makes one stop and think, eh? 


Reprinted by permission from The National 
Stationer, 740, Investment Building, Washington 
5, D. ¢ 


ADVERTISING AWARDS 


HOMAS E. WooD, INC. of Cincin- 
p heer Ohio was the grand award 
winner of the second annual “Use 
of Advertising” program conducted 
by the Insurance Advertising Con- 
ference. Classification winners were: 
Classification 1 (under $25,000 pre- 
mium volume), Raymond Denomme, 
Danielson, Conn. ; 2 ($25,000 to $50,- 
000), Thompson Insurance Agency, 
Wrens, Ga.; 3 ($50,000 to $100.- 
000), Herb Velser Insurance Cen- 
ter, West Allis, Wisc. ; 4 ($100,000 
to $250,000), Roger Clarke, Fred- 
ericksburg, Va. and 5 (over $250,- 
000), Latham-Stevens Co., Harris- 
burg, Penna. 

For its Direct Mail and General 
Magazine Advertising Campaigns, 
Central Mutual Insurance Company, 
Van Wert, Ohio, has been named 
winner of two Premier Awards in 
the 1954 Creative Awards Competi- 
tion of the National Advertising 
Network. The firm also 
was named among the top award 
winners for its Integrated National 
\dvertising and 


\gency 


Merchandising 
Campaign. 


LIABILITY RATE 
REVISIONS 


EVISED professional liability rates 
Rive by the National Bureau of 
Casualty Underwriters for physi- 
cians’, surgeons’ and dentists’ clas- 
sifications in fifteen states and the 
District of Columbia; for the phy- 
sicians’ and surgeon’s classifications 
in fifteen states and Alaska; and for 
the dentists’ classification in two 
states became effective May 24th. 
The rates for the physicians’, sur- 
geons’ and dentists’ classifications 
were increased in Ariz., Calif., Colo., 
Conn., Ga., lowa, Me., Md., Mass., 
Minn., Mo., Mont., N. J., Penna., 
Vt., and the D. of C. The revisions 
for physicians’ and surgeons’ classifi- 
cations are effective for Ark., Idaho, 
Ill., Ind., Kans., Ky., La., Mich., 
Nev., N. M., Ore., S. C., Utah, 
Va., Wis., and Alaska. They are 
higher in all these jurisdictions ex- 
cept Indiana where the 
reduced. In Alabama 


rates are 
and Ohio 
rates for the physicians’ and sur- 
geons’ remain un- 
rate for the 
dentists’ classification is revised up- 
ward. 


classifications 
changed, while the 


New rates on physicians’, 
surgeons’ and dentists’ professional 
liability insurance, as well as mis- 
cellaneous medical professional lia- 
bility insurance also became effective 
in Texas on May 24th. In New 
York revised rates for the dentists’ 
classification became effective May 
10th while rates for the physicians’ 
and surgeons’ classifications remain 
unchanged. 


MUTUAL AGENTS 
COMPILING DATA ON 
"COERCION" 


HE National Association of Mu- 
‘aw Insurance Agents is gath- 
ering data on alleged coercion and 
discrimination in the purchase of 
insurance which it plans to present 
to the Department of Justice. It is 
asking its members for information 
on cases where financial institutions 


have specified a particular agency 
or agencies for the purchase of in- 


borrowers. Also 
for cases in which banks and mort- 
gage representatives have refused 
to accept policies of mutual com- 
panies in support of F.H.A. loans. 


surance by their 
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PIONEERED BY THE GENERAL OF AMERICA GROUP FOR YOUR CLIENTS 


ance . . . strong capital stock fire Blanket Liability policy. 


“Preferred Risk’ plan of fire insur- 4) Farmer’s and Rancher’s Special 
insurance at substantial savings to 


Modern “Pay as Protected’’ Pre- 


mium Budget Plan. 


thousands of owners of preferred 
properties. > 


All-inclusive blanket liability for the 


business and professional man. b SAFECO lower cost auto insurance for 
careful drivers. (SAFECO Insurance 
Co. of America is the newest mem- 
cludes fire, auto, liability, personal ber of the General of America Group; 
property—coverage from almost rapidly being expanded into new 
every conceivable angle. territories. ) 


Householders’ ultraPolicy .. . in- 











THAT’S WHY GENERAL OF AMERICA AGENTS 
CAN MEET COMPETITION BETTER 


The General of America agent finds the going easier 
as competition increases. Because the General has 
consistently built policies and services from the 
insured’s point of view: Better, more economical cover- 
ages, exceptionally prompt claims service, all backed 
by strong capital stock indemnity. 


SEAL OF PROGRESS 
GENERAL INSURANCE ComPANY oF AMERICA 


First NATIONAL INSURANCE Co. oF AMERICA 
GENERAL GasuaAtty Company oF AMERICA 
SarFeco INSURANCE COMPANY OF AMERICA 


HOME OFFICE: Seattle 5, Washington 


DIVISION OFFICES: 
EASTERN: 111 John Street, New York 38, New York 
CENTRAL: 1100 Buder Building, St. Louis 1, Missouri GENERAL OF AMERICA GROUP 
SOUTHERN: 1401 Peachtree Building, Atlanta 5, Georgia Assets Over $146,000,000 
CALIFORNIA: Wilshire at LaBrea Avenue, Los Angeles 36 H. K. DENT, Chairman of the Board 
CANADIAN: 510 West Hastings Street, Vancouver 2, British Columbia W. L. CAMPBELL, President 
NORTHWEST: General Insurance Building, Seattle 5, Washington 
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has kept Pace with the progress made in insurance during that time. In 1903, 
stock fire insurance companies wrote $200,488,351; in 1953, the premiums 
amounted to over $3,500,000,000. Aviation insurance alone accounted for more 
than $18,000,000. 


We are proud to say that two of our companies, the United States Fire Insurance 
Company and the North River Insurance Company, are charter members of the 
UNITED STATES AIRCRAFT INSURANCE GROUP, which is now celebrating its 
TWENTY-FIFTH ANNIVERSARY. 


UNITED STATES FIRE THE NORTH RIVER 


Insurance Company Insurance Company 


& ERA Sal @ 8 Sid a Sa) en 


TiO Wieeeeww STREET . NEW YORK 38,NEW YORK 


WESTERN OEPARTMENT PACIFIC DEPARTMENT SOUTHERN DEPARTMENT 


VIRGINIA-CAROLINAS DEPARTMENT ALLEGHENY DEPARTMENT 
FREEPORT ILLENOIS SAN FRANCISCO, CALIFORNIA ATLANTA 


GEORGIA DURHAM NORTH CAROLINA PITTSBURGH PENNSYLVANIA 














“Whe 


A DIGEST OF SUCCESSFUL SELLING 


IDEAS 


ELUING PARADE 


Every Salesman’s Privilege 
° Ss 


You DO NOT WONDER at the success 
of his store once you talk to him 
and he tells you about his concept 
Only 


of the job a salesman does. ' 
in his company do not call any sell- 








ing a job. Gently he will correct 


vou if you do. To him all selling 
is—a_ privilege. 

Over and over again he tells the 
hundred 
who count it a privilege also to 
work in such a store, “Our purpose 
that 
is our privilege, to help our customer 

diplomatically.” 

Two words in that simple declara- 


several men and women 


in life is to help our customer 


tion of purpose reveal the man and 
his aim in life. One of the words 
is-—privilege. This I have already 


discussed. The other word is dip 


lomatically. 
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(ReGistereo) 


You come to get a clearer picture 
of his selling philosophy if you look 
up the meaning of the words. Priv 
ilege merely means, according to 
the most modern and functional of 
modern dictionaries, the Thorndike 
Barnhart 


Dictionary, “a special 


right.” 
you 


Keep that in mind when 
the the 
word diplomatically, which is “with 
great skill and tact.” 


look up meaning of 


Skill and Tact 
AN righe: 


right 


great 


You 
to help this customer with 
skill tact. That is 
man’s concept of salesmanship. It 
has made his 


have a_ special 


and one 
great. It has 
It has 
ae 

made every salesman working with 


store 


made him rich and popular. 


him a more attractive human being. 


Like it? I do. 


by Chas. B. Roch 


Here Is What Kindness Is 


has 
exerted a special magic over hun 


FoR MANY, MANY YEARS he 
dreds of people, his customers. For 
he is a salesman, no longer young 
but still as 

hold 


success with them 


in years, virile in his 


ideas and over people and 
as when he was 
a vounger man. Maybe he is more 
but his the 
subtle kindness 


and friendship. 


powerful, power 1s 


sweet, power ot 


| know scores of people who have 
known him for thirty years or more 
I do not know of anyone but regards 
him as anything less than the great 
est) person he had the 


has ever 


privilege of knowing. 


Do you want to know the quint 
essence of this salesman’s force and 
personality? I can give it to you in 


one word—kindness. 


He is the kindest man who ever 


lived. He is forever going out of 
kind 
people. They are forever going out 
of their 


kindness 


his way to do things for 


way to respond to his 

This has 
man. And 
more: it has made him a contented, 
happy man. 


with kindness 


made him a successful 


Ask him about kindness and vou 
will learn that to him “kindness is 
a cork.” You can no more keep a 
cork under water, once you release 

little of the 
holding it down, 
the 
up. “Like a cork,” he will continue, 


even a pressure and 


force than vou 


can prevent sun from coming 
“kindness comes to the top.” It is 
always its own reward. No man 
ever made an enemy by being kind 
No man ever lost 


kind. 


by being kind. 


a friend by being 
lost a 


No salesman ever sale 





Selling Parade—Continued 


You 


thoughts on kindness before 


these 
even 


have come 


across 


my friend admits he has no original 


thoughts on the subject—but 


and then, it 


now 
seems to me, it is to 
everyone's advantage to review them 
in his mind. 

Some salesmen will inquire how 
vou can be kind to the prospects and 
they call on. They 


customers are 


not kind people; often, say these 


salesmen, they are vicious people. 


How can manage to be kind 


to them ? 


you 


Dostoevski 


‘or vour benefit, if you have ever 


entertained such thoughts, here is 
something from Dostoevski, who, in 
“Tt 


the people around you are spiteful 


The Brothers Karamazov, savs: 


and callous and will not hear you, 
fall down 


their forgiveness: 


before them and beg 
for in truth you 
are to blame for their not wanting 
to hear you and be kind to you.” 


Which puts the 


where it belongs 


blame squarely 


Having the Right Attitude 


OSCAR thin, soft- 
Texan, of 
the 
greatest authorities on what makes 


a salesman great in the country. 


tall, 
slow-speaking 
Fort Worth, Texas, is one of 


SWALLow, 
spoken, 


Oscar will tell you the answer 
to the question of just what that is 
in one word. 

“Attitude,” he will tell you. “If 
you have the right attitude, you 
can't help being a successful sales- 
man. 


“And the right attitude, you want 
to know what that is, don’t you? 
Well, always one of positive ex- 
pectation of success. 
it vou 


You develop 


are seldom born with it. 


But how? 


Know What They Need 


“Well, have complete knowledge 
of what sell. Have complete 
knowledge of your prospects, what 
they want and need. 


you 


“Know yourself. And develop 
an intense desire and need for 
money or advancement. Then, boy, 
you're on your way up!” 


What Planned Selling Does 


about 
Six 


Mucu BEEN WRITTEN 

what planning does for sales. 
salesmen for a certain firm decided 
they would each go on a planned 


HAS 


basis, three months later compare 
results. 

The Toledo salesman 70% 
ahead of his previous quarter; the 
Dallas salesman was 22% ahead; 
the Rochester salesman reported a 
34% increase; the Waterbury man 
was 23% 


Was 


in front of his previous 
three-month period ; the man in Or- 


lando had a 32.5% increase, while 
the sixth man, in Corpus Christi 


turned in a neat gain of 85%. 


Don’t try to tell these 


boys 
planned selling doesn’t pay! 
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ALLIED LINES 


PRO-RATA AND 
EXCESS OF LOSS 





INTER-OCEAN REINSURANCE 


COMPANY 


CEDAR RAPIDS, IOWA 





Best’s Fire and Casualty News 





— 
ae 


Z se the | a an 


Mpg ; 
We who couldi't see beyond 
S his own ake) el & 


who used to kick and cuss every “Yes (Rudolph, again) and 
time he read a newspaper or mag- just think how much it must 
azine—or listened to his radio amount to when we buy some- 
or watched his television. thing big—like a new mattress, 
“That blankety-blank advertis- or something!” 
ing!” he’d say. If folks who want 
to sell me their stuff would only 
cut out all their expensive adver- 


Once there was a man... 
(or) “fables and facts about advertising 





So, Rudolph and his wife al- 
ways felt better when a salesclerk 


ee would say “The reason this article 
tising, and use that money to 


lower their prices, I’d be a lot conts less is because the ame 
better off.” facturer doesn’t advertise. 

And then his dutiful wife And then they would 
would say, “You’re absolutely 
right, Rudolph! Every time we 


buy it, 
happy in the belief that they had 


fo in | a barg ain: 
buy a doze 1 oranges; or a can of 


soup, or anything at all—part of Poor Rudolph! He just couldn’t 
’ any) £ é é é 

4 ' 
our money goes to pay for the see beyond his own nose! And 
advertising!” neither could his wife! 


Advertising doesn’t cost you But do you know how much it 

money when you buy something amounts to? Well, in the case of 

. it actually saves you money. a dozen oranges, for instance, it’s 

Here’s why that is so: Through less than a penny! In a can of 

because here advertising, a manufacturer or a soup it’s about a third of a cent! 
retailer can so increase the de- And even in the case of such a 

mand for his goods that he “big” thing as a mattress (like 

ore } > ac ~ secures “volume sales.” (That’s Rudolph said) it’s far less than 
are l 1€ eee just a fancy way of saying he you probably imagined. For, the 
sells a lot of goods to a lot of manufacturer of one of America’s 

people—instead of just a feu best known (and largest selling!) 

things to a few people. And as mattresses actually pays more for 

you well know—it’s an “old the paper carton he puts around 

American custom” that the more — each mattress than he does for all 

you produce and sell—the lower the advertising he puts behind it! 

your price-per-unit can be! ind if he 


didn’t spend that 
So, by telling a lot of people 


money for advertising the chances 
about a product, and persuading are he’d sell so many fewer mat 
them to buy it, advertising makes 
it possible for all of those people 


to buy that product at a price far 


tresses that vou’d have to pay a 
lot more to buy one of them! 


All of which means that “it 
lower than would otherwise be 


possible (Rudolph and his wife 

included—if they only knew it!) 
True (as Rudolph said), when 

you buy an advertised product, (Please tell Rudolph!) 

the price you pay includes the 

cost of the advertising. 


pays to advertise”—pays you as 


well as the advertiser! 


by courtesy of the CHAMBER OF COMMERCE OF THE UNITED STATES 


ALFRED M. BEST COMPANY + 75 Fulton Street, New York 38, N.Y. 


For June, 1954 





INSURANCE GENERAL AGENTS 


COLORADO 


NEW YORK 


CANADA 








RITTER GENERAL AGENCY 
Gas & Electric Bidg. 


DENVER, COLORADO 
COLORADO WYOMING NEW MEXICO 








Hoey, Exvuison & Frost, INc. 
INSURANCE UNDERWRITERS 
118 William Street, New York 38, N. Y. 


Writtnc Att Criasses oF INSURANCE 
Locat aNnp Country WIDE 





FOUNDED 1864 
ROBERT HAMPSON & SON, LIMITED 


Canadian Representatives 
FIRE, MARINE & CASUALTY COMPANIES 


Brokerage & Service Depts. 


451 St. John St., Montreal 
1811 Royal Bank Bidg., Toronto 








FLORIDA 


WORTH CAROLINA 








HUNTER LYON, INC. 


GENERAL AGENT 
901 South Miami Avenue 
MIAMI 36 
Serving Florida Agents 


JAMES 0. COBB AND COMPANY 
111 CORCORAN STREET 
DURHAM, N. CAR. 
Virginia — North and South Carolina 


Robert Howard J.M. Williams J. A. Carmody 
D. Oliver W. Mines 


ROBERT HOWARD & CO., LIMITED 
Established 1901 


INSURANCE BROKERS 


CANADA CEMENT BLDG. 
MONTREAL, QUEBEC 








TEXAS 





U. S. UNDERWRITERS, INC. 
Managing General Agents 
931 SW. UST ST. 
MIAMI 36, FLORIDA 


MULTIPLE LINE FACILITIES FOR 
SOUTHEASTERN UNITED STATES 





LOUISIANA 


J. E. FOSTER & SON 
GENERAL AGENTS 
1400 LANCASTER AVENUE 
FORT WORTH 2, TEXAS 





REDMOND & SHAUGHNESSY 
LIMITED 


SERVICING OUTSIDE 
BROKERS FOR OVER 
25 YEARS 


315 St. Sacrament Street, Montreal 











WM. A: MARBURY & CO. 
Managing General Agents 


RUSTON, LOUISIANA 











T. A. MANNING & SONS 
Insurance Managers 
Established 1904 
DALLAS 1, TEXAS 





REED, SHAW & McNAUGHT 


Established 1872 
Complete Insurance Facilities 


759 Victoria Square, Montreal 1, Que. 
64 Wellington St., W. Toronto, Ont. 








ROY MARTIN & CO., INC. 
Managing General Agents 


508 Industries 
New Orleans, La. 


Tel. CAnal 4566-67 
LOUISIANA MISSISSIPPI 


FRANK RIMMER & COMPANY 


HOUSTON OKLA. CITY 
tussock DALLAS san ANTONIO 


Marine, Fire & Allied Lines 


General Agents For 
TEXAS, OKLAHOMA, ARKANSAS 





Stewart, Smith (Canada) Limited 


Sun =. Buliding, Montreal 
ee rokers 


Insurance ane. Reinsurance 
Associate Offices at. 
116 Joba Street. New 
Board of ee penae. he 


Stewart, Smith & Co., ‘imaited, London, England 








R. KIRK MOYER AGENCY, INC. 


Managing General Agents 


NATIONAL BANK OF COMMERCE 
BUILDING 
NEW ORLEANS 12, LOUISIANA 


UTAH 








MONTANA 


THE KOLOB CORPORATION 
General Agents 
Utah, Idaho, Montana, Nevada 
COMPLETE INSURANCE SERVICE 


330 Judge Building 
Salt Lake City, Utah 





WILLIS, FABER & CO. 
of Canada, Limited 
INSURANCE BROKERS 
525 Insurance gi Building 


ent Office 
WILLIS, FADER & DUMAS, LTD. 
London, England 


Montreal 





WEST VIRGINIA 





H. S. DOTSON COMPANY 
MONTANA GENERAL AGENTS 


Granite Building 
Helena, Montana 








ALFRED PAULL & SON, INC. 


Supervising General Agents 


For Over 50 Years 
HAWLEY BUILDING 


WHEELING, W. VA. 








A. E. WILSON & COMPANY, LIMITED 
Lumsden Bldg. Toronto 


Insurance Service 
Throughout Canada 
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QUIZ o +: MONTH 


The following questions and answers are from the final examination 
given the students of the Bonding (Fidelity) course conducted by the 
School of Insurance of the Insurance Society of New York, N. Y. C. 


Question |. 


(a) What is meant by annual mini 
mum premium ? 

(b) What is meant by annual earned 
minimum premium ? 


Answer: (a) Annual minimum pre- 
mium is the lowest premium for 
which an underwriter 
up a bond. 

(b) The 
premium is the smallest amount 
which the underwriter will 
from the annual premium when he 
has to return premium to the in 
sured, 


will write 


annual earned minimum 


keep 


Question 2. 


How is the premium for a blanket 
position bond determined ? 


Answer: The premium for a blan 
ket position bond is determined by 
the amount of the bond, the number 
of employees divided into Class A, 
Class B, Class C and if applicable 
Special Class A, and the character 
or nature of the business of the in- 
sured. It is the nature of the busi- 
ness that determines if a credit or 
surcharge is applicable (it is clas- 
sified as such). 
indemnity is carried, add charge to 
the premium. If the annual prem- 
ium is over $150 submit to experi- 
ence rating. 


lf specific excess 


Question 3. 


When, if ever, is experience rating 
applicable to: 

(a) Fidelity schedule bonds for un 
classified risk 
(b) Depositors bonds 


blanket 


forgery 
(c) Primary commercial 
bonds 

(d) Bankers blanket bond lorm 24 


For June, 1954 


Answer: (a) Experience rating is 
applicable to fidelity schedule bonds 
for unclassified risk when the total 
schedule is $100,000 or 


(b) To depositors 


more. 
forgery bonds 
when the total amount of the prinei- 
pal office coverage is $25,000 or 
more. 

(c) To primary commercial blan- 
ket bond when the annual premium 
is over $150. 

(d) On blanket 
Form 24 all premiums are subject 


bankers bonds 


to experience rating 


Question 4. 
What 


to compute the premium for Clauses 
A, B and C of a 
bond Form 24? 
(b) D? 
(c) Clause E? 


(a) information is needed 


bankers blanket 


Clause 


eInswer: (a) To compute the pre 
mium for Clauses A, B and C of 
a BBB #24, one must the 
amount of the with or 
without misplacement; the number 
of employees at both the main office 
and branches; the 


posits; and whether or 


know 


coverage, 


number of de 
not the tel 
ler’s shortage exclusion rider is de 
leted. 





THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


55 FIFTH AVE., NEW YORK 











Clause |) 
coverage with or without deductible ; 


(hb) know the amount of 
the amounts of regular checking ac 
counts, the number of special check 
ing accounts, and whether or not 
inactive checking accounts can be ex- 
cluded. 

(c) Clause E—know the amount of 
coverage and the aggregate number 
of loans and discounts of main office 
and branches. 


Question 5. 


Name three advantages to an in 
sured in paying a blanket bond pre 
mium for three vears in advance. 


Answer: Three advantages to an in 
sured in paying a blanket bond pre 
mium for three years in advance ; 


l. He 


premium 


2. If there is a 


saves one-half of a year's 


reduction in rates 
for his particular risk, he is reim 
bursed and if there is an increase he 
is not charged anything additional. 
credit remains 
there should be a 


3. His experience 
constant even if 


loss before the three years are up 


Question 6. 


Name four unfavorable items to 
watch for in the investigation of an 


employee's fidelity application. 


Answer: Four untavorable items to 

watch for in the investigation of an 

employee's fidelity application. 

1. False statement of 
Debts 


rece rad 


2 
3. Lapse of time 
}. 


A good position followed by a 


verv low one (this may indicate 


trouble in the good position and in 
ability to secure another good posi 
tion ) 





Quiz of the Month—Contir 


Question 7. 


Describe three business controls 


(not investigation of employees) 
which may be required of the in- 
sured to minimize or prevent dis- 


honesty loss. 


Answer: Three business controls re 
quired of an insured to minimize 
fidelity loss: 

1. The countersigning of checks 
2. Frequent audits by a C.P.A. or 
outside auditor 

3. The handling of cash and checks 
hy one person and the checking of 
the bank statement by another. 


Question 8. 


Name four exposures to consider 
in writing a public official bond for 


a County Treasurer 


Answer: (a) Character and capaci- 
ties of public official, is he honest, 
capable, etc.’ therefore main expo- 


sure: Dishonesty of county treas 


urer 


(b) Responsibility for dishonest 


and fraudulent acts committed by 
his deputies, employees, etc. 

(c) Responsibility for losses through 
failure of depository banks (leads 
to designation of the bank in most 
cases ). 

(d) Responsibility for losses through 
wrongful abstraction 
theft, etc.) of (or other 
property) in the custody of the 
treasurer, (leads to special insurance 
protection, usually money and_ se- 
curities broad form coverage ). 


(burglary, 
money, 


Question 9. 


Name two exposures to consider in 
writing a public official bond for a 
Sheriff. 
Answers: (a) Losses caused third 
parties because of unlawful shoot- 
ing, etc. Surety is liable for such 
third party losses. 

(b) Sheriff may make unjustified 
(unlawful) arrests which can cause 
loss under the bond. 

(c) Sheriff may have certain money 
or property in custody for the com- 
munity which he is serving.—Dis- 
honesty exposure. 





Insurance 
and 


Reinsurance 


Surplus lines + Excess lines 
Problem risks * Unusual risks 


FIRE 


(Depreciation) 
Earthquake 
Valued Use & Occupancy 
Excess or Primary 


CASUALTY 


Excess or Primary 
Liquor Liability 
Malpractice 


Replacement 


AVIATION 
Hull | 


MARINE 


Liability 
Products 
Personal Accident 


Livestock 
Hulls and Cargo 


Personal Accident 


Motor Truck Cargo 
Errors and Omissions 


World-Wide Facilities 





effected at 
Lioyp’s 


7 


Write for booklet which 
describes ali facilities. Busi- 
ness accepted only from 
Agents, Brokers and Insur- 
ance Companies. 





STEWART, SMITH (ILLINOIS) INC. 


BOARD OF TRADE BUILDING 
141 W. JACKSON BLVD., CHICAGO 4, ILLINOIS 


Phone: WEbster 9-5777 


BIRMINGHAM 
PHILADELPHIA 


LONDON 
MONTREAL 


SYDNEY 
GLASGOW 


TWX CG 1849 


NEW YORK 


TORONTO 
HONG KONG 


CHICAGO 





Question 10. 


Give four advantages of blanket 
fidelity bond over a schedule bond. 


Answer: Four advantages of blanket 
fidelity bond over a schedule bond: 
1. In the blanket bond all employees 
are covered for same amount while 
in the schedule bond only those 
specified are covered for specific 
amounts. 

2. In the event of a loss, the em- 
ployees themselves do not have to be 
identified under the blanket bond so 
long as there is reasonable proof 
of a fidelity loss, while in the 
schedule bond the dishonest 
ployee must be identified. 

3. There is automatic coverage of 
new employees under the blanket 
honds except in cases of merger or 
consolidation. 


em- 


4. There is the elimination of much 
paper work, riders, notices, 
under the blanket bond. 


Cre. 


(To be continued) 


TEXAS INQUIRY 


yJoINtT House and Senate com- 
pared of the Texas Legislature 
has been authorized to conduct a 
comprehensive study of the state’s 
insurance laws as they pertain to 
the financial and legal standards re- 
quired of new companies organized 
in that state. The committee will 
report to the Legislature next Janu- 
ary and it is anticipated that in- 
creased capital and surplus require- 
ments for new insurers may result. 
The committee was scheduled to 
start a detailed study of the state’s 
insurance code early this month. 
Representatives of the industry were 
to be invited to submit recommen- 
dations for remedial legislation. In 
addition to the standards for newly 
organized companies, the committee 
planned discussions on the valuation 
of real estate, regulations of sales of 
insurance company stock by the 
state and stricter scrutiny of policy 
forms. 

An investigation of insurance op- 
erations in its state is also planned 
by the Colorado Legislature. The 
review has not yet been authorized 
but is expected to grow out of the 
probe into the affairs of the Pioneer 
Mutual Compensation Company. 
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Here's Your 


INSURANCE MEMORY a\\ == \ . 


tor 1954-1955 


Bese: omer 





12nd ANNUAL 
EDITION 





UP-TO-DATE 
= 
COMPLETE 


FIRE AUTOMOBILE MARINE 
and Alked Lines of Insurance 








1 out of 5 
Pages Changed 


THE NEW 1954 INSURANCE ALMANAC 


1200 PAGES OF WHO, 
WHAT, WHERE, WHY AND 
HOW OF INSURANCE 


COMPANIES: Officers, directors, lines writ- 
Casualty, A & H, 
Stock, Mutual 
and Reciprocal. Insurance groups. 


ten, territory covered—Fire, 
Life (domestic and foreign). 


ASSOCIATIONS: 
organizations of buyers, and fire, casualty 


National, state, and local 


and life underwriters. Who’s Who in them. 
When and where they meet. Committees, etc. 


THE STATE: Insurance supervising officials, 
their deputies and assistants. When Legisla- 
tive sessions sit. State requirements for 
agents and brokers. 


DATES: Dates and places of important in- 
surance conventions. Legal holidays. 


DIRECTORIES: Listings of leading agents 
and brokers; actuaries, adjusters. 


THE PRESS: 


journals and company house organs. Names 


Complete lists of insurance 


of editors and publishers. Purposes, fields 


covered, 
STATISTICS: 


dition of companies, premiums and losses by 


Tables showing financial con- 


classes. Life insurance growth, payments to 
policyholders. 


“IF YOU DON'T KNOW, LOOK IN 
THE INSURANCE ALMANAC!" 


MAIL THIS 
COUPON TODAY 


For June, 1954 


THE WEEKLY UNDERWRITER 


How good is your insurance memory? Your business . . 
than most. . 


- more 
. depends on your ability to put your finger on 
important facts at a moment's notice. But chances are, your 


memory is no better than your reference books. 


THE INSURANCE ALMANAC ean serve as your 


memory” 


“ynsurance 
Here, in one large volume, you'll have most of the 
facts you need right at your fingertips. 


For instance, you'll find detailed information to answer your 


You'll find 
names, facts, and statistics on 1,700 companies. The Almanac 


tells you what lines they write, what territories they cover. And 


prospects’ questions about companies and agencies. 


these are just a few of The Almanac’s valuable features. 
This famous, fact-filled 1200-page book is the most widely used 


reference work in the business—and the lowest priced! Glance 


at the list of subjects it covers on the left... then don’t delay 


. send for your copy at once. It’s still just $5.00! 





WHO’S WHO IN INSURANCE: This standard volume contains 
the biographical sketches, home and office addresses and posi- 
tions of more than 4,000 leading insurance officials, agents, etc. 
4 valuable companion to THE INSURANCE ALMANAC, $5.00. 











ORDER 
116 John Street, New York 38, N. Y. FORM 
Please send the 1954 INSURANCE ALMANAC. 

My $5.00 is enclosed. 

Please send THE ALMANAC and WHO’S WHO IN 
INSURANCE. My $8.00 is enclosed. (Special 

Combination Price) 

Just send me WHO’S WHO IN INSURANCE. 


My $5.00 is enclosed. 


* THE INSURANCE ALMANAC will be ready for distribution about July 15 























— LOYALTY GROUP— 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


DECEMBER 31, 1953 


ASSETS 
ee 
Mortgage Loans on Real Estate 995,304.57 
*Bonds ond Stocks______. 116,551,150.52 
Interest due ond occrved___ 146,025.98 
Premiums not over 90 days dve 5,116,346.70 
3,341,000.00 
All other Assets 10,047,431.78 


Reol Estote 


Total admitted Assets_$142,109,657.53 


LIABILITIES 
Reserve for Losses _$ 16,723,394.59 
Reserve for Unearned Premiums 57,852,314.71 
4,108,133.00 
6,385,449.65 
11,575,000.00 
45,465,365.58 


Reserve for Taxes ond Expenses 
Reserve for other Liabilities 
Capital 
Net Surplus 


Totel —__$142,109,457.53 


SURPLUS TO POLICYHOLDERS $57,040,365.58 
Securities corried ot $3,094,994.84 in the obove statement are deposited as required by low. 


GIRARD INSURANCE COMPANY 
OF PHILADELPHIA, PA. 


DECEMBER 31, 1953 
ASSETS 
Cosh a $ 


Mortgage Loons on Real Estate 


LIABILITIES 
Reserve for Losses $ 1,747,220.33 
Reserve for Unearned Premiums 6,427,869.68 
459,593.00 
99,051.56 
1,000,000.00 
3,802,558.78 


675,016.05 

2,398.55 
*Bonds ond Stocks —— 10,936,351.46 
35,716.80 
Premiums not over 90 days due 1,636,387.84 
170,000.00 
80,422.65 


Reserve for Toxes and Expenses 
Interest due ond accrued - Reserve for other Liabilities__ 
I —————————— 
Real Estate Net Surplus 
All other Assets 


a 


Total admitted Assets_$13,536,293.35 Total 


SURPLUS TO POLICYHOLDERS $4,802,558.78 
Securities carried at $749,147.96 in the cbove stotement ore deposited os required by low. 


MILWAUKEE INSURANCE COMPANY 
OF MILWAUKEE, WIS. 


DECEMBER 31, 1953 

ASSETS 
Cott eee 3 199945485 
365,927.41 


LIABILITIES 
Reserve for Losses $ 4,742,455.18 
Reserve for Uneorned Premiums 16,405,880.27 
Reserve for Taxes ond Expenses 1,263,131.00 


24,341.29 


Mortgage Loans on Real Estate 

*Bonds and Stocks 30,253,368.57 

Interest due and accrued 68,148.84 

Premiums not over 90 days due 2,806,477.72 Capital _ —__._—:«43,000,000.00 

All other Assets 209,099.66 Net Surplus —____.____.9,590,679.31 
Total admitted Assets_$35,026487.05 Tote! _ $35,026 


Reserve for other Liabilities 


$35,026,487.05 





SURPLUS TO POLICYHOLDERS $12,590,679.31 
Securities carried ot $2,616,996.36 in the cbove stotement cre deposited as required by law. 


THE METROPOLITAN CASUALTY INSURANCE 
COMPANY OF NEW YORK 


DECEMBER 31, 1953 

ASSETS 
CO eS 2997 F005 
58,827.13 


LIABILITIES 

Reserve for losses ——_____$17,267,043 00 
Reserve for Unearned Premiums 12,541,373.93 
Reserve for Taxes and Expenses 3,048,186.22 
460,813.73 
1,500,000.00 
7,618,011.16 


___$42,435,428.04 


Mortgage Loans on Real Estate 

*Bonds and Stocks 35,814,363.79 

Interest due ond occrued - 104,544.19 

Premiums not ever 90 days dve 3,145,227.05 

ee 584,756.36 Net Surplus - 
Total admitted Assets_$42,435,428.04 Total 


Reserve for other Liabilities __ 


Capital 


SURPLUS TO POLICYHOLDERS $9,118,011.16 
Securities corried at $4,241,375.40 in the above statement are deposited os required by low 


*Valuations on basis prescribed by National Association of | 


NATIONAL-BEN FRANKLIN INSURANCE 
COMPANY OF PITTSBURGH, PA. 


DECEMBER 31, 1953 

ASSETS 
Cit cen 
*Bonds and Stocks — 


Interest due and accrued —___ 


LIABILITIES 
Reserve for losses ________$ 1,747,220.33 
Reserve for Unearned Premiums 6,044,271.68 
458,393.00 


749,147.45 
——  10,865,004.08 
34,486.89 
Premiums not over 90 days due 1,658,891.85 
75,000.00 
95,235.45 


Reserve for Taxes and Expenses 
Reserve for other Liabilities __ 
Real Estate 


All other Assets 


Capital 
Net Surplus 
Vote $147,768.72 


SURPLUS TO POLICYHOLDERS $5,166,329.04 
Securities corried at $1,714,939.27 in the above stotement are deposited as required by low. 


ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


DECEMBER 31, 1953 
ASSETS 

CODD crn $9,908 36 
Bonds and Stocks ms SOD, 0aOO 
3,510.00 
Premiums not over 90 doys dve_ 17,262.81 
All other Assets 12,000.00 
Total admitted Assets _ $458,675.41 Total 


LIABILITIES 


Reserve for Taxes and Expenses_$ 1,270.17 
a - 100,000.00 
Net Surplus 357,405.24 


Interest due and occrved — 


$458,675.41 





SURPLUS TO POLICYHOLDERS $457,405.24 
Securities carried ot $55,600.15 in the above statement ore deposited as required by law. 


COMMERCIAL INSURANCE COMPANY 
OF NEWARK, N. J. 


DECEMBER 31, 1953 

ASSETS 
Cosh a $ 2,264,108.08 
481,408.74 
42,081,155.04 
98,969.31 


LIABILITIES 

Reserve for Losses —____$20,702,575.00 
Reserve for Uneorned Premiums 14,097,900.49 
Reserve for Taxes ond Expenses 2,776,597.41 

844,774.37 
2,000,000.00 
8,148,845.14 
YY) 


SURPLUS TO POLICYHOLDERS $10,148,845.14 
Securities carried ot $1,504,929.02 in the above stotement are deposited as required by law. 


Mortgage Loons on Real Estate 
*Bonds and Stocks -_ 
Interest due ond accrued Reserve for other Liabilities __ 
Premiums not over 90 doys dve 3,163,109.50 Capital 

481,861.81 Net Surplus 

Total admitted Assets_$48,570,692.41 Total 


All other Assets ___ 





HOME OFFICE 


Western Department 
120 So. LoSalle St., Chicago 3, Ilinois 


10 PARK PLACE, NEWARK 1, NEW JERSEY 


Pacific Department 
220 Bush St., San Francisco 6, Calif. 


Foreign Deportment 


Southwestern Deportment 
912 Commerce St., Dollos 22, Texas 


102 Maiden Lone, New York 5, New York 


Canodian Departments 
800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver 3, B. C. 
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OME OFFICE AND 
FIELD APPOINTMENTS 


Aetna (Fire) Group: George R. Clark 
has been appointed chief accountant. 

Roland C. White and Charles G. Newell 
have been appointed special agents in 
\rizona and Connecticut, respectively. 

Special agent Kenelm Winslow has been 
transferred to Harrisburg, Pa. and special 
agent William B. Wisner has been trans 
ferred to Syracuse, N. Y. 


Aetna Life Affiliated Cos.: Edwin C 
Burke, state agent in northern New Jersey 
has been agency superintendent at the 
home office, and Peter J. Levins, state 
agent in western Mass. and Vt., has been 
transferred to the home office as general 
adjuster in the fire loss division. 

Stephen A. Hammond and Maurice I 
Guillet have been appointed state agents 
in N. J. and Mass.-Vt., respectively. 

Raymond D. Houlihan Jr., a recent 
graduate of the fieldmen’s course, has been 
appointed special agent in eastern New 


York. 


Agricultural and Empire State Cos.: 
Winfield Clay Hess has been appointed 
special agent for northern Illinois, replac 
ing Thomas P. Fitzgerald 
transferred to northeastern New 


been 


York. 


who has 


Alexander, W. A. & Co.: Henry K. Lane, 
formerly of the insurance department of 
Marshall Field & Co., has joined the statl 
of this Chicago general agency as a mem 
ber of the special risk staff. 


Allstate: New offices have been opened 
in Pittsburgh and Harrison, Westchestei 
County, N. Y. ‘The Pittsburgh office is 
located in the Remington-Rand Building 
and the Harrison office is located in its own 
building. 


American Associated Cos.: James | 
Knapp, formerly with Secured Fire and 
Marine, has been appointed underwriting 
supervisor, fire and marine division at 
the home office 

Edward G. Dinkelspiel, assistant claims 
manager at San Francisco has been 
ferred to Portland 
ager, and Milo § 
manager, has been 
Francisco 


trans 
as branch claims man 
Bowers, Portland claims 
transferred to the San 
branch as agency supervisor. 


American Credit Indemnity Co. of N. Y.: 
J]. Brooks Nichols, Jr., formerly with 
Equitable Life Assurance, has been ap 
pointed head of the newly formed sales 
promotion department. 


American Farmers Mutual: /Villiam ( 
Horan, tormerly of the United Benefit Fire 
Ins. Co. of Omaha, has been appointed 
production manager. 


For June, 1954 


America Fore: \ new consolidated office 
has been opened in Albany, New York 
at 107 Washington Avenue. Charles Flay, 
Jr. continues as resident manager for the 
Fidelity Casualty Co. and George B 
Hurley continues as manager of the claims 


department. 


and 


American Foreign Ins. Ass'n: A 
branch office has been opened in Belo 
Horizonte, State of Minas Gerais, Brazil, 
located at Rua do Espirito Santo, No. 485, 
under the management of Mauricio Quin 
tino dos Santos. 


new 


American Home Agency: Robert / 
Wrenn, formerly of the Pearl Ins. Co., has 
joined this agency as manager of the fire 
department. 


American Insurance Group: Jo/in WV. 
Dykes, Jr.. a recent graduate of the ad 
vanced multiple line training class, has 
been appointed special agent in ‘Lampa, 
Florida. 

Special agent Gilbert V. Williams has 
been transferred from Pittsburgh to Con 
necticut and will be replaced by special 
agent W. Harold Holman. 


American International Marine Agency 
of New York: Russell J. Scott, formerly 
with the National Surety Marine’ Ins. 
Corp has joined this agency as vice presi 
dent inland 
marine department 


in charge of a newly created 


American Surety: /dmund Nielsen has 
been appointed superintendent of bonds 
at the Chicago branch ofhce 

James ( Ildridge has been appointed 


special agent at the Omaha branch office 


Atlantic Cos.: Four appointments to the 
Syracuse ollice are as tollows: Jolin H. lves, 
formerly of the North America 
pointed fire and marine special agent to 
service the part of New York; 
William D. Senior has transferred 
from the companies’ home office and will 
be a multiple line casualty underwriter 
Thomas G. Smith has joined the 
panies as casualty special ag 
of central N. Y. and Donald 
transferred from 
production department to be a casualty 
special agent in western N. Y. 

{rthur C. Olson, formerly 
Ins. Co., has been appointed 
of the Philadelphia office 

David §. LaPlaca, formerly of the Provi 
dence Washington Ins. Co., 
pointed special agent 
in St 

Raymond ¢ formerly with the 
Aetna Cas. and Surety Co., has joined the 
New York metropolitan production de 
partment 


Cos ap 


eastern 
been 


com 
‘nt in charge 
J. Wafer has 
the metropolitan 


€ 


been 


\etna 
fire manager 


with 


has been ap 
with headquarters 
Louis 

Schaefer 


Atlas Assurance Co. Ltd.: Jumes D 
Manown has been appointed special agent 
for western Pennsylvania and = western 
Maryland with headquarters at 601 Arrott 
Building, Pittsburgh 22, Pa 


Barr Adjustment Co.: This San Bernat 
dino, Calif. firm of independent insurance 
adjusters has moved to new quarters lo 
cated at 825 D Street 

Bayly, Martin, & Fay, Inc.: ihis Los 
Angeles brokerage firm has 

new quarters 3460 
Boulevard 


moved to 


Wilshire 


located at 


Boston and Old Colony Cos.: Hiereti VN 
Yaps, formerly of the National Fire and 
Employers’ Group, has appointed 
casualty underwriter in the New Haven 
othice. 

John I 
alty Group, has been appointed multiple 
line special agent at New Haven 


been 


Lonergan, formerly of the Loy 


Boston Insurance Co.: Jolin A. White, 
formerly with the New Hampshire Fire 
Ins. Co., has been appointed state agent 
in charge of the Manchester, N. H. office 
Cimarron Insurance Co.: [hice Atlantic 
Insurance, Ine Atlanta, Ga. has been ap 
pointed general agent for Ga Ala. and 
S. ¢ Harry L. Knight is manager of the 
veneral agency 


Continental Casualty: Jo/in fF. Jackson, 
an underwriter in the central bond de 
partment, has been promoted to assistant 
manager of the bond department 


Darcy Claim Service, Inc.: [his Roches 
ter, N. Y. firm has appointed Richard J 
Redden, tormerly 
multiple 
and he is to 


manager of claims for a 
company a 
head the first 


line vice-president 


party claim 


department 


Employers’ Group: Chester A. Howell 
formerly a special agent in the New Eng 
land department 
branch 


has been appointed as 
sistant New Haven 
Conn 

Danie W Howells 
underwriter and special 
Springfield area, has been appointed spe 
cial agent for the Cape Cod area 

John H. Shale, Jr 


resident 


manager at 
formerly a senior 
agent in the 


has been appointed 


assistant manager for the New 
Jersey department 

James R. Chandler has been appointed 
special agent for the Western Mass. terri 


tory 


Lormg Hemenway has been appointed 


special agent for the Philadelphia area 


Continued n the next c 


page 





Field Appointments 


Empire State of Watertown: Herbert | 
West has been appointed state agent for 
lexas 


Federation Ins. 
cidental with the 
othce to a new location at 275 St. James 
Street, West, Montreal, the following ap 
pointments have been announced: Harold 
assistant manager; John ¢ Red 
manager, guarantee and surety de 
partment; C. 8. Merry, manager, fire de 
partment; W. Mollot, superintendent, in 
land marine department; and C. O. Wil 
son, manager, special risk department 
Beaudry and Marcel Fleur 
been appointed suverintendent of agencies 
and fire superintendent 
Quebec. 


Co. of Canada: 


removal of the 


Coin 
head 


Cavey, 


mond, 


Roger have 


respectively il 


Fidelity and Deposit: C/iarles FE. Meg 
has been appointed resident vice-president 
in charge of the Boston branch, succeeding 
Lawrence E. Moore, retired 


Fireman's Fund Group: !illiam J. Maher 
has been appointed fire special agent with 
headquarters in the Maryland 
Building, Baltimore 

\ new Canadian departmental head 
quarters has been opened at 112 Yonge 
Street, Toronto, Ontario man 
agement ot John H 

The North territory has been 
divided into special agent Lewis H 
Swann continues to service the 
territory and George H 
service the northwest field 


Trust 


under the 
Ke nmnedy 

Georgia 
two 
northeast 


Whiting will 


Flynn, Harrison & Conroy: Morris Slute 
manager of the casualty department, and 
Richard A. Evans, manager ot the life 
group and pension department, have been 
admitted as general partners. 

\ new ofhice has been opened at 210 
West Seventh Street, Los Angeles, Calif 
Charles Williams, formerly of the N. Y. ¢ 
office is in Charge of production and Wi 
Miller also o: the N.Y ( 


accOUNS CNECCULIN« 


liam G ottice 


is the 


General Accident Group: \ new office 
has been opened at Portland, Ore. undet 
the management of Carl V. Mautz, for 
merly claim manager at Portland. Pete) 
Shepherd has joined the office as special 
agent. 


General 
Casey, 


Adjustment? Bureau: Jeo ¢ 
formerly of the Boston office, has 
been appointed manager of the Waltham 
Mass. branch office. 

Herbert 1 been pro 
moted from assistant manager to manage 
ot the casualty division of the eastern de 
partment. 

W. H. Davidson, Frank R. Beall and 
R. K. Rice, Jr. have been appointed execu 
tive assistants in the southeastern depart 
ment. 


Oschmann has 


Great American: Special agent Herbert 
bk. Haufler has been transferred trom New 
Jersey to West Virginia with headquarters 
at 625 Avery Street, Parkensburg. 


Hartford Accident: d/fred M. Battistini 
has been appointed manager of the Pitts 
burgh branch office, succeeding Frank I 
Bradenbaugh, retired. 

John H. Butterfield has been appointed 
special agent for a 
Michigan 

Chase ft has been appointed 
special agent in the southern Calif. terri 
Lory. 


section of eastern 


Gregory 


Hawkeye-Security: fred IV. Strouce, pres 
ently in charge of the underwriting de 
partment, will supervise a newly merged 
production-underwriting department. Jos 
eph Tressler, assistant vice-president has 
been named to head an agency division 
under Mr. Strouce. 

Fred Miller, formerly vice-president and 
production manager has resigned to ac 
cept the vice-presidency of the Erie Ins 
Co., an afhliate 

Fy Fischer has been appointed unde 
writing manager tor the Kansas City 
branch office. 


Home Fire and Marine: [hie Jatle Agency, 


Inc., New York underwriters, have been 
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appointed to handle fire and allied lines 
metropolitan and suburban. 


Home Ins. of New York: Fred L. Seaman, 
state agent at Monroe, La., has been ap 
pointed manager of the North Carolina 
office 


Ins. Co. of North America: A new African 
office has been opened in Southern Rho- 
desia located at the B & B > Building, 
Manica Road, Salisbury under the manage 
ment of V’. C. Broad. 


Ins. Co. of Texas Group: !!. Rowe Ve) 
formerly of the Traders & General 
Ins. Co., has been appointed manager ot 
the Pacific Coast division of the Jack Cage 
s Co., managers. 

Jack Coghlan, formerly of the General 
Ins. Co. of Seattle, has been appointed 
special agent in Beaumont, with head 
quarters in the Goodhue Building. 


schoyle, 


Johnson & Higgins: Edward P. Folley, for- 
merly of the North British and Mercan 
tile Ins. Co., J. B. Quisenberry, formerly 
of the Great American Ins. Co., and Peter 
Mi. Whitman have been elected vice-presi 
dents in this firm of international insur 
ance brokers 


Lumber Mutual Fire: Charles B. Fowler, 
formerly with the National Grange Co., 
has been appointed chief casualty under 
writer. 


Lyle Adjustment Co.: This Phoenix firm 
of insurance adjusters has opened a new 
office at Bisbee, Ariz., located at Room 3, 
Dugan-Hennessey Building, P. O. Box 269. 


MacDonald, D. K. & Co.: Gregg C. Mac- 
Donald has been elected president of this 
Pacific Northwest firm of insurance brok 
ers, succeeding his father D. K. Mac 
Donald, who becomes chairman of the 
board. 


Marbury, William A. & Co.: Jolin / 
Broussard has been appointed special 
agent in Southwest Louisiana, with head 
quarters in Lafayette, for this La. firm of 
veneral agents. 


Massachusetts Protective Ass'n: J. Rus 
sell Laughead, formerly of Bankers Lite of 
Iowa, has been appointed general agent 
at Des Moines for this firm and its sub 
sidiary, The Paul Revere Life Ins. Co. 


Merrimack Mutual: William L. Warren 
has been appointed special agent for Va. 
and N. C. with headquarters in Goldsboro, 
N.C. 


Mid-Idaho Claims Service: James F. Bun- 
nel, formerly a company staff adjuster in 
Portland, Ore., has founded this firm to 
service claims in the area from the Utah 
line north to Sun Valley and from Glenns 
Ferry on the west through Rupert and 
Burley on the east. 


Nat'l Board of Fire Underwriters: !Vi/ 
liam L. Martin, Louisville, Ky. attorney, 
has been appointed to the staff of the law 
department and will work under EF. M 
Griggs, assistant general counsel in Chi 
cago. 


Nat'l of Hartford Group: J. Theodore 
Stumm has been appointed marine supe 
visor in the New Jersey and Long Island 
areas with headquarters in Newark. 
Robert L. Breeding has been named 
marine supervisor in the Louisiana 
Mississippi-Arkansas area. 
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National Surety Corp.: Robert M. Over 
ton has been named superintendent of 
the inland marine department. 


Neaman, A. H. Co.: This Pittsburgh firm 
of fire adjusters has moved to new quarters 
located at 503 Grant Building, Pittsburgh 
19. 


New Hampshire Group: Harold L. Riss, 
Jr., has been state agent in Illinois and 
will supervise the northern and western 
part of the state; state agent C. M. Wilcox 
will continue to supervise the east central 
and southern part of Illinois. 


Peerless Casualty: George R. Mullins and 
Thomas E. Moffett have been appointed 
home office representatives in the central 
west and New York, respectively. 


Phoenix of London Group: Francis M. 
Jackson, formerly with the Aetna Casualty 
and Surety Cos., has been appointed as- 
sistant production manager. 

Franklyn R. Fischer, formerly with the 
Aetna Casualty and Surety Co., has been 
appointed special agent for upstate New 
York. 


Royal Exchange Group: A new field office 
has been opened at Room 525, American 
Building, Richmond, Va. under the super 


vision of H. Tracy Bronson, state agent 


Royal-Liverpool Group: //ugh Clarkson 
has been appointed assistant regional man 
ager of the Philadelphia office, and Elme) 
IW. Gobel, Jr. has been named to succeed 
Mr. Clarkson as assistant superintendent 
of the New York office accident and health 
department. 


St. Paul Fire and Marine: | he following 
special agents have been appointed: Jack 
Badenhoop, north Florida with head 
quarters in Jacksonville at the new field 
office located at 1012 Florida Title Build 
ing; Bernard W. Gaul, bond department, 
Kansas City office and William A. Paden, 
sirmingham, Ala. 


Kelly, for 


has been 


Southwest General: Harold I 
merly with Joseph Froggatt & Co 
appointed executive assistant 


Standard Accident: Bernard K. Doyle, 
formerly manager of the casualty claim 
department, has been made an executive 
secretary of the company. 

John L. DeGurse, formerly attorney in 
the casualty claim department, has been 
made manager of that department. 

T. B. Ridgeway has been made assistant 
manager in charge of compensation claims 
and will be assisted by H. B. Jones, and 
Clarence Norman, claim supervisors. 
Hoek has been made assistant 
manager for burglary, accident and health 
and group claims, and will be assisted by 
W. Johnstone, claim supervisor. 

John L. Hight has been made chief 
underwriter of the fire and marine depart 
ment at the Detroit branch of the Planet 
Ins. Co., an affiliate 

The Buffalo, N. Y. branch cf this com 
pany and its affiliate, Planet Ins. Co., has 
moved to a new at the Jackson 
suilding, 220 Avenue, and is 
under the Gilbert § 
Hildebrandt 

George E. Gilbert has joined the com 
panies’ San Francisco branch office as field 
representative 

Samuel Thompson has returned to the 
home office as a compensation examinet 
following a military leave of absence. 


George 


location 
Delaware 


management ol 


For June, 1954 


Bert Hanna has been appointed super 
intendent in the fire and marine under 
writing department of the home office of 
the Planet Ins. Co 


Weghorn, John C., Agency: 
Solberg, formerly an assistant secretary 
with Wm. H. McGee & Co., has been ap 
pointed a production supervisor 


Yorkshire Group: ©. Ll. Beale, formerly 
state agent of Texas, has been appointed 
manager of a newly created southwestern 
department. Fred Pierce will assist My 
Beale as state agent in Texas 


an affiliated company. 


Erling J]. 


ASS’N NOTES 


Ass'n of Casualty & Surety Cos.: Ralph 
H. Platts, president of the Standard Acci 
dent Insurance Company and formerly 
vice-president of the association, has been 
elected president, succeeding Manning W 
Heard, vice-president and general counsel 
Hartford Accident and Indemnity 
Wallace Fe vey, president of the 
Massachusetts Bonding and _ Insurance 
Company was elected vice-president 


o. the 
Company 


;0e 
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tively? 
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Board of Fire Underwriters of the Pa- 
cific: Frank C. Beazley (Phoenix-Connecti 
cut Group) and J. C. Qualmann (Royal 
Liverpool Group) were elected president 
and vice-president, respectively, at the an 
nual meeting. 


Association Notes- 


Chamber of Commerce of the United 
States: F. John Barclay (Maryland Cas 
ualty Co.) has been appointed chairman 
of the National Fire Waste Council 


Inland Marine Underwriters Ass'n: | he 
following officers were elected at the an 
nual meeting: president, L. M. B 
lravelers Ins. Co.); vice-president, D. / 
Cox (Appleton & Cox, Inc.) and chairman 
of the executive committee, P. W. Sci 
(Phoenix Ins. Co 

Members of the executive 
elected are J]. F. Danaher (U.S 
Guaranty Co.), W. E. Myers (Commercial 
Union Assurance Co Harol Jac 
Wm. H. McGee & Co.) and J. L. P 
Chubb & Son 


cOmMmMILLCE 


Fidelity & 


Ins. Accountants Ass'n of Philadelphia: 
The following officers were elected: II : 
MacDonald, president 14. J. McGinnus, 
vice-president and Paul Petsche 
and treasurer. 


secretary 


Insurance Accounting and Statistical 
Ass'n: At the annual business meeting the 
following officers were elected: president 
1. J. Schnese (North American Accident), 
immediate past president, A. H. Benson 
Lumbermens Mutual); vice-presidents, 
J. B. Clancy Royal-Liverpool Group 
Leilyn Cox (Employers Mutual Liabilit 


Paul Judah (Business 
G. W. Thompson (Acacia Mutual Life 
and Rodney Wilcox (Connecticut General 
Life). The following directors 
elected: life, Charles Andrew (Jefferson 
Standard Life); casualty, " m. D. Babcock 
(Keystone Automobile Club Cas. Co 
fire, Carl S. Jones (Indiana Lumbermens 
Mutual) and accident and health, Ernest 
VMicCandless (United Benefit Life). 


Mens Assurance), 


were 


Ins. Board of Cleveland: The following 
officers were recently elected: president, 
Cliff B. Dye (Brooks and Stafford Co 
vice-president, Jack B. John (W. F. Ryan 
Corp.) and secretary-treasurer, Joseph H 
Bishop, Jr., reelected 

Trustees reelected were Jack B. John and 
TFhomas ]. Oswald. Elected a trustee for 
the first time was Charles F. Williams. 


Ins. Federation of Ohio: At the annual 
meeting the following officers were elected: 
president, L. H. ( Beacon Mutual 
Indemnity Co.); vice-presidents, Carl Mii 
cheltree (Columbus Mutual Life Ins. Co 

iW ] {ipaugh (Inter-Ocean Ins. Co.), 
Bernard C. N agel (Glens Falls Indemnity 
Co.) and Warren L. Weeks (Columbus 
general insurance agent). 


srinstead 


International Council of Industrial Edi- 
tors: Patricia L. Murphy, editor of fou 
publications of the Kemper Ins. Group 
has been elected midwest director, and will 
have jurisdiction over Ill., Ind lo 
Minn., Mo., and Wisc. 


Mich. Inter-Industry Highway Safety 
Committee: Joseph V. Brad Citizens 
Mutual Automobile Ins. Co.) has be 
elected chairman for 1954-55. 


Nat'l Automobile Underwriters Ass‘a: 
At the annual meeting the following ofh 
cers were elected: Wm. B. Rearden (Fire- 
men’s Ins. Co. of Newark), re-elected presi 
dent; Ellis H. Carson (National Surety Co. 
and the Fireman's Fund Group), re-elected 
vice-president; and A. C. Seymour (Royal 
Liverpool Group), re-elected treasurer. 


a Ass'n of Ins. Agents: Eugene A. 
le, director of education, and George 
§. Hanson, associate counsel, have been 
appointed assistant secretaries. 
George R. administrative assistant 
and convention manager, has been named 
assistant treasurer, 


Cross, 


Nat'l Ass'n of Ins. Brokers: Ihe following 
ofhicers were elected at the 20th annual 
meeting: president, Oliver Blase (Oliver 
Blase Agency, St. Louis); vice-presidents 
G. Edward Nichols (Francis C. Carr & Co., 
New York) and Hal D. Willson (Willson, 
Loustau & Co., San Francisco); treasurer, 
llexander Heid, Jr. (John A. Eckert & Co., 
New York) and secretary, Barclay Shau 
Palmer, Serles, Delaney, Shaw & Pomeroy, 
New York ° 


Nat'l Board of Fire Underwriters: At tlic 
88th annual meeting the following officers 
were elected: president, J. Victor Herd 
\merica Fore Group); vice-president, J. ¢ 

Hullett (Hartford Fire Ins. Co.) and treas 
urer, Daniel R. (Great Ame 

ican Ins. Co.). 


Ackerman, 


Nat'l Bureau of Casualty Underwriters: 
\t the annual meeting William Leslie was 
re-elected general manager and James M 
Cahill was re-elected secretary. 
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S. C. Ass'n of Ins. Agents: //. Pierce 
North has resigned as manager in order to 
join the firm of John Ratterree and Co 
underwriting managers of Greer, S. ¢ 


Surety Ass'n of America: Jo/in 1. Airk 
wood was elected deputy general manage! 
and secretary at the 46th annual meeting 


E. Vernon Roth was re-elected secretary. 





LONG-RANGE HEALTH 
STUDY 


F anacagg NT, long-range  pro- 
gram to study and assist in 
developing methods for further ex- 
tending and improving health care 
and health insurance protection for 
the public has been adopted by the 
newly-formed Joint Committee on 
Health Insurance. 

The 


prominent 


committee, composed of 


insurance company of 
ficers representing seven associations 
of insurance companies, made 
initial suggestions to be 


considered in carrving out the 


following 
pro 
gram : 

( ] ) Studies of mie thods to stimulate 
the expansion of health insurance, 1m 


cluding evaluation of th 


possible 
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VIRGINIA 


A new world of tranquil 
. days that sparkle 
with brilliant sun . . 
that enough for 
blankets. A perfect place to 


loaf your time away 


beauty 
. nights 
are cool 
« OF 
enjoy tennis, fishing, swim- 
ming, golf, horseback riding, 
or mountain climbing in the 
picturesque mountains of 
Virginia of 
perb resort hotel accommo- 


Choice su- 


NTAIN LAKE 


dations or secluded rustic 


cottages. 


program of 


publi 
education ise of health insur 
ance. 

In developing the new program, 
cooperation will be sought with the 
National of Insurance 
Commissioners, the medical profes 


sion, the hospitals and other health 


Association 


insurance organizations and groups. 

One of the early basic objective S 
of the entire program will be defin- 
ing with greater exactness the role 
voluntary health insurance can play 
in helping to meet the whole problem 
of public health. The program will 
be carried out through a number of 
task the 


various pending projects and such 


forces issigned to each of 


other projects as mav be developed 


as a result of the committee’s health 


studies in the future The task forces 


will report their findings and recom 


mendations to the committee for ap 
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NORTH AMERICAN 


CASUALTY AND SURETY 


REINSURANCE 
CORPORATION 


OF NEW YORK 


Financial Statement December 31, 1953 


ADMITTED ASSETS 


ij, 3; Government Bonds: 2< 562s 6 640608 sc ces. $43.160,912.89 
Canadian Government Bonds 103,008.30 
State and Municipal Bonds .................. 669,521.61 
Canadian Province Bonds ................... 122,700.25 
RTUNETORE EOURMNS 2 ks) cccrcrelce aS Sad da. critee asare Sed 980,820.62 
Public Utility Bonds 916,920.77 
Industrial and Miscellaneous Bonds 2.802,679.53 $48,756,563.97 


Railroad Stocks 362,250.00 
Public Utility Stocks 2.844,037.00 


Bank, Trust and Insurance Company Stocks .. . 361,520.00 
Industrial and Miscellaneous Stocks .......... 1.456.033.08 8,023,840.08 


Mortgage Loans 63,122.53 
Cash in Banks and Office 1,979,021.92 
Reinsurance Balances in Course of Colleetion (Net) 1,580,487.07 
Interest Accrued 145,779.90 
$60,548,815.47 
LIABILITIES 

Reserve for Outstanding Losses $22,690,620.08 
Reserve for Loss Adjustment Expenses 1,456,227.63 
Reserve for Unearned Premiums 15,505,411.12 
Reserve for Contingent Commissions 344,114.17 
Reserve for Funds held under Reinsurance Treaties 5.888,644.68 
Reserve for Retirement Benefits 319,521.95 
Reserve for Taxes and Other Liabilities 747,945.38 
Reserve for Non-Admitted Reinsurance 77,870.06 

Excess of Schedules P and K Statutory and Voluntary Reserves 
over Case Estimates 457,515.02 
$47,487,870.09 

Capital $4,000,000.00 

Surplus 9,060.945.38 


PEGE PO oc 60 56 stk ciniscedettuinstekiie 13,060,945.38 


$60,548,815.47 


1 at $1,452,646.69 in the above statement are deposited with State Departments and the Canadian 
Government as required by law 


Securities cCarriec 


161 EAST FORTY SECOND STREET 
NEW YORK 17, N.Y. 
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Best's Insurance Guide with Key 
Ratings 


Available at the earliest date in 
twenty years, the 1954 edition of 
this guide contains ratings and five 
year comparisons of figures for 
nearly 1,200 fire and casualty insur- 
ance companies, as well as principal 
figures for some 2,500 smaller mu- 
tuals. To give an instant picture of 
the relative standings of these com- 
panies each receives two ratings: 
The General Policyholders’ Rating 
(A-plus to C) and the Financial 
Rating (AAAAA to CC), summariz- 
ing Best’s impartial analysis of each 
institution. In the 1954 edition 94 
companies have increased ratings, 34 
companies have decreased ratings, 
and 47 companies appear for the 
first time, with no 
assigned. 


rating yet 


All types of insurance organiza- 
tions are covered, including all stock 
companies operating in the United 
States, whether domestic or foreign ; 
390 American Mutual Companies ; 
reciprocal exchanges; and Lloyds. 
Financial and operating exhibits 
show the percentage distribution of 
assets, policyholders surplus, loss 
reserves, net written, 
direct premiums written, unearned 
premiums, underwriting results, in 
vestment 


premiums 


Federal 
taxes incurred, dividends declared, 
etc. Supplementary sections include 
lists of the hundred leading stock, 
and the hundred leading mutual 
companies ; lists of combination polli- 
cies; and pertinent information on 
state insurance 


losses, 


gains or 


officials, company 
groups and fleets, retired companies, 
underwriters agencies, and states in 
which companies are licensed to 
operate, 
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#31 pages: $7.00. 
Alfred M. Best Company, In 
available at the home office, 75 
Fulton Street, New York 38, N.Y., 
or at branch offices in Atlanta, Bos 
Chicago, Cincin 
Dallas, Los 
Richmond. 


Published by 


] 


ton, ¢ hattanooga, 


J 


natt, Angeles and 


Insurance Acounting—Fire and Cas- 
valty 


This text book sponsored by the 
Insurance Accounting and Statistical 
Association and written by its mem- 
bers presents in volume the 
basic accounting principles as they 


one 


apply to fire and casualty insurance. 
It was written and edited for, among 
others, accountants, comptrollers, 
statisticians, actuaries and insurance 
executives. 

The fifteen chapters cover such 
subjects as characteristics of insur- 
ance accounting, 


loss disbursements, expense account- 


premium income, 


ing and reporting procedures, loss 
and loss expense reserves, unearned 





Federal Judge, age 41, gradu- 
ate Williams and Harvard Law, 
former State Insurance Com- 
missioner, desires to return to 
private business and associate 
himself with life, fire or casualty 


company in legal department. 
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premium reserves, the annual state 
ment blank, 
hibit and 
following 


surance expense ex 
The 
were the principal 
contributors to the book under the 
chairmanship of A. H. 
Mutual Insurance 
Company; William D. Babcock, |r 
(Keystone Automobile Club Cas 
ualty Company), Herbert A. Clark 
(Loyalty Group), C. A. Coates 
Mutual Casualty 
Company), Earl C. Fay (Liberty 
Mutual Co.), Luther L. Hansell 
( Prudential-Skandia Reinsurance 
Group), Kenneth M. Hills (Amer 
ican Mutual Liability Insurance 
Company), Carl S. Jones (Indiana 
Lumbermens Mutual 
Company), Francis S. Perryman 
(Royal-Liverpool Group), T. F. 
Tarbell (The Travelers 
Company) and C. G. 


Federal taxation 


men 


Benson, 
Lumbermens 


( Lumbermens 


Insurance 


Insurance 
VanderFeen 
(National Surety Corporation). 
100 Pub 
Spectator, Chestnut 
Philadelphia 39, 


PaAgES SS UU per copy 
] , ] PY. 


} , 
lished by the 


and 56th 


Pa 


Streets, 


The Business of Reinsurance }\ 
liam |. 


Wil 
Langlet 

This book written by the 
vice chairman of the board of the 


was 


Northeastern Insurance ( ompany of 
Hartford as 


a souvenir of the com 
pany’s 50th anniversary, and as a 
source of information and guidance 
to the student and experienced in 
the fire and marine reinsurance field. 

The the 
provide material related to reinsur- 
ance 


object ot book is to 


transactions with 


fire and allied lines of business, hail, 


associated 


automobile, inland marine and ocean 
marine the 


States and its possessions 


insurance in United 


| he be 0k 


next page 
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DO YOU RECOGNIZE THIS INSURANCE BIRD? 


SHORT-SIGHTED SKIMP 


(genus clientus) 


Whistles in the dark in the face of 
mounting crimes endangering business. 
Others’ nests may be robbed, never his — 
he thinks! 3-D glasses won't help. But 
American-Associated’s Planned Sales 
Program for 3-D Policies will give him 

a bird’s-eye view of the complete, 
automatic protection he’s missing. 


AMERICAN-ASSOCIATED INSURANCE COMPANIES 


SAINT LOUIS 2, MISSOURI 


intelligent 
Reinsurance 
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does not deal with casualty lines in 
any direction. Specimen agreements 
are included in the material but they 
are not to be regarded as standard 
agreements of their type; they are 
simply offered as typical examples 
known to be in whole or in part 
in operation at the present time. 

465 pages; $5.00 per copy. Pub- 
lished by the Northeastern Insurance 
Company of Hartford, Hartford, 
Conn. 


Who's Who in Insurance 


This, the 1954 edition, is the larg- 
est in the history of this publication 
with over 4,000 individual biographi- 
cal sketches. It contains the biog- 
raphies of prominent men in all 
branches of the insurance industry 

company executives, insurance 
department officials, professors of 
insurance, agents, actuaries, adjust- 
ers and brokers. “The death roll for 
1953” is also included. 

This publication is Volume 1 of 
“The Insurance Almanac” and is 
published annually in’ February. 
Volume 2 is published in July. 

005 pages; $5. Both volumes of 
Insurance Almanac are available at 
$8. Published by the Underwriter 
Printing & Publishing Company, 
116 John Street, New York, N. Y. 


Insurance Words and Their Meanings 
By Vincent L. Gallagher 


This is a glossary which gives 
in easily understood and non-legal 
language, the meaning of the various 
insurance words and phrases which 
are used in the writing and selling 
of all forms of property and casualty 
insurance. It does not attempt to 
cover the terminology of life insur- 
ance and many words have been 
omitted which are more legal than 
insurance even though they are used 
in talking about some of the tech- 
nical phases of policies. 

Although the book will prove 
valuable as a “refresher” course for 
experienced men, its main purpose 
is to acquaint persons recently enter- 
ing the business with a jargon of 
insurance, 

82 pages; $7.50 per copy, less in 
quantities. Published by the Rough 
Notes Company, Inc. 1142 North 
Meridian. St., Indianapolis 6, In- 
diana, 
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Cashin banks... . oe Css $ 3,533,184.99 





U. S. government bills, certificates and notes . . «. « 16,407,856.65 

U.S. government bonds. . . . . . ~ « « « 2Sa4AZ77ES 

As of December 31, 1953, State, county and municipal bonds 

as reported to the Department 
of Insurance, State of Illinois 


et aoe 3,160,221.95 
Public utility and other bonds . . . . . . : 688,034.30 


Stocks 1,038,684.69 


First mortgage loans on weavestame . =. kw iC Ct 93,697.75 

All bonds amortized. Real estate 

Stocks at book value, which 
is less than market value. 


; : ; 4 : ; f : ; 65,002.91 
Premiums in transmission te vl ne. ear? 2,423,292.00 
Accrued interest and other assets cee” SST pee 864,896.27 





Totalassets...... ~ « « « « « $52,717,649:66 


Reserve for losses and adjusting expenses . . . . $29,919,593.00 
Reserve for unearned premiums. . . . . . : 9,875,644.00 





Reserve for taxes, expenses and reinsurance . . . 2,220,071.43 
Reserve for dividends to policyholders . . , 3,702,341.23 
Reserve for portfolio fluctuation. . . . . . . . 500,000.00 
Securities carried Reserve for contingencies 

$3,3 12,849.94 in the above Total . , ee: ere 
Statement are deposited as Capital stock. . - . . .  $ 3,000,000.00 
re Net surplus ll 
Capital stock and surplus . vi a a oe ee ‘6,000,000.00 
Total . 


500,000.00 
$46 ,717,649.66 








$52,717,649.66 


American Motorists Insurance Company 
SHERIDAN ROAD AT LAWRENCE AVENUE e¢ CHICAGO 40 


JAMES S. KEMPER, chairman H. G. KEMPER, president 








No servicing headaches. 

It’s that simple! 

No specialized 

technical knowledge 

needed. You devote your ; 4 - ~ : . ° 


time to the productive, a | vt : bs »y " S IF YOU CAN READ THIS, 


profitable steps of making 


ecaeaiainites say ©=YOU CAN SELL 


We take all the follow-up 


vats, SW Meas {3} TRUCK-BUS INSURANCE 


To help you clinch 

the closings, we offer your 
prospects 24-hour engineering 
service. safety meetings. research 
programs, award systems. day and 
night claims service. mechanical 
inspections, highway driver-checks, 
and traffice-hazard reports. 

What else? Lower accident rates 
than the national average. 


And lower premiums. 


Who offers you all this? Markel. 
Largest company of its kind 

in the world, and specialists in the 
business for over a quarter of a 
century, Markel offers you a 

proved plan to profits in a truck-bus 
insurance field. Get the facts. 

Mail the coupon for complete details. 
Do it today. 


Look for this 
symbol of safety 
on America’s 
trucks & buses 


MARKET SERVICE, IN‘ 
Richmond, Va., Dept. Be 

Gentlemen: Yes, I am interested in selling 
this kind of coverage. Without obligation, 


send me at once all the details on Markel 
Service and the 10-Point Plan to Profits. 


Name. 


MARKEL SERVICE INC. 
HOME OFFICE: Richmond, Va. 
“Eliminates The Cause To Eliminate The Accident” 
Exclusive Underwriters for the 


ee2eve2008787878000807 97 * 


Zone........5tate American Fidelity & Casualty Company, Inc. 


The largest stock company in the world 
specializing in motor carrier coverages, 


= 
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ALLSTATE Insurance Company 
Chicago, Illinois 


Fire Filing Approved 


Fire rate filings of this company were approved in 
Michigan last month. The filings are on the same basis 
as those previously approved in Illinois, North Dakota 
and Colorado, that 
on homes and residential dwellings housing up to four 
families, are on the average 20% 


is, 


they are confined to coverage 
lower than Bureau 
rates and the premiums are payable in installments. 
The company had requested the Michigan Insurance 
Department to withhold its decision on the application 
until additional data was presented. 
was opposed by the Michigan A 


The application 
Association of Insurance 
Agents on the grounds that Allstate has not joined a 
rating bureau and has no rating organization of its 
own and thus has no acceptable standard for rating. 
The company is selling half again as many of its 
dwelling fire policies in Illinois as it had anticipated 
when the filing was made in that state, according to 
a company spokesman who set the figure at nearly 
one thousand policies in the first two weeks. The 
company anticipates that experience gained in Illinois 
will be of help in supporting its filings in other states 
where objections of insufficiency have been raised. 


AMERICAN Fire and Casualty Company 
Orlando, Florida 


Votes Stock Split 


The authorized capital stock of this company has 
been changed from 100,000 shares of $10 par stock to 
200,000 shares of $5 par. The stock was split two for 
one with each stockholder receiving two shares of the 
new $5 par value stock for each share of the old $10 
par stock. 


THE AMERICAN INDEPENDENT Reinsurance 
Company, Orlando, Florida 


New Reinsurer 


This company was organized April 21, 1954 with 
a reported capital of three million dollars to conduct 
a fire and casualty reinsurance business. Officers of 
the company are: President, Walter L. Hays 
(president American Fire and Casualty Company) ; 
first vice president and treasurer, George S. Bradshaw 


new 
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\merican Fire and 
de Noyelles 
Kady, Jr. The board ot 
to Messrs 
Sterling Alexander, former lowa Insurance 
\llen, chairman of the board 
Carl- 


(iraves, 


who holds the same office in the 
Casualty Company ; 
and comptroller, Charles \\ 
includes in 
Bradshaw ; 


secretary, Dorothy C. 


directors addition Havs and 


Commissioner, Linton E. 


of the First National Bank at Orlando, Dovle E. 
Florida, J. 


former Arkansas Insurance Commissioner and Bernard 


ton, former governor of Herbert 


kk. Stone, former Nebraska Insurance Commissioner 
= a 
OSTON Insurance Company 


Mass. 


OSsTON 
VL 


Named Man of the Year 


Donald C. Bowersock, president of this company and 
the 
Boston 


received 
the 


of the Old Colony Insurance Company 
designation of ““Man of the Year” 
Board of Fire Underwriters. 


irom 


THE COMMERCIAL BENEFIT Ins 


Company, Phoenix, Arizona 


rance 


Revises Charter 


The company has reinsured its life and accident and 
health business and plans to continue an automobile and 
casualty carrier only. The name was changed to Trans 


Pacific Insurance Company July 7, 1953 


ERIE Insurance Company 
New York, New York 


New Specialty Carrier 


Des Moines 
the latest to enter a special carrier in the field to com 
The Erie 
Company is entered in lowa with capital 


The Hawkeye-Security Group ot is 
pete more vigorously with direct writers 
Insurance 
funds of $500,000 to issue six month auto policies at 
a discount with direct company billing 


EUREKA Casualty Company 
Philadelphia, Pa. 
New Officers 


Thomas Iisher, |r. has been elected secretary succeed 
Edward J. 


been elected treasurer and assistant secretary. 


ing C. A. Kline who resigned Doyle has 





































FIREMAN'S FUND Indemnity Company | HALIFAX Insurance Company 
San Francisco, California Halifax, Nova Scotia 
To Issue Participating Contracts _To Domesticate Carrier 
\ new participating market for California workmen's The management of this company is proceeding N 
compensation business has been inaugurated by this | with plans to domesticate the company as a New York ‘i 
company which will apply to policies of $500 premium | corporation. With a proposed initial capital of one and au 
or more. Risks under $500 will be written on a non- | one-half million dollars, the company will conduct \ 
participating basis as in the past. multiple line operations under the name of the Halifax 4 
Insurance Company of New York. i 
GENERAL AMERICAN Casualty Company 
San Antonio, Texas HOME Insurance Company 


New York, N. Y. 


Executive Promotions 


Named Executive Head 


William H. Green, executive vice president and gen q 
eral manager of the Standard Casualty Company, Sioux Leonard Peterson has been promoted from vice 
Falls, South Dakota, has been made executive head of | president and controller to executive vice president of 
this company. He brings with him a staff of assistants. | this company. Other appointments are assistant vice 
A syndicate of the directors of the company have | president Edwin H. Ely to vice president in charge of | 
arranged additional financing the loss department, secretary and assistant controller 

Carl Typermass to controller, J. Carter Cook who was \ 
resident secretary at Charlotte, N. C. to secretary in the | 
GENERAL Fire and Casualty Company , 


loss department in the home office. 


New York 6, N. Y. 
New Vice President INSURANCE COMPANY of North America 


Clarence A. Cole has been appointed vice president Philadelphia, Pennsylvania 

in charge of underwriting and production. Mr. Cole, ; 
i <li | : Rate Action 

who joined the company a year ago, was formerly 


manager of the casualty department. This company is going ahead with its plan to file 
some classifications of fire rates independently while j 


remaining a subscriber to the rating bureaus for other 
lines. Effective May 10 it terminated its subscriber- 
ship in California to the Pacific Fire Rating Bureau 
for hospitals, churches and schools. 


LIBERTY Mutual Insurance Company 
Boston, Massachusetts 









AUTOMOBILE 
FIRE & EXTENDED COVERAGE 


Compromise Settlement 












The Virginia State Corporation Commission has 
reached a compromise settlement of $5,000 with this 
company for alleged technical violations of the state’s 
insurance laws. The settlement was reached with no 
finding or adjudication of the case. 


LLOYDS of North America | 


Houston, Texas 
Restrained 


This Lloyds has been restrained by a court order from 


















disposing of its assets pending a hearing on charges of 
the Texas Attorney General that it was created through 
fraud and is financially unsound. The company was 
organized October 31, 1952 with underwriters’ deposits 
of $80,000 and surplus of $15,000. The Attorney-Gen- 
eral alleges that the original funds were borrowed, that 
assets were over-valued and that the company presently 
has a deficit of $427 O00. 

Attempts to reorganize the Lloyds are being made by 


a group of agents led by H. E. Hargett, formerly general 
claims manager. 
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MOTORISTS Mutual Insurance Company 
Columbus, Ohio 


Unsatisfied Judgment Policy 


This company has introduced what it calls an “un 
satisfied judgment insurance” policy to indemnify an 
insured motorist for uncollectible judgments granted 
him as the result of an auto accident. It will also provide 
him coverage while riding in other cars, while walking 
or riding a bicycle. The protection extends to the in- 
sured’s wife and minor children. The contract appears 
to be similar to the additional voluntary coverage so 
widely discussed in New York State during the fight 
against compulsory automobile insurance. 


NATIONAL UNION Fire Insurance Company 
Pittsburgh, Pennsylvania 


99°/, Subscribed 


The stockholder offering of 200,000 shares of capi 
tal stock of this company resulted in subscriptions for 
198,710 shares, or 99.35%. 
rights to purchase one new share for each two held at 
a price of $30 per share. Underwriters headed by The 
First Boston Corporation will offer unsubscribed shares 
at the market price. 


Stockholders were issued 


NORDISK Reinsurance Company 


Copenhagen, Denmark 


Foreign Reinsurer Licensed 


A United States branch of this company has been 
licensed by the New York Insurance Department to 
conduct reinsurance operations in fire and allied lines. 
The branch, which has a policyholders’ surplus of $1, 
200,000, will be under the management of Sterling 
Offices, Ltd., management department, 116 John Street, 
New York 38, N. Y., headed by Douglas K. Hoverkamp 


NORTHWESTERN Mutual Fire Association 
Seattle, Washington 


New Chairman 


Alfred Rode, formerly vice chairman and general 
counsel, has been chairman of the board of 
directors of this association and its subsidiary, the 
Northwest Casualty Company. J. D. Fletcher has been 
appointed executive vice president and Carl Watkins 
general counsel. 


elected 


PENNSYLVANIA LUMBERMENS Mutua! 
Insurance Company, Philadelphia, Pa. 


Named Board Chairman 

Herman ]. Pelstring, president, has been elected to 
the newly created post of board chairman. He is suc- 
ceeded as president by Fred H, 


Ludwig, formerly 
5 


executive vice-president, 


missioner and a former deputy commissionet 





| OOO. 


| Colorado, then rescinded the 


| signed to prevent similar difficulties by othet 
ee 
| These included the posting of st 


THESE FACILITIES ... 


For producers’ convenience we maintain 
special Underwriting and Service Departments 
which keep in close touch at all times with condi- 
tions affecting Fire, Automobile, Ocean & Inland 
Marine, and all Kindred Lines. 


These Specialized Facilities enable our pro- 
ducers to take care of their clients’ most modern 


insurance needs. Fullest inquiries about and use 
of them are invited. 


NORTH BRITISH AND MERCANTILE 
INSURANCE COMPANY LIMITED 


THE PENNSYLVANIA FIRE INSURANCE 
COMPANY 


THE MERCANTILE INSURANCE COMPANY 
OF AMERICA 


THE COMMONWEALTH INSURANCE 
COMPANY OF NEW YORK 


THE HOMELAND INSURANCE COMPANY 
OF AMERICA 


150. WILLIAM STREET, NEW YORK 38, N. Y. 


PIONEER Mutual Compensation Company 
Albuquerque, New Mexico 


Ordered Liquidated 


This company which has written considerably 


business in Colorado than in its home 


mort 
state, became a 
veritable storm center with the Colorado insurance com 
named as 
defendants in a $1,000,000 damage suit 


agents and policyholders for allowing the 


brought by 
company to 
continue to write business while in an “unsound financial 
condition.” 
by the 


\ccording to a statement previously issued 


Colorado commissioner low rates, poor risks 


| and high commissions were primarily responsible for 
| the company’s plight. Resignation of the two top admin 


istrative officers was secured and a new management 


tT 


| took over with a drastic rehabilitation plan which in 
| cluded an assessment of one times the annual premiums 


on all policies from March 1, 1952 to December 31, 


1953 to wipe out an alleged deficit of more than $1,000 


Other legal actions have been started including 


one to try to void the assessment call 


Luke J. Kavanaugh, Insurance Commissioner of 


company's license to 


operate in his state. The commissioner also recom 


| mended to the Joint Business Affairs Committee of the 


| Colorado Senate and House a number of measures de 


insurers 
ibstantial security for 
the protection of Colorado policyholders 

Following the rescinding by Commissioner Kava 
naugh of its Colorado license, a Santa Fe, New Mexico 
District Court judge ordered the liquidation of 
company. 


the 


Claimants have until October 31 to file their 


} claims, 








PROVIDENCE WASHINGTON Insurance 
Company, Providence, Rhode Island 


Managerial Policies 


A circular letter sent to all employees of this company 
by executive vice president Roy E. Carr outlines the 
proposed managerial principles of the new management 
of the company. It stresses that the quality of business 
will be more important in the future than volume per se. 
The management announced its intention to judge the 

by volume of premium but 
also by the loss ratio of the business underwritten, and 


companies’ agents not only 

to weed out the less desirable It also intends to 
continue and expand its general agency set up in 
contrast to 


agents. 


agents.: 


the recent policy of eliminating general 


STATE FARM Mutua! Automobile Insurance 
Company, Bloomington, Ill 


Pyrrhic Victory on Rates 


This company appears to have attained a Pyrrhic 
victory in its rate filing in Louisiana. There the insur- 
ance department held that the company should be per- 
mitted a deviation of 25% 
automobile 


on the state’s mandatory 
rates (the 
deviation filing in the state ) 


insurance first approval of a 


The same ruling held that 


REINSURANCE 
UNDERWRITERS 


incorporated 


OTIS CLARK, 


president 


Complete Facilities in the 
Domestic and London Markets 


256 Montgomery St. » San Francisco 4 
1122 Wilshire Blvd. - Los Angeles 17 


REINSURANCE 
* 
FRANK BURNS 


INC. 


<_- 


State Farm should be allowed to charge equal semi- 
annual installments without extra charge, but denied 
the use of the company’s standard membership fee 
plan. The Commission’s Casualty and Surety Division 
had earlier approved the membership fee plan, disap- 
proved the requested 25% deviation, and held that 
semi-annual installments should bear a surcharge equal 
to 10% of the annual rate. The company complains 
that it is partly the membership fee which makes pos- 
sible the deviation. The decision has been appealed to 
the courts and the district court in Baton Rouge set trial 
for June 4th. 


President Deceased 


) 


Raymond P. Mecherle, president since 1937, died 
suddenly of a heart attack on May 15 at the age of 50. 
He had completed thirty years of service with the com- 
pany in April of this year. 

When Mr. Mecherle assumed the presidency there 
were just over four hundred thousand policies in force 
in the company as compared with over three million 
at the present time. The State Farm Fire and Casualty 
Company, of which he was a vice president, wrote six 
hundred seventy thousand dollars of premiums in 1937, 
while in 1953 the writings amounted to more than ten 
million dollars. During each of the last twelve years of 
Mr. Mecherle’s career, State Farm Mutual has ranked 
first in automobile insurance among all automobile 
insurance companies. 


TEXAS Mutual Insurance Company 
Austin, Texas 


Policy Assessability Case Decided 


The Texas Court of Civil Appeals at Austin has 
unanimously held that the receiver for this company has 
no right to levy an assessment against the policyholders 
of that company, thus reversing a lower court decision. 
Because the company never had had the amount of 
surplus required by law (a minimum of $200,000 to 
issue non-assessable policies), attorneys for the receiver 
held that it never had the power to issue non-assessable 
policies. The Court stated that it believes the chairman 
of the Texas Board of Insurance Commissioners, as well 
as the Board, had determined that the alleged surplus 
existed, and that the purchasers of non-assessable poli- 
cies were justified in relying on the provisions of the 
policies, on the several certificates of authority to oper- 
ate issued to the company by the Board, and upon the 
report of the Board’s examiner and several reports 
made by the Board. 


UNITED STATES Fidelity and Guaranty 
Company, Baltimore, Md. 


Canadian Vice President 


Albert E. Perry, formerly Toronto, Canada manager, 
has been elected a vice president and general manager 
for Canada. Alan T. Tutty has been promoted from 
assistant manager to Toronto manager. Maurice A. 
Beaudry, formerly assistant manager at Montreal has 
been made manager of that office. 
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UNITED PACIFIC Insurance Company 


Tacoma, Washington 


To Enter Fire Insurance Business 


Plans to enter the fire insurance field about July 1 
are being formulated by this company. It will operate 
first in the Pacific Northwest, expanding its fire facil 
short time. Chester F. 
Hill, vice-president and manager of United General 
Agency, Seattle, will be transferred to the home office 
at Tacoma to head Northwest fire and inland marine 
operations; William D. Brown, rejoined the staff to 


ties into California within a 


hecome manager of the fire department at the Seattle 
branch office; and Alexander P. Coburn, has been as 


signed to the home office inland marine department. 


OKLAHOMA SPEAKERS BUREAU 


HE Oklahoma Insurance Speakers Bureau was 
if irtnae to inform the people of that state about 
the casualty and surety business as an essential and 
conscientious free enterprise. At the time it was created, 
the need for it was clear. Reports showed many Okla 
homans believed, for instance, that insurance companies 
charged excessive rates, made exorbitant profits and 
were enormously rich. Few realized that insurance rates 
are substantially below commodity index price averages 
and in some instances are lower than before the war. 
They did not know how rates are made, or that they 
might control them to a substantial extent by their own 
actions, All of these and many similar difficulties had 
a common denominator—public misunderstanding, The 
establishment of a speaker’s bureau was one of a number 
of means adopted to make the true facts known 


Key Speeches 


In forming the Speakers Bureau, it was decided, first, 
that it should be composed of company representatives 
and agents in all parts of the state; second, that key 
speeches should be prepared which each speaker could 
adapt to his particular needs; and, third, that speaking 
engagements should be arranged throughout the state. 

\t the outset, the Oklahoma Insurance Information 
Office consulted the Oklahoma Casualty and Surety 
Association and the Oklahoma Association of Insurance 
Agents. 
appointed 


Enthusiastic about the plan, these groups 
special screening committees to nominate 
competent and well-informed speakers. Twenty com 
pany men and twelve agents were selected. The Okla- 
homa Public Relations Committee and the Public Rela 
tions Committee of the Agents 
amined the qualifications of each applicant before ap 
proving him for membership in the bureau. 

The Oklahoma Insurance 
arranged an innovation 


Association then ex 


Information Office then 
which contributed in large 
measure to the Bureau’s surprisingly quick success. 
This was a special two-day seminar on the fine points 
of public speaking, at the University of Oklahoma 


Conference-type instruction on the preparation and 
delivery of speeches was supplemented by lectures on 


effective 
way, the best 


“Techniques of holding an audience” and 


speaking aids and their uses.” In this 
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take the matter in hand 





The original Visirator! SWG’s exciting new 
insurance innovation that makes business 
as easy as business can be. A simple, easy-to- 
use sliding fire rate computor for Texas’ 
dwellings. It’s another SWG extra aid for agents! 


outhwest beneral 


INSURANCE COMPANY 


FIRE @ CASUALTY @ AUTOMOBILE 


ninth floor, Gibraltar Life Building, Dallas, Texas 
pe 











available speakers were given quick but expert training 
Outstanding professors at the university were obtained 
for this purpose. 
Key Questions and Answers 

\s a further aid for members of the speakers bureau, 
the Oklahoma Insurance Information Office prepared 
a speakers manual, a looseleaf guide containing key 
speeches that answer questions looming largest in the 
public mind such as: 
{ Are insurance rates too high? 


* What factors primarily influence the rise and_ fall 
of rates? 
Do insurance companies make big 


~ 


What about accident prevention ? 


profits ? 


The foundation for the speakers bureau having been 
built in these ways, the Oklahoma Insurance Informa 
tion Office then turned to the problem of developing an 
audience for the speakers. A roster, providing bio 
graphical information about the speakers themselves 
and the types of speeches offered, was compiled and 
distributed to civic groups in every part of the state. 
In addition news releases announcing the speakers 
bureau and its services were sent to the press and were 
given statewide publicity. 


Within 


three months, more than thirty-five requests for speakers 


The response to the program was gratifying 


were received from Chambers of Commerce, civic and 
service clubs and other important audiences, Requests 


continue to arrive at an increasingly rapid rate, and 


careful investigation has shown that the speeches are 


well received by the audiences. 
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LAST SIX 


EDITORIALS 


Company Changes 
Compulsory Automobile 
Editors’ Corner, The 
Executive Comment 
Insurance Groups .. 
Insurance Stock Trends 
Life Insurance Stocks 
Operating Results 
Review and Preview 
Stock Underwritin 


Tnsur: nce 
(monthly) 


Accidents and Prog 

Adjuster and the I I 
Appraisal Techniques Joh 
Behind the Lo (mont hly) 
Buyers’ Round Table (month! 
Cooperation—Dr. Lawrence G 
Employee Insurance Program 
Eye Care Programs—Joseph Vicho 
Helping Shipper-Assureds—Ralph W 
Insurance for Fixed Assets—Baylor | 
Insuring Your Protits—Nicholas De 

It Can Be Done—Bernard Bursteii 
Loss Control (monthly) 

White Collar Crooks 


sses 


LEGAL & CLAIMS 


Adjustments in 1954—M. M. Johnsor 
Casualty Claimant, The—Frederick D. Le 
Interest Policy, The—Paul H. Heinehke 
Judge Says, The—R. M. MacArtl (1 
Spotlight, The (monthly) 
J Logie (monthly) ‘ 
Merited Recognition—J. D. Holbrool 
Psychological Approach, A—(He / 
Satisfactory Adjustments—Leonard B 
Standard Provisions—James B. Do» 
The Status of a Broker—Charles W 
Tax Problems of Agents—Charles VW 


MANAGEMENT & GENERAL 


Accident vs. Policy Year—D. A. Taple 
An Ideal Branch Oftice—Donald M. 
suyers’ Insurance Conference 2 
By Appointment—George O Johnso 
Continuous Policies—John F. Neville 
Deductible Feature, The—Brooks Cha 

The Ethics of Insurance—Bernard Jo 

Good Management—W. 8S. Chandler 
Governmental Regulation—Robert B. Ely, 
Increasing Competition—/. F. Follmann, 
Individual Catastrophic Coverage—Donald G. 
Mass Selling—J. F. Follmann, Jr. 

Outlook for Contract Bonds—/ 

Post-Claim Underwriting—D. B aim 
Private Enterprise and Insurance J 
Rate Making for Independents } 
Safety Case History, A . 
“Tomorrow” Industry, A 
Tomorrow's Manag 


Witmevyer 


‘Maurer 
Kenny 


John A. North 
rement Guy Fe ron 
Treatment of Industrial Noise, The--Henry D 
Voluntary Health Insurance—Ralph J. Walke» ; 
Workmen’s Compensation Report—I/. F. Richardson 


Sayer 


OFFICE METHODS 


Annual Statement, The 
Around the Office—Gu 
Audits and Controls 
sooklets (monthly) 
Budget, The—Herhert F. Walton 
Check Handling Techniques 
Executive Education—I/ngolf H. F 
“Horse and Buggy” Letters 

How to Analvze Methods 

How to be Objective—Guy 

How to Sit—H. Ben Williams 4 
Management Development—John S. Clarks ...-May 65 
Mechanized Data Processing—Martin Goland ......Jan. 73, Feb. 55 
Microfilm Predictions June 66 


Joseph R. Gle 
y Fergason (m 


Harry W. Ken 


Otto 


qason 
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MONTHS 


rn Aids to Office 
lice Equipm 
n Steps in An 


(monthly) 
(monthly) 
Guy Fergason 

ergason 


Efficiency 
Directory 
Analysis 
ion—Guy 
| Ferg 

Accounting 


June 52 


Wood ... 


SALES & EDUCATION 


Agent is not on 
Ask Them to Buy—-Now 
Bread and Butter 
susiness Builders—WV. H 
susiness Letter Magic 


rrial, The Joseph A. Neumann May 21 
June 109 
Kenneth J. ae 
Blackburn .June 18 
Kenneth B. Horning ba:t:2 610666: p0 we aes ee 
C.P.C.U, Questions and Answers—A merican Institute 
Part I—Insurance Principles and Practices ......May rds June 89 
Contract Bond Production —James M. Henderson . 43 
Destruction of Records—Urhan M. Lelli .. s -..Jan. 29 
Fieldman or Mouse bs OPO PUUCOS op coxdsacne ks tee eeenee “Mi: iy 31 
F ; Insurance Rh. A. G. Manton : 
as Three Legs—Dovrglas La 
‘ompetition the Dia 
> Ww Stade 
on Eugene F 
Definition 
‘ Villard Bennett . 
Old —_ “of the ‘Arts Dr. Alan W. Brown 
One Call Won't Tell All—John Trytten ...... 
The Opportunity to Recoup—Guy T. Warfi 
Quiz of the Month 
Federal Income Tx 
Casualty 
Survey of Insurance Contracts 
Fire Risk (Physical Aspects) 
Agency Accounting ond Bookk 
Bonding (Fidelity) ..... 
Tips on Yacht Safety—George H. Ramsde n, 
Sales Sl from Other Fields (monthly) 
Selling Par ide, The—Charles B. Roth 
Selling Tips from the Home Office (mo 
Today’s Competition Joseph F. 
What I Expect of My Special 


Business 


ind 


ond 


Gallaghey 


P. S. May 


eping 


ote ee ae 
June 109 
June 113 
June 81 


25 


sdavenen jan. 97 


ints 


nthly) 
Morrison 


Agent 1lfred C. Sinn 


MISCELLANEOUS 


elopments (monthly) June 33 
Index . June 4 
ost Index cated oe PR re June 4 
Developments os ses £m ane 16 
is Ahead 

Monthly bas — 

ind Field Appointments 

«ck Quotations (monthly) 


.June 
Deaths 


.June 85 
( , : err kee June 127 
OMPOAMION 2. ccccssse ‘ Awan wees June 131 


RATE CHANGES 


Automobile 
Arizona, Florida, 
Indiana, New York oe 
Arl ~ L.. W. Va., aska, P 


ierto Rico 


Missouri, Pennsylvania 


Saskatchewan, 
Ky., 2 
Ga., Te 
xtended Coverag 
Texas 
Louisiana 


xas 


.June 72 


.May 
June 72 


122 


Ohio 
Calif 
Calif Pennsylvania . 
dAability other than Auto 
Ga., Iowa, Ky., Me., Mich., Mont., Nev., N 
C., Tenn., cece’ 
Pri Ma., N. FL., oe. 2 . Vie VO 
Conn.. Magss., Minn., Ohio, Pa Alaska . neta 
Ala., Ariz., Ark., Col., Del., D. of C., Ga.. Towa 
Mich., Miss., Neb.,’ Nev., N. H.. N. M.. N.’ 
N. D., Ore., 3. C. &. D., Tenn., Utah, Vt., 
Puerto Rico sales were ; 
Conn., Mass i. J.. R. I. Wyo 
X . Colo., Conn., Ga.. 


May 106 

Mex., Ore., 

OMEN ee Tan. 36 
.. Feb. 72 
.Mar 


rs Wash i: 


Me.. 1 
7, N 


Idaho, Lowa, TIL, 
Me Md., Mass Mich Minn., 
\ J., N. M., N. Y., Ore., Penna ae}. 
Va Wise., D. of ¢ Alaska 
. Kansas, Mass., Minn., Penna., Wyo 
Workmen's Compensation , 
Pennsylvania Pe 


June 110 
June 98 


-Feb. 72 


Bests Fire and Casualty News 





INSURANCE COMPANIES REPORTED UPON (FROM JAN., 1954) 


All American Casualty Co., 
(New President) ....... 
Allstate Insurance, Chicago 

(Enters Fire Field) 
(Files in Michigan) 
(Fire Filing Ap proved) 
America Fore Group, New 
(Mays Secretary; O’Brien, 
Director) ... 
(New Premium 
Facilities) 
American Automobile, St. 
(Executive Promotions) 
American Bankers Insurance, 
(Two New Directors) . 
American Fidelity & Casualty, Ric von 
(Stock Fully Subscribed) an. 105 
American Fidelity Group, Richmond 
(Jeopardy Tax Assessments 
Dropped) 
(New Director) 
American Fire and Casualty, 
(Votes Stock Split) 
American Home Assurance, 
(See American Home Fire) 
American Home Fire Assurance, 
(Changes Name) 
American Independent Reinsurance 
(New Reinsurer) 
American Motorists, Chicago 
(Merged with Excess) . 135 
American Mutual Liability Group, Boston 
(New Vice President) Apr. 157 
American Reinsurance Co., New York 
(Pays Extra Dividend) ‘ 
American Southern Insurance, 
(New Name) 139 
American Universal Insurance, Providence 
(Completes Additional Financing) Jan. 105 
Anchor Casualty Co., St. Paul 
(Executive Changes) ............ May 127 
Arkwright Mutual Fire, soston 
(New Director) 
Arrowhead Insurance, 
(Layman, President) ... 
Associated Reciprocal E xchanges, 
Portchester 
(Wright Vice President) .........Mar. 
(New Advisory Committee Mem- 
ber) 
Atlantic Mutual Group, New York 
(Lubkert Advanced) ............. Mar. 
Automobile Owners Safety Insurance Co., 
Kansas City 
(Warns of Unlicensed C 


Chicago 
cocaceeckany 37 


7 June 131 
York 
New 


Financing 

.. Apr. 157 

Louis 
. 105 

Miami 


Feb. 135 
‘eb. 135 
Orlando 
June 131 
York 
Jan. 105 
New York 
Jan. 105 
, Orlando 
‘June 131 


New 


Atlanta 


arriers)..May 127 
Balboa Insurance, 
(Layman, President) 
Boston Insurance, 
(New Directors) ar. 139 
(Named Man of the ar 2 q » 131 
Boston Manufacturers Mutual Fire, Boston 
(Shattuck, Advanced) .... Apr. 157 


Los Angeles 


Camden Fire, Camden 
(New Secretary) .... 
Canadian Fire, Winnipeg 
(New President and Promotions) . 
Canadian Indemnity, Winnipeg 
(New President and Promotions) . 
Canton Insurance Office, Ltd., 
(Revises Title) 
Cincinnati Insurance, 
(Capital Increased) 
Citizens General, Los 
(Insolvent) 
Commercial Benefit 
(Reviews Charter) aucune 
Commercial Union Group, New Y 
(Assistant U. S. Manager) .... ay 127 
( ‘onnelids ited Insurance C ompany, Columbia 
(New Company) ... ..May 127 
Constellation Insurance C ompany, , New York 
(New Fire Reinsurer) Apr. 157 
Continental Casualty, Chicago 
(To Enter Reinsurance Field) 
(New Accident Policy) 
(New Directors) 
Crum & Forster Group, New York 
(Executive Changes) Feb. 135 
Dallas Fire and Casualty Insurance Co 
(New Company) May 


May 144 
Mar. 139 


Mar. 
Hong Kong 
.Jan. 


139 


105 
Cincinnati 


Ange eles 


Ins 


Jan. 106 
Jan. 106 
-May 128 


128 


Eastern Fire and ¢ 
Greenville 
(New Company) 

Eeonomy Auto Insurance, 
(Changes Title) 

Keconomy Fire & ¢ 
(New Name) 

[Emplover’s Group 
(Stock Dividend) .... 

Employers Reinsurance, Ki nsas re ‘ity 
(Trimble Succeeds Moorhead) Jan. 
(Broadens A & H Facilities) . Feb. 

Erie Insurance, New York 
(New Specialty Carrier) 

Eureka Casualty Co., VP hiladelph ia 
(New Officers) 
Excelsior Insurance 
(Enters Casualty 


‘asualty Insurance Co., 


-May 128 


re eport 


, .Feb. 136 
asualty, Freeport 
Feb. 136 


Associates, 


106 
136 


June 131 


June 131 
Syracuse 
Field) 


Feb. 136 


1954 


For June, 


(Appointments) 
(New Directors) 
Excess Insurance, 
(Merged 


cbtdceweeeeneeune Mar. 139 
aSénccaccacccasces Gay 
Chicago 
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American Motorists) .Feb. 


Farm Bureau Companies, Columbus 
(Combined Liability Policy) -Jan. 106 
(New Rates and Classifications). Feb. 136 

Fidelity and Casualty Company, New York 
(New Director) Jan. 106 

Fidelity and Deposit Company, Baltimore 
(To Pay Stock Dividend) 

(Official Changes) 
Fire and Casualty, 
(New Director) 

Fire Association, Philadelphia 
(Deering Retired) 

(Whitford Advanced) 
(Stock Offering) 

Fireman’s Fund Group, 

(Subsidiary Absorbed) 

(Des Champs Advanced) 

(Buys National Surety) 
(Stock Offering) 

(“All Risk’? Dwel g Coverage) 
(Medical Expense Plan) 
(Plans Recapitalization) 

Fireman's Fund Indemnity, 
(To Issue Participating 
Contracts) aed 32 


Hartford 


cccescscMes Bae 
San Francisco 


General Accident Group, 
(Official Changes) 
General American C 
(Named Exec \ 
General Fire and 
(New Vice President) 
General Reinsurance, New 
(New Vice Presidents) . 37 
(New Director) 
Gibraltar Mutual, 
(New Title) 
Globe & Rutgers Group, New 
(Searing Vice President) ... 
Government Employees, W ashington 
(Stock Dividend) 


saree 
Jan. 107 
“Antonio 
... June 132 
York 
.June 132 


'p hil: idelphia 


Feb. 140 


Halifax Insuran 
(To Domesticate Carrier) a 
Hartford Fire Insurance Co., Hartford 
(Stock Dividend Proposed) Jan. 
Hawkeye-Security Group, Des Moines 
(New Specialty Carri June 132 
Home Insurance, New York 
BS ee ees Mar. 140 
(New President) Sineates May 128 
(Executive Pro June 1352 


Halifax 
June 132 


108 


Illinois Fire, 
(Advance! 


Chicago 
nents) 


IN pany ) 
liana Lumbern Mutual 
(Official Changes) .. nel ae eenctke 
Industrial Indemnity a 
(Claudon Vice Pres 129 
Inland Mutual, Hunt 
( Virginia 


Settles 
of N. A 


ens 


Indianapolis 
159 


rer 
Philadelphia 
(To Withdraw Subscribership) ..Jan. 
(New Combined For n) 
(New Financial 
Insurance Co. of N. 
(New Director) 
(Independent Fi 
(Rate Action) 
Insurance Company of Texas, 
(Eaton, Vice President) 
Insurors Indemnity, Tulsa 
(New Vice President) 


108 
Insurance 
109 


Dallas 
Jan. 109 
Apr. 159 


Kansas City Fire & Marine, 

New Director) .. 
Liberty Mu Ins 
(Comprot! e Set I 
Llovds of G at State, Galveston 

(Rees I i] F 7 May 
Llovds « ; merica, Houston 

(Restrained June 132 
Lombard Insurance Co., Ltd., Hong ne 

(See Canton Insurance) .. an, 
London & Lancashire Indemnity, 

New York 

(New Director 
Louisville Fire & Ma rine, 

(Promotions) 

(New Director) 
Lovalty Group, Newarl 

(MacGrath Advanced) 
Lumbermens Mutual Casualty, 

(New Board Member) sa 110 

! ens ual ‘o., Chieago 
ns Polio ..May 129 

Insurance Co. 


Kansas City 
.Mar. 140 


June 132 


129 


105 


.Feb. 137 

" Lonisville 
. 109 
Jan. 110 


.Mar. 141 


May 129 


Marathon 


(Resources 


Insurance, Dallas 
Enlarged) 


Market Mens Mutual, 
(New President) 
Maryland Casualty, 
(New Director) 
(McDonald Retires) . 
Massachusetts Bonding & Insurance, 
(To Enter Fire Field) . 
Michigan Mutual Liability, 

(New Directors) 
Millers National, Chicago " 
(Advancements, New Director)...Apr. 159 
Motorists Mutual Insurance, Columbus 
(Unsatisfied Judgment Policy June 133 
Mutual Benefit Health & Accident, Omaha 
(New Director) ...Jan. 110 
Mutual Health Benefit & Accident, Omaha 
(New Directors) Mar. 141 
National Casualty, Detroit 
(Lincoln, President) 
National Fire Insurance, Hartford 
(Quarterly Dividend Increased) Jan. 
National of Hartford Group, Hartford 
(New Director and Official 
Changes) 
National Surety, 
(Purchased) ; 
National Surety Marine, New York_ 
(Purchased) .. Feb. 
National Union Fire, Pittsburgh 
(Additional Capital Proposed) 
(Stock Offering) 
(99% Subscribed) ‘ oe 
National Union Group, Pittsburgh 
(New Secretary) . .May 130 
New Hampshire Group, ‘Manchester 
(New Reeretary) 
New Zealand Group, 
vew U. S. Manager) 
(New U. S. Manager) 

Nordisk Reinsurance, Copenhagen 
(Foreign Reinsurer Lice 
The Northern Assurance Co., 
(New Deputy U. 8S. Manag 


Milwaukee 


Baltimore 
Jan. 110 
.Feb. 135 
Suston 
15 
Detroit 


May 130 


159 


110 


.Feb. 138 


. 160 


Apr. 160 


San Fran isco 
Apr 10 
May 130 


nsed) June 133 
Ltd., New York 
rer) May 130 
Northwest Casualty Co., Seattle 
(New Chairman) 
Northwestern Mutt 
(New Chairman) 

Ohio Casualty, Hamilton 
(Dividend Action) 

Old American Insurance, 
(New Director) 

Old Colony Insurance, 
(New Directors) 
(Named Man of Year) 

Olympic Insurance, Los Angeles 
(Personal Package Policy) 
(Stock Dividend) 


June 133 
Seattle 


June 133 


ial Fire Assn., 


Jan. 110 


Kansas City 


Boston 


Pacific National Fire 
San Francisco 
(New Director) F 
Group, Houston 


Insurance 


Pan American 
(Plans Stock Dividend) 
Pearl! Assurance Co., Ltd., 
(New U. S. Manager) M: 131 

Peerless Casualty, Keene 
(New Directors) 141 
Pennsylvania Lumberme ns, P hilade eae 
(Elects Exee. V. P. and New Director) 
Jan. 111 
(Named Board Chairman) ..June 133 
Philadelphia Contributionship for the In 
surance f Houses from Loss by Fire 
Philade Iphia 
(Extends Fire Coverage) 
Pioneer Mutual Compensation, 
(Ordered Liquidated) 
Preferred Insurance, Grand 
(Stock Dividend) 
Providence Washington Group, 
(Carey Resigns) 
(Executive Chang ‘ 
(Managerial Policies) 
Provident Life & Accident, 
(Increases Capital) 
Queen City Fire, Sioux 
(Capital Increased) 
(Name Changed) 
Queen City Insurance, 
(New Officers) 
(Name Chi 
(New Auto 


160 


May 131 
Albuquerque 
June 135 

Rapids 
Jan. jl 


res) 


Rainier National Insurance, Seattle 
(New Auto Policy) .. 
Reinsurance roup, New 
(Coleman Ad inced) 
Rhode Island Insurance Co., 
(Creditors to Receiv 
Royal Exchange Group, 
(Advancements) 


Prov 
e Payment) 
New York 

Feb 


idence 
May 1382 


139 


St. Paul Group, 
(Official Changes lar. 142 
Saskatchewan Gus sranies & Fidelity, Regina 
(Opposes May 132 


icense) oe 


New York 


Service Casualty, 
(New Directors) 





Service Fire, New 

(New Directors) . 
Southern Fire & Marine, Atlanta Decided) 
(Changes Name) 


(New Title) 
Southwestern Fire and Casualty, Dallas 
(New Officers) 
Standard Casualty, Sioux Falls 
(Stock Control) 
State Farm Companies, Bloomington 
(Capital Increased) Jan. 
(New Medical Payments Form) ..Jan. 
(President Deceased) . ...June 
(Pyrrhie Victory on Rates) ...June 
Sterling Insurance, Chicago 
(Wins Virginia Case) 
Stonewall Insurance, Mobile 


(Declarec 


Susquehanna Mutual, Philadelphia 
(Changes Name) 
Swiss National Insurance Ltd., Miami 


(Enters United States) .Feb. 140 Business) 


(LIST OF "AD 5V/ ETE 


Aetna Insurance Group, Hartford, Conn 

Aetna Life Affiliated Cos., Hartford, Coun 
Affiliated National Hotels, Galveston 

Agency Managers Ltd., New York, N 

Agricultural Insurance Co., Watert 

Airkem, Ine., New York, N Y 

America Fore Insurance Group, New 

American Appraisal Co., Milwauke+ 
American-Associated Insurance Cos 

American Casualty Co., Reading, Pa 

American Credit Indemnity Co., Balt 

American District Telegraph Co., New 

American Equity Insurance Group, Mia 

American Fire & Casualty Co., Orlando 

American Foreign Insurance Ass'n, New 

American General Insurance Group, Hlous 

American Insurance Group, Newark 

American Motorists Insurance Co., ¢ 

American Reinsurance Group, New 

American Surety Group, New York, N 

Anchor Casualty Co., St. Paul, Minn 

Art Steel Sales Corp., New York. N. \ 

Bituminous Casualty Corp., Rock Island 

Blyth & Co., Inc., New York, N. ¥ 

Boston-Old Colony Group, Boston, Mass 

Burns, Ine., Frank, Seattle, Wash 

Burroughs Adding Machine Co., Detroit, Mich 
California Bank, Los Angeles, Cal 

Canadian Fire Insurance Co., Winnipeg, Canada 
Celina Mutual Insurance Co., Celina, Ohio bon placa 
Central Surety & Insurance Corp., Kansas City, Mo 
Chamber of Commerce 

Chubb & Son, New York, N Y 

Cimarron Insurance Co., Cimarron, Kan 

Cobb and Co., James O., Durham, N., ¢ 

Commercial Standard Insurance Co., Fort 
Commercial Union-Ocean Group, New Y« 

Conover & Co., Chase, Chicago, Ill 

Continental Casualty Co., Chicago, Il 

Corroon & Reynolds, Ine New York, N. ¥ 

C-O-Two Fire Equipment C Newark, N. J 

Crum & Forster, New York N. ¥ 

Cudd & Coan, Ine., Spartanburg, S. ¢ 

Dale & Co., Ltd., Montreal, Canada 

Dimling, Henry, Los Angeles, Cal 

Dotson Co., H. S., Helena. Mont A 
Dubuque Fire & Marine Insurance Co.. Dubuque, Lowa 
Empire State Insurance Co., Watertown, N. Y 
Employers Reinsurance Corp., Kansas City, Mo 
Esterbrook Pen Co., Camden, N. J 

Federal Insurance Co., New York, N. ¥ 

Filing Equipment Bureau, Boston, Mass : 
Fire Association of Philadelphia Philadelphia, Pa 
Fireman's Fund Group, San Francisco, Cal 
Firemen s Insurance Co., Newark, N. J 

Foster & Son, J. E., Fort Worth, Texas 

Froggatt & Co., Ine Joseph, New York, N. ¥ 
General Insurance Co. of America, Seattle, Wash 
Grain Dealers Mutual Insurance Co., Indianapolis, Ind 
Granite State Fire Insurance Co., Ma nchester N. H 
Great American Group, New York, N. ¥ 

Hampson & Son, Ltd., Robert, Montreal, Canada 
Hanover Fire Insurance Co., New York, N 
Hartford Accident & Indemnity Co., Hartford, Conn 
Hartford Fire Insurance Co., Hartford, Conn 
Hawkeye-Security Insurance Co., Des Moines, Lown 
Hoey, Ellison & Frost, Ine., New York, N 

Home Insurance Co., New York, N. ¥ 


Houston Fire & Casualty Insurance Co., Fort Worth. Texas’ 


Howard & Co., Ltd., Robert, Montreal, Canada 
Hunter Lyon, In Miami, Fla 

Illinois Fire Insurance Co., Chieago. Ill 
Industrial Insurance Co., Des Moines, Lowa 

Ins. Co. of North America, Philadelphia, Pa 
Inter-Ocean Reinsurance Co., Cedar Rapids, Town 
Koleb Corporation, Salt Lake City, Utah 
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‘Texas Mutual Insurance, 
(Policy Assessability Case 


Trans-Pacific 
Southern Insurance, Atlanta (New Name) a 
' Travelers Group, Hartford (New Director) 
(New Director) 
(Appointments) 
Travelers Insurance, 
(Increases Special Dividend) 
Truckmen’s Insurance, New York 
(In Process of Organization) 


Hartford 


United Lloyds, El Paso 


United Medical Service, I 
(New Chairman of the Board) ...May 132 (New Company) 
om Pacific, et ” ‘an 
7 New Secretary and Trustees)....Mar. 142 Jew Directors 
(New Directors) ‘eb. v.'S. Fidelity & Guaranty, Baltimore onion seas 
(Stock Dividend) i 

United Pacific, 
(To Enter Fire Saoarence 


Austiti U. S. Fidelity and Guaranty Co., 
(Canadian Vice President) 

June li United World Life, i i’aso 
(Declared Insolvent) ... 

June 1: Unity Fire & General, New 


Phoenix 


Universal Group, Milford 
(Merger Proposed ) 
(Executive Appointments) 
Universal Indemnity Insurance C 
(Executive Appointments) .... 


Western Casualty and Surety, F¢ 


(Stock Split) cecces 


(To Increase Capital) ....... 


ere rrr Mar. , 
Western Fire & + eecanasensic Lut 


Inc., New York 


Wolverine Insurance, 


142 Yorkshire Group, New York 
soi (U. S. Branch Domesticated) 
Zurich Group, Chieago, Mlinois 


June 135 (Merit Plans Approved) ....... 


La Mers Studio, New York, N. Y 
Lloyd-Thomas Co., Chicago, Ill ‘ 
London Assurance Group, New York, N. Y —< 
London & Lancashire Group, Hartford, Conn 
Loyalty Group, Newark, N. J i ches 
Manning & Sons, T. A., Dallas, Texas aca 
Manufacturers’ Appraisal Co., Philade ne Pa. 
Marbury & Co., Wm, A., Ruston, La ; 
Markel Service, Inc., Richmond, Va , 

Marsh & McLennan, Ine., Chicago, Ill 
Martin & Co., Ine., Roy, New Orleans, 
Maryland Casualty Co., Baltimore, Md 
Melling & Bevingtons Ltd., Montreal, 

Millers National Insurance Co., Chicage 

Moyer Agency, Ine., R. Kirk, New Orleans, L 
Mutual Benefit Health & Accident Ass’n, Omaha, Neb 


Baltimore 
June 134 


Mar. 142 

. 140 

161 

ry 132 

‘o., Milford 
2. Mi iy 132 


ort Scott 
--Jan. 112 
..-Feb. 140 
»bock 


----Keb. 141 


. Feb. 141 


-..dan. 112 


) 


National Auto Dealers Used Car Guide Co., Washington, 


National Cash Register Co., Dayton, Ohio 

National of Hartford Group, Hartford, Conn 

National Surety Corp., New York, N. Y. ... 

New Amsterdam Casualty Co., Baltimore, Md 

New Hampshire Fire Ins. Co., Manchester, N. II 

New Zealand Ins. Co., Ltd., San Francisco, Cal. .. ; 
North American Cas. & Surety Reins. Corp. New York, 
North British & Mercantile Group, New York, N 
Northern States Envelope Co., St. Paul, Minn 
Northwestern Mutual Fire Ass’n, Seattle, Wash 

Ohio Farmers Companies, LeRoy, Ohio ....... if 
Pacific National Fire Insurance Co., San Francisco, 
Pan American Casualty Co., Houston, Texas 
Paramount Fire Insurance Co., San Francisco, 

Paull & Son, Ine., Alfred, Wheeling, W. V 

Pearl American Group, New York, N. Y. 

Pension Planning Co., New York, N. Y. 

Preferred Fire Insurance Co., Topeka, Kan 


Providence Washington Insurance Co., Providence, R 
Provident Life & Accident Insurance Co., Chattanooga, Te 
\ 


Recordak-Verifax (Eastman Kodak Co.) Rochester, 
Recordak (Eastman Kodak Co.), wong 5 ‘ 
Recording & Statistical Corp., New York, N 
Redmond & Shaughnessy Ltd., Montreal, Canaca 
Reed, Shaw & McNaught, Ltd., Montreal, Canada 
Reinsurance Agency Inec., Chicago, Ill “8 
Reinsurance Underwriters, Ine., San Francisco, Cal 
Remington Rand Ine., (Manage ment Controls Div 
Rimmer & Co., Frank, Dallas, Texas 

Rising Paper Co., Housatonic, Mass. 

Ritter General Agency, Denver, Colo. ..... ; 
toval-Liverpool Insurance Group, New York, N. 
Royal Typewriter Co., New York, N. Y : 

St. Paul Group, St. Paul, Minn. Ae Pee 
Security-Connecticut Companies. Haven, Conn 
Security_Mutual Casualty Co., Chicago. Il ; 
Seibels, Bruce & Co.. Columbia, S. C Opposite Tn ide F 
Southwest General Insurance Co., Dallas, Texas .. 
Springfield Group. Springfield, Mass. .... 

Standard of Detroit Group, Detroit, Mich. 

Statler Hotel, New York, N. . 

Stewart, Smith (Canada) Ltd., “Montre al, Canada 
Stewart, Smith (Illinois) Inc. Chicago, Tl 

Sun Insurance Office, Ltd., New York, N. Y. 

Swiss National Insurance Co., Miami, Fla 
Tabulating Services, Inc., Kansas Citv, Mo. . 

Traders & General Insurance Co.. Dallas, Texas 
Tressel & Associates, Harry S., Chicago, 

Trinity Universal Insurance Co., Dallas, T 

United States Casualty Co... New York, N 
United States Fidelity & Guaranty Co., 
U. S. Underwriters, Inc., Miami, Fla. . 
Utilities Insurance Co.. St. Louis, Mo 
Weekly Underwriter, New York. N. Y 
Willis, Faber & Co., Montreal. Canada 
Wilson Co., Ltd., A. E., Toronto, Cannda 

Wolfe, Corcoran and Linder, New York, N. ¥ 
Woodward & Fondiller, Inc.. New York, N. Y . 
Woodward, Ryan, Sharp and Davis. New York, N. Y 
Yorkshire Insurance Group, New York, N. Y 
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American Pioneers 


In 1792, Captain Robert Gray discovered the 
great river of the Northwest which now bears the 
name of his ship . . . the Columbia. He thus estab- 
lished a claim to the vast Washington-Oregon 
territory which finally permitted our national ex- 
pansion to the Pacific. This venturesome pioneer 
...a native of Rhode Island... also was the first 
to carry the American flag around the world. 


In this era of progressive enterprise, the 
Providence Washington was founded...a pio- 
neer in providing progressive protection. 

Join with the thousands of agents who now 
provide dependable insurance protection in their 
communities through Providence Washington 
. . . the oldest stock insurance company in New 
England. 
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AMERICAN RE-INSURANCE COMPANY 
AMERICAN RESERVE INSURANCE COMPANY 
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99 John Street 
New York 38, N. Y. 


























